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> => E want the assistance of every retail 
re shoe merchant in America to help us 
produce a measuring stick that will 
convey more graphically to the pub- 
lic what is meant by standard of liv- 

—=——=! ing. It is our belief that one little 
example taken from the shoe trade will prove a 
useful instrument in measuring the “standard of 
living” and will likewise serve as a fixed point in 
the “standard of dress.” 

Here we have it, if one day’s wage will permit 
an American workman to purchase a good pair 
of shoes, is that a measuring stick that holds good 
to-day in your community? 

Can we establish some sort of a standard of 
dress by saying that a man should not pay less 
for a pair of shoes than what he gets as a wage 
for one day’s work. Of course the big business 
man is out of bounds. 

We would like merchants everywhere to test 
the thing out with their friends. Perhaps we 
can be of great usefulness to the economists of 
this country by establishing some principal that 
a man should be given enough in wages per day 
to permit him to buy a good pair of shoes. 

Now let us take this and analyze it. If one 
day’s wage will buy a good pair of shoes to-day, 
did it not also take the equivalent of one day’s 
wage in the boom period of 1919 to buy an equiva- 
lent shoe at that time? And going back to 1914 
and even as far back as to the good old shoe at 
$3.50, wasn’t it about true that a man could get 
a good pair of shoes with the money which he 
obtained for one day’s work? We bring this point 
out at this time because of the animated discus- 
sion on the standards of living. We do not like 
to see the argument put forth that because Ger- 
many has a low wage scale that it is necessary 
for an American laborer to meet it, for we might 
answer that by saying that because China has a 
ang wage scale that ultimately we must reach 
that. 
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Affecting Standards of Dress 








Merchants and manufacturers and workers in 
stores and factories realize fully that to have 
business continue on a worth-while scale that it 
is necessary for the country to have a good stand- 
ard of dress. Only a part of a man’s wage goes 
into food, and a very considerable part, aside 
from rent, goes into apparel. If the idea pre- 
sented by so many writers of late is that stand- 
ards of dress must be lowered, then the thing that 
is facing the merchant of apparel is a very serious 
reduction in standards of quality. 

We have tried to illustrate by means of a tri- 
angle the purchasing power in shoe consumption. 
We have made the triangle, let us say, four inches 
along the base and four inches high. We have 
then divided it with horizontal lines one inch 
apart into four parts. You can do this with paper 
and pencil to get this graphic illustration. 

The small apex space at the top of the triangle 
represents relatively that limited group of shoe 
wearers whose purchasing power. is unlimited; 
whose taste and desire for the most luxurious 
shoes are always gratified. 

The next section going down the pyramid con- 
tains that class of people consisting of well-to-do 
business and professional men and thelr families, 
whose purchasing power has its limits, but whose 
investments in footwear are liberal and steady. 

The third and larger section of the pyramid 
may be imagined to contain the very large class 
of men and women office workers, mechanics, 
laborers, clerks, etc., who live comfortably, but 
through necessity keep their footwear expendi- 
tures within strict limits. 

Now we come to the base of the pyramid con- 
taining numerically the largest group of shoe 
buyers. The citizens in this lowest section exer- 
cise the least influence over shoe styles and shoe 
qualities. They cover their feet as inexpensively 
as possible. Their purchasing power, collectively, 
may be large, but it is usually “at a price.” 

Now there are standards of dress in each one 
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of these divisions of the great American public— 
the thing to watch out for and to guard against 
is that the two center classes do not slump down 
to the lowest group in our triangle. The top 
grade will always take care of itself for it has 
the means. 

The merchants are vitally interested in the 
standards of dress of the people in each com- 
munity. To lower the standard of living is to 
lower the standard of dress. We exclude from 
this discussion any, and all, reference to the silk- 
shirt period now happily past, but we make our 
premise on the fair day’s pay for a fair day’s 
work with a hope that the fair days will be spread 
over a period of fifty weeks in the year instead 
of the “speeds and slacks” of to-day. 

You should study the path of the standard of 
dress in your town and the wage envelope you 
will find has a tremendous influence thereon. We 
are proud to have a wage scale in America which 
will permit a workman to purchase a good pair 
of shoes with the money he gets for one day’s 
work. 

Everit B. Terhune, general manager of the 
Recorder,.has revised and brought up to date 
the figures’ which he evolved a year ago. Upon 
his retuyn from Europe this week he outlined the 
following“‘for the Englishman to purchase a good 
pair of shoes he must give the equivalent of two 
and one-half day’s work; the Frenchman four 
days’ work; the Italian six days’ work, and the 
German twenty days’ work, and of the unfortu- 
nates in Russia and Poland a standard of living 
making barefoot the only possibility for thousands 
of people.” 

These estimates should make the American 
workman thankful that he is in a country, secure 
and substantial, where a high standard of dress 
is made possible by a standard of wages permit- 
ting of a good standard of living. These blessings 
can continue only through better work, industrial 
economies and an absence of attempts to main- 
tain abnormal wage advantages through force. 


Samuel P. Colt 


Greater tribute has not been paid an industrial 
leader in our, or any other industry, for many a 
year than was paid to the memory of Colonel 
Samuel P. Colt. 

An entire town shut its doors and people in 
all walks of life, ten thousand in number, stood 
in silent homage to a fellow townsman. This be- 
speaks more than an active business life and 
benefactions to a community— it tells of love and 
respect. 

Perhaps the humble Italian worker in the mills 
has a way of expressing his sorrow in a different 
manner than the American of to-day but no 
greater benediction on a life, well spent, was 
given than the bowed head and “rest in peace” of 
the throng which filled the streets of Bristol, 
R. I., from the gates of the Colt mansion to the 
edges of the houses opposite and from the center 
of the town to the cemetery. 

Of Colonel Colt we in the shoe industry know 
much. His active mind created the United States 
Rubber Company. His skill as an organizer made 
that the leading rubber institution of the world. 
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His resourceful imagination made him a vital 
factor in the growth and prosperity of nearly 
forty organizations. He was Rhode Island’s best 
beloved citizen and his affection for Bristol was 
tokened by many philanthropies. 

Hundreds of the industrial and social leaders 
of America came from far and wide to pay last 
tribute to Col. Samuel P. Colt, but none felt the 
loss of that great big heart more than the simple 
Italian workers “who stood, with prayer, as his 
body went by.” There were three immense 
wagons filled with flowers, but the little bunch 
‘of field flowers, brought to the door by a wee bit 
of a child, was the most touching tribute of all. 





Seasonal Business 


There has been a lot of comment in the industry 
on the report by the committee on elimination of 
waste in industry, a part of which was reproduced 
in the Recorder in the last two issues. There 
have been students of waste who have made sensa- 
tional reports ever since the days of the Brandeis 
plan of saving a million dollars a day on the 
railroads. 

There is no question but what there is a lot 
of truth in the report of waste in the shoe and 
leather industry. A careful reading of it shows 
that the waste is as much in the methods of buy- 
ing as in the methods of production. The latter 
too often is caused by the former. In other words, 
if the factory has to literally break its neck for 
a period of three months each season, and then 
to have idle machines for the balance of the period, 
someone has got to pay the workman who lives 
by the year, the machinery that is punished by 
speed production, plus factory rental, overhead, 
etc. Perhaps in the future, merchants and manu- 
facturers and the public as well will learn to regu- 
late their wants by the month instead of “by 
Easter and by Labor Day” so that the big waste 
in industry may be conserved. 

We have it on good authority that Sanford E. 
Thompson and his field workers contributed of 
their time and effort without compensation to be 
able to give to the Federated American Engineer- 
ing Societies that wonderful report. 

Herbert Hoover suggested this report as one 
of the first national undertakings of that society 
into the study of waste and industry. Colonel 
Thompson is internationally recognized as an 
= in construction and industrial manage- 
ment. 

The principle feature of the report was that 
responsibility for waste could not be fastened on 
any particular class of the trade, but that these 
wastes have been the result of practices and 
methods of long-standing in the industry. 


Show Men’s Boots Early 


There is no question but what the clean-up on 
men’s oxfords is much slower than what might 
be expected by the prices offered. Many city 
stores have found that summer oxfords refused to 
move at any price. To get the necessary quota 
of sales in your store in early September, provid- 

(Continued on page 41) 
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No Noticeable Shift in Federal Tax Burden 


Strong Feeling in Washington That House Bill Will Be Revised 
by Senate in Order to Secure Adequate Revenue—Removal 
of Excess Profits Levy Meets General Approval 


Washington, Aug. 15.—Revision of taxes as pro- 
posed in the House bill this week offers but little cheer 
to the retail] merchant. It gives no recognition to the 
sales tax plan proposed by representative business 
men of the country and as a consequence there is no 
noticeable shifting of the tax burden. There is strong 
evidence that the House bill was drafted more for 
political expediency than for practical purposes. The 
belief exists that the yield contemplated in the House 
bill will fall far short of the revenue necessary to 
maintain the Federal Government. There is a feeling 
that the House bill will be revised in the Senate in 
order to provide sufficient funds. 


Effective Jan. 1, 1922 


The repeal of the excess profits tax has met with 
widespread approval. The only objection is made by 
the American Farm Bureau Federation because they 
believe it is a discrimination in behalf of organized 
business. Merchants favored the abolition of this tax 
because it is generally undeterminable and condusive 
to excessive litigation and is admittedly one of the 
chief causes of high prices. The Republican confer- 
ence changed the proposal of the House Committee on 
Ways and Means in order that the repeal of the excess 
profits tax and the reduction of the surtax and the 24% 
per cent increase in corporation taxes should become 
effective Jan. 1, 1922, instead of January, 1921. 

This change means that merchants will be obliged 
to pay taxes on the calendar year, a period which 
has been characterized by depression. 


Complications Avoided 


The House committee had originally proposed that 
if a corporation made a return for a fiscal year begin- 
ning 1920 and ending in 1921, the war-profits and 
excess profits tax for the portion of the year falling 
within the calendar year of 1921 would be an amount 
equivalent to the same proportion of a tax for the 
entire period computed under the revenue act of 1918, 


the portion of such period falling within the calendar 
year 1920 is of the entire period. 

They had also intended to credit. any payments on 
account of the tax or refund but this will not be neces- 
sary under the agreement reached among Republican 
leaders of the House. 

Changes in the excise taxes reduce the rate on sport- 
ing goods from 10 per cent to 5 per cent. The assess- 
ment against manufacturers of carpets and rugs, in- 
cluding fiber, if sold for more than $3.50 a square 
yard, is reduced to 5 per cent. At present it is 10 per 
cent on the amount in excess of $5 per square yard. 
Trunks, which are now assessed 10 per cent on the 
amount in excess of $50 each, will pay 5 per cent if 
sold for more than $30 under the House bill. Valises, 
traveling bags, suitcases, hatboxes used by travelers 
and fitted with toilet cases now carrying a rate of 10 
per cent on the amount in excess of $25 will pay 5 per 
cent if sold for more than $15; purses, pocketbooks, 
shopping and handbags, now 10 per cent, on the amount 
of $7.50, will be taxed 5 per cent if sold for more than 
$4; portable light fixtures, including lamps of all kinds 
and lampshades, will pay & per cent on amounts in 
excess of $10, while at present the rate is 10 per cent 
on amounts over $25; umbrellas, parasols, and sun- 
shades, now bearing a rate of 10 per cent on sales in 
excess of $4, will carry 5 per cent if sold for more 
than $2.50. The rate on fans if sold for more than $1 
will be 5 per cent and on house or smoking coats or 
jackets, and bath or lounging robes, if sold for more 
than $3, 5 per cent. 


Wearing Apparel Tax Repealed 


The paragraphs in the present tax law carrying 10 
per cent on men’s waistcoats, women’s and misses’ 
hats, bonnets and hoods, men’s and boys’ hats, men’s 
and boys’ caps, men’s, women’s, misses’ and boys’ 
boots, shoes, pumps and slippers, men’s and boys’ 
neckties and neckwear, men’s and boys’ silk stockings 
or hose, women’s and misses’ stockings or hose, 
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men’s shirts, men’s, women’s, misses’ and boys’ 
pajamas, nightgowns and underwear, kimonos, petti- 
coats and waists, have been repealed in the House 
measure. 

They have also eliminated the small taxes on ice 
cream, soda waters, and so-called luxuries. The Ways 
and Means Committee endeavored to fasten many of 
the so-called luxuries and nuisance taxes to the manu- 
facturer instead of on the purchaser. The repeal of 
all forms of transportation taxes with the exception 
of the Pullman tax will take effect Jan. 1, 1922. 


Little Hope of Saving Half Billion 


Looking at the facts, it is almost inconceivable that 
the Federal Government will depart from the beaten 
track and save approximately a half billion dollars to 
the taxpayers. Secretary of the Treasury Mellon has 
very frankly stated that it would be a remarkable feat 
to save $250,000,000 a year. He revised his estimates 
in accordance with instructions from the recent White 
House conference. 

The charge has been made that the figures had been 
juggled for political purposes and are not in accord- 
ance with the irreducible minimum which the Secre- 
tary of the Treasury set before Congress previous to 
the tax conference at the Executive Mansion. 


Collecting Tax Is Simplified 


However, supporters of the measure are of the 
opinion that the amendments drafted will simplify the 
task of collecting taxes and have made readjustments 
that are intended to provide a more equitable dis- 
tribution of the assessments and give relief to the 
public and to business generally. Underlying the de- 
cision to cut the levies are the plans to reduce Govern- 
ment expenditures and by refunding the $170,000,000 
of war savings securities and Pittman act certificates 
coming due, so that it will be possible to lower the 
Government’s fiscal requirements from $4,550,000,000 
to $4,034,000,000. 


Changes in Administrative Features 


Secretary of the Treasury Mellon in his latest esti-. 


mate stated that receipts amounting to $857,643,000 
may be expected from customs, salvage and other 
miscellaneous sources, and that $176,357,000 or more 
will be obtained by reason of the overlapping of re- 
ceipts collected under the law as now drawn and partly 
by recovery of back taxes. With this calculation in 
mind, $3,000,000,000 has been left for collection from 
the normal income tax, income surtaxes, back col- 
lections of income and profits taxes and from mis- 
cellaneous internal revenue. 

A number of changes have been made in the ad- 
ministrative features of the present law at the sug- 
gestion of Treasury experts. Among them is a pro- 
vision authorizing the Secretary of the Treasury to 
settle disputes over back taxes without resort to the 
courts. It is proposed to establish a tribunal to pass 
upon claims and the time for their settlement would 
be reduced from five to three years, unless extension 
is ordered by the Secretary. It is the belief of offi- 
cials of the Treasury that this will make much easier 
the collection of taxes now in dispute, estimated to 
total approximately $1,500,000,000. This sum will be 
required to meet possible deficits. 


Has White House Endorsement 


In support of the new measure, the White House has 
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a 
issued a statement that “the aim was to establish 
methods which would raise the needed revenue within 
reasonable certainty, make collections sure and inex- 
pensive and properly adjust the burden among all 
classes of the community.” Denying that there has 
been an effort to relieve the rich of burden, the state- 
ment points out that “a casual analysis of the pro- 
posals shows that what may be described as the ‘rich 
man’s taxes’ will produce about $1,800,000,000, while 
the balance will be distributed over the entire com- 
munity, rich and poor.” 

It is further explained that the reduction of 32 per 
cent of the highest income and surtax brackets is ex- 
pected to produce actually more revenue from these 
sources than do the present much higher rates. The 
latter, it is stated, prevent transactions, which would 
involve application of the high rates and thus keep 
taxes away from the Government. It is contended 
that these taxes drive money into tax-free securities 
and lead to fraud and evasions. 


Objections to Excess Profits Tax 

The Administration has this to say for its tax 
policy: 

“Experience has shown in dealing with the excess 
profits taxes, that where there is periodic selling this 
tax is pyramided, multiplying the burden of the con- 
sumer, and inducing speculation and waste. It has 
been largely responsible for the intense speculation 
that followed the war. It is an unsatisfactory tax on 
which to base revenue estimates because its product 
of revenue is so extremely variable, and in the present 
epoch of reduced earnings it would utterly fail to pro- 
duce the amount needed. 

“In increasing the tax on corporation earnings an 
exemption is made of those having earnings of $2,000 
or less—the poor man’s corporations. The number 
that would thus be exempted would exceed 300,000.” 

The statement concludes with the assertion that “the 
whole tax reform program contemplates freeing busi- 
ness from what have been found paralyzing and ex- 
asperating restrictions, encouraging to the utmost of 
the resumption of enterprise and business, removing 
every possible incentive to evasion and fraud, and dis- 
tributing the tax burden with the greatest possible 
equity among all classes of people, keeping in mind 
the purpose to impose the larger share on those best 
able to pay. 


Tariff Bill in September 


It appears that the tariff bill will not be reported 
to the Senate until it reconvenes late in September. 
Meanwhile the Senate Finance Committee will con- 
tinue to hold public hearings on the various phases of 
the proposed measure. The majority members of the 
House Committee on Ways and Means and the Senate 
Finance Committee have agreed upon a valuation plan. 
The compromise proposal is merely a modification of 
the American valuation plan carried in the House bill, 
but it is expected that the Senate will reduce the rates 
of assessment because they believe that importers are 
justified in protesting the House rates as prohibitive. 

The House has passed the Graham resolution call- 
ing for the imposition of 90 per cent ad valorum rates 
on reimported merchandise. It passed the House with 
an impressive majority and little opposition is ex- 
pected in the Senate. The measure is designed to 
protect legitimate American dealers and manufac- 

(Continued on page 39) 
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Brie: I, 
Aug. 16.—Business 
associates, old 
friends from near 
and far and towns- 
people in. throngs 
gathered at “Linden 
Place,” Bristol, 
Aug. 16, to pay last 

’ tribute to Col. Sam- 
uel P. Colt. Men in 
the highest walks of 
the civil and indus- 
trial life of the. 
country were  nu- 
merous among the 
notable gathering 
that attended fu- 
neral services in the 
home on Hope 
Street and at the 
grave in Juniper 
Hill Cemetery. 

Nearly a score of 
the highest officials 
of the United States 
Rubber Company, 
chief of the group 
of industries built 
up by the financier, 
paid honor to Col. 
Colt’s memory by 
their presence. 

The United States 
Rubber 
sent a blanket of 
red roses that com- 
pletely covered the casket and was placed above it as 
it rested in the grave. 

All Bristol turned out to mourn for its first citizen. 
From 9 to 11 o’clock in the morning, thousands 
passed through the house to view the body as it lay 
in state. Long before the hour of the funeral serv- 
ices in the afternoon, Hope Street, in front of the 
Colt home, was crowded. The throng grew, and at 
3 o’clock, when the services began, it extended for 
several blocks each way. 

Stores closed for the hour of the funeral. Busi- 
ness of all kinds was suspended. Flags hung at half- 
mast, and many of the buildings were draped in 
mourning. 

After the short ceremony at the house, the automo- 
bile cortege passed thrqugh the crowded streets and 
up the hill to Wood Street, where it passed the plant 
of the National India Rubber Company, one of the 
Colonel’s favorite enterprises. The factory had been 
closed all day in honor of its old chief’s memory, 
and, as his body was borne past, the bell in its tower 
tolled. The tolling continued for an hour and a half. 
Twenty officials and old employees of the company 


Industry and Public Pay Final Tribute 


To Samuel P. Colt, Distinguished Citizen of Rhode Island 
and Head of United States Rubber Co. 
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formed a guard of 
honor to the body 
while it lay in state 
in the morning. 
This guard, with 
Bristol town officers 
and the thirty mem- 
bers of the Colt 
Band, organized and 
supported by the 
Colonel, marched 
as an escort to the 
procession as_ it 
made its way to the 
Juniper Hill Ceme- 
tery. There, in the 
family lot high 
above Bristol, in a 
spot screened = by 
beeches and maples 
and sumac, the 
Colonel was laid at 
rest. 

He is survived 
by two sons, Rus- 
sell G. and Roswell 
C. Colt. 

Among the dead 
Colonel’s business 
associates in New 
York who came to 
Bristol were James 
N. Gunn, president 
of U. S. Tire Com- 
pany; Homer. E. 
Sawyer, vice-presi- 
dent U. S. Rubber 
Company; Samuel Norris, secretary U. S. Rubber 
Company; W. G. Parsons, vice-president U. S. Rub- 
ber Company; Wilson H. Blackwell, treasurer U. S. 
Rubber Company; J. D. Carberry, assistant secretary 
and treasurer, U. S. Rubber Company; Ernest Hop- 
kinson, vice-president U. S. Rubber Company; F. V. 
Glynn, secretary to chairman of board of directors 
U. S. Rubber Company; William F. Bass, vice-presi- 
dent General Rubber Company; H. Stuart Hotchkiss, 
president General Rubber Company; John W. Bick- 
nell, treasurer U. S. Rubber Plantations, Inc.; James 
B. Sinnott of H. O. Horton Company. 

The bearers, selected because of their close busi- 
ness and personal association with Colonel Colt, were: 
Lester Leland, vice-chairman of the board, United 
States Rubber Company; Charles B. Seger, president 
United States Rubber Company; Col. H. Martin 
Brown, president Industrial Trust Company; Col. 
Samuel M. Nicholson, vice-president Industrial 
Trust Company; Hon. Henry F. Lippitt, former 
United States Senator from Rhode Island; Hon. Wil- 
liam W. Douglas, former Chief Justice of the Su- 
preme Court of Rhode Island; Walter S. Ballou, di- 

(Continued on page 39) 
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There is no limit 
to footwear design 





Nor are there confines to 
the use of new materials 








Greatest Style Variety Through Strap Designs 


The Maker of Fine Footwear Is Coming Into His 
Own in the Elaboration of Footwear Styles 


It is invariably the thought in the trade that after 
a certain type of shoe has had the run of one season 
that it is well to watch it for the next season and 
to run away from it the third season. What is to be 
said about straps? 

STRAPS are now entering their fourth season and 
are better than ever. One, two and three-strap pat- 
terns are being made for all sorts of wear. In welts 
we get the heavier street types, with buckles or but- 
tons; and in turns the evening effects which permit 
the use of all sorts of materials and trimmings. 


Straps 10. to 1 in Paris 
The latest fashion .pictures from Paris show 
straps to the exclusion of all other types other, than 
Colonial. What Colonials are in vogue are in the 
ratio of 1 to 10 to the straps.-In strap patterns 


every conceivable method of pattern making is be- 
ing tried out. Some of the latest French shoes have 
but a little more than the sole, heel and straps to 
permit of the most extraordinary display of hosiery. 
The prettiest curve of the foot moulding under the 
instep is most fashionable. 


Distinction and Diversity in Styles 


We have made a selection of six distinctive novel- 
ties from the line of I. Miller & Sons, Inc., Brook- 
lyn, N. Y. We asked Miss Allen, the famous model 
for that concern, to pose in her perfect 4-B feet to 
illustrate what is: possible in shoemaking. These 
six shoes illustrate a wide diversity of materials and 
great cleverness in designing. The lattice-work ef- 

(Continued on page 118) . 
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ADVOCATES REIGN OF BUSINESS 


E. B. Terhune, Back From Europe, Says Friendly 
Receivers Are Needed By World To-day 


Boston, Aug. 22.—Everit B. Terhune, treasurer 
and general manager of the Boot and Shoe Re- 
corder, and member of the Foreign Commerce Com- 
mittee of the National Chamber at Washington, has 
just returned from an extensive trip throughout 
Central and Eastern Europe, where he has been in- 
vestigating economic and industrial conditions. Mr. 
Terhune visited France, Italy, Austria, Czecho-Slo- 
vakia, Poland, Germany and England. 

“Up to the present time,” said Mr. Terhune, “there 
has been a conflict between destructive and con- 
structive elements. It seems now as though the con- 
structive elements had the upper hand, although con- 
ditions are far from what they should be considering 
that three years has passed since the signing of the 
armistice. 

“There is no question but what the world as a 
business proposition is in an insolvent state to-day. 
A quick cure might be effected if we could shelve 
the politicians of all countries for a period of five 
years and have friendly receivers in the way of hon- 
est business men straighten out the world’s affairs. 
Otherwise, it is going to be a very long time before 
we will ever reach a point where we can say that 
we are working on a new normal basis.” 

Mr. Terhune had an opportunity to confer with 
many of the leading financiers, government officials 
and business men of the various countries which he 
visited. His report will be an interesting feature 
of the Recorder in the near future. 





(Continued from page 37) 


rector Industrial Trust Company; Hon. Ezra Dixon, 
director Industrial Trust Company. 

Colonel Colt came from a family distinguished in 
the building of America since the founding of Plym- 
outh colony. An engineer by virtue of education at 
the Massachusetts Institute of Technology, a lawyer 
with a degree from Columbia University, he early 
entered politics and subsequently became a banker. 
Thus when circumstances arose which rendered the 
formation of the United States Rubber Company 
feasible and desirable, and which brought to his 
active and penetarting mind the opportunity for its 
creation, Colonel Colt was equipped to make the 
most of it. His skill as an organizer his unflagging 
industry, his resourceful imagination; all were given 
to the great corporation he built up, whose history 
covers the vast modern development of the rubber 
industry. 

Colonel Colt was courageous, independent, self- 
reliant and of broad vision. A great constructor, 
he was typical of the best business leadership Amer- 
ica has produced. In losing him the country has 
lost one who in public office and in private enter- 
prise, served his fellows well. 


(Continued from page 36) 


turers from foreign speculators handling goods 
originally produced in this country but sold to the 
American Expeditionary Forces. 
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ARTHUR B. BUTMAN APPOINTED 
Chief of Division of Shoes, Leather and Hides 


Arthur B. Butman is one of the best-known shoe 
and leather trade authorities in the country and his 
appointment as chief of this new and important di- 
vision of the Department of Commerce has given 
great satisfaction to the shoe manufacturers and 
tanners of New England by whom he is highly 
esteemed. 

Mr. Butman is a native of the great Massachusetts 
shoe city, Brockton, and it was in this place that he 
obtained his early knowledge of the industry. 


Studies Foreign Trade 


After being connected for several years with the 
shoe manufacturing business he became interested 
in foreign trade possibilities and was appointed spe- 
cial agent of the Department of Commerce in the 
Bureau of Foreign and Domestic Commerce, and 
spent years in making a careful study of shoe and 
leather trade possibilities in some twenty-five differ- 
ent foreign countries. His field of operations cov- 
ered Europe, a part of Asia, South America, the 
West Indies and Mexico, and the printed report of 
his investigations have been the accepted text-books 
of the industry on this subject. 

Subsequently Mr. Butman became connected with 
a leading shoe and leather trade journal and later 
was appointed as statistical expert for the National 
Boot and Shoe Manufacturers’ Association, his con- 
nection with this organization covering a part of 
the war period. 


A Wide Trade Experience ? 


Following this he was .appointed as head of the 
hide and leather statistical division of the Census 
Bureau, and for a year or more has directed the 
monthly publication of the statistics of these indus- 
tries, which he continued to have charge of up to the 
time of his new appointment. 

When Secretary of Commerce Hoover’s plans for 
the creation of special divisions in the Bureau of 
Foreign and Domestic Commerce, representing a 
half. dozen of the country’s leading industries was 
made public, a number of the trade organizations 
and prominent concerns in the shoe and leather 
trades requested Secretary Hoover to appoint Mr. 
Butman as Chief of the Boot and Shoe Division, 
inasmuch as it was felt that no one in the country 
was better qualified for this important position than 
he. The New England Shoe and Leather Associ- 
ation, with which Mr. Butman has for so many 
years worked in close cooperation, was among the 
organizations asking for his appointment. 

Although spending most of the time of late in 
Washington, Mr. Butman and his wife maintain a 
permanent residence in Amherst, N. H., their home 
being near the famous Horace Greeley Estate. 

It is understood that Mr. Butman will come to 
Boston in a day or two to confer with local leaders 
in the industry, and presumably he will later issue 
a statement outlining his plans for the conduct of 
the new trade promotion department. 

The new office is one of the highest importance in all 
branches of the shoe and leather trade, and the ap- 
pointment of Mr. Butman to fill it meets with very 
general approval because of his wide experience and 
thorough knowledge of existing conditions and prob- 
lems. 
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Association Work Made Cobblers a Tradition 


Today the Average Shoe Store Is a Useful Institution and the 
Proprietor a Community Factor 


By FRANK P. MEYER 
Secretary-Treasurer N. 8. R. A. 


Five years of being president of 
the Illinois Shoe Retailers taught 
me the beautitudes and benefits of 
commercial organization. 

They imprinted indelibly on my 
mental records the truth of the 
homely old adage “In union there is 
strength.” Prior to my activity in 
organization work I could name my 
close acquaintances of the shoe 
world upon the fingers of my two 
hands. Now the number of shoe 
men whom I regard as the kind of 
friends who would answer my call 
in case of need runs far into the 
hundreds. 

Prior to the days of organization 
the average shoe store was but an 
adjunct to a cobbler shop, and the 
average dealer in shoes was a cob- 
bler of the grand old fashion type. 
From 6 a. m. to 9 p. m. he pol- 
ished the saddle of his cobbler 
bench with the cloth of his jeans, 
and waited on his shoe customers 
often as an undesirable interruption. He gave a 5, 
or a 6, or a 7. If it were too wide they could turn 
back a toe or two to fill up the gap. If they were 
too long they could fill up the toe with cotton, paper 
or hair. 

To-day, in the wake of organization, the average 
shoe store is as spic and span as the guest chamber 
of a fine hotel. And the average proprietor is cer- 
tainly well groomed. 


A Man of Town Prominence 


He bows his customers in with all the urbanity of 
a Chesterfield. He is a man of affairs. A member 
of his city’s Chamber of Commerce; a referee of 
who’s who in local politics; a criterion of correct- 
ness in styles of wearing apparel. He plays golf and 
is a social as well as a business factor in the com- 
munity that proudly claims him. 

Not only has the shoeman profited by shoe organi- 
zation, but vastly more than he has, his customer 
gained by his contact with others of his craft at con- 
ventions of his organization. 

Shoe fitting has been revolutionized from the 
strictly commercialism to a science as accurate as 
that of dentistry or optometry. 

The measure stick is applied for exactness in 
length and breadth, and each foot is fitted accord- 
ing to its individual requirements. 


Less Reckless Buying 


Organization has taught the shoe man to be a 
better buyer and to thereby give the customer. the 
advantage of an educated judgment in the selection 


FRANK P. 


of style and material. It has taught 
him to merchandise his business, 
put the bridle on that old wild 
steed that formerly ran away with 
so much profit—reckless, careless 
buying. 

The public always received more 
for the money spent in shoes than 
in other wearing apparel, but to- 
day they receive immeasurably 
more than ever before. They not 
only get the foot and health pro- 
tection in the shoe as formerly, but 
they now receive the experience and 
service of a man who scientifically 
studies their requirements. 

The benefits to the individual 
dealer of national organization can 
never be completely conceived. 

During a war attack was the 
spirit that predominated. Every- 
one seemed to be bent on assailing 
some one or something. During the 
late war some of our honored sena- 
tors and congressmen sensed the 
state of belligerency with all the gust and fervor of 
a gladiator of old. Naturally, they preferred to at- 
tack some question or proposition that couldn’t 
come back with too dangerous a kick. So, being en- 
tirely ignorant of the shoe business and shoe-selling 
methods, they pointed their guns mostly in our di- 
rection and commenced a cannonade from which they 
fully expected to get a plentiful reward of plaudits 
from the constituency back home. 


A “Barefoot Nation” by Request 


Had the shoe men as a class been the mass of dis- 
organization we once were, these valorous would-be 
Ciceros would have carried on their campaign of cat 
calls to the culmination of the unpleasant spectacle 
of a barefoot nation . They would have bankrupted 
the entire shoe business as sure as Bryan ever ran 
for an office, had they not run up against that stone 
wall of over 10,000 national shoe retailers. We not 
only stopped them ruining us through ignorance and 
a desire for self-aggrandizement, but we educated 
them to the fact that we were not only strong enough 
to demand and secure our rights, but that we were 
about the squarest and fairest of all the retailing 
commodity dealers. 

We have done much through organization, but 
there is yet much to be done. We can’t rest on our 
oars and waste time, gloating over past achievements, 
or we will wake up some fine morning and find the 
tide of inertness has carried us out into some new 
sea of trouble. ; 

In union there is strength. So let us keep organ- 
ized more closely than during any time past. 


MEYER 
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(Continued from page 34) 
ing you find but little interest in oxfords, try a 
flurry of boots. 

One smart shoe store specializing on men’s 

footwear was sadly up against the possibilities 
of a week with less sales than were recorded a 
year ago on one of the week days. The manager 
had already received his fall boots. He made a 
showing of them and despite the higher prices 
made sales that rivaled his banner days of the 
year. 
The only explanation that the manager could 
give was that so many men were out of work that 
an extra pair of oxfords was not economy for 
them. Men absolutely needed footwear so they 
turned to boots. 

The interesting thing to note about this ex- 
periment in shoe selling was that men bought boots 
at good prices even though the weather was ex- 
tremely hot and likewise the purchasers were 
light on “funds.” Necessity sells many pairs of 
boots. 





What of Weather 


To the rubber man, weather is an asset or a 
liability. An early and acute winter means a big 
business on light rubbers, arctics and rubber 
boots. A very late winter often puts the public 
in the position of weathering out the season “in 
leather.” 

All the prognosticators of weather are ex- 
tremely busy in September. Weather prophets are 
many, but there seems to be but one who can 


make money therefrom. His method is to make 
a prediction two weeks after the autumnal 
equinox and the funny part of it is that some 


concerns pay good money for it. A similar re- 
port is made in the spring. This curious indi- 
vidual has no rheumatic knee or weather vane to 
guide him. He spends the entire two weeks out 
on the hilltops comparing the government weather 
charts with what he discovers from looking up 
into the blue. He says the change period of the 
year indicates the temper of the year. We shall 
be curious to discover whether his predictions on 
October 1 come true. 
Weather, as an influence on business, prompted 
a great Chicago clothing concern to spend many 
thousands of dollars in examining the weather 
records of a century. After the vast amount of 
research was completed it was found that there 
was nothing in the mathematical possibilities of 
a hard winter after a light one. 
As an interesting sidelight on weather, be it 
known that St. Petersburg, Florida, celebrated 
recently the sixtieth day when the sun did not 
shine upon the city. The record goes back nearly 
11 years. Is it any wonder that they call St. 


Petersburg “The Sunshine City.” We are curious - 


to inquire as to the rubber business in that city. 

Of all of the years when weather is an upper- 
most topic in business, this year takes the “fur- 
lined asbestos boot.” 

To start with, the shoe merchant has stock that 
is over 90 per cent oxfords and lowcuts and an 
open winter is the best sort to move the goods at 
a profit. Second, such a small number of orders 
have been placed for rubbers, that if a rubber 
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year makes its appearance with a series of stormy 
weather weeks, there will not be any reserve sup- 


‘plies. Third, what boots that are listed for mid- 


winter wear for women will be cleaned up several 
months ahead of time if weather interfered. Per- 
haps there are other lines of merchandising that 
are more influenced by weather, but we think that 
the shoe industry had first place this year. 


Why Leather Differs 
Materially 


Buyers of shoes may find it worth while to con- 
sider these variations in prices of uppers of shoes. 

A tanner has one line of leather that cuts 112 
feet to a 36-pair case of women’s shoes. It is 
priced at 40 cents a foot, and 112 feet of it, enough 
for a case of shoes, costs a shoe manufacturer 
$44.80. The cost per pair of shoes is $1.24. 

He has another line of leatheer that cuts 125 
feeet to a 36-pair case of women’s shoes. It is 
priced at 80 cents a foot, and 125 feet of it, 
enough for a case of shoes costs an even $100. 
The cost per pair of shoes is $2.77. 

(Continued on page 48) 








COENS ON CHICAGO CONVENTION 
Barney Coens Now Signing Up Market Centers 


An important meeting of the executives of the 
Chicago convention held in Boston at the Copley 
Plaza Hotel shows that the merchants are keenly 
interested in their big annual show. John O’Con- 
nor, general chair- 
man; Harry A. 
Rosenbach, chair- 
man of program 
committee, and F. 
E. Foster, treas- 
urer, came on to 
Boston particular- 
ly for this confer- 
ence. 

It is interesting 
to note that Bar- 
ney Coens is now 
busily engaged on 
the exhibit de- 
partment of the 
Chicago Conven- 
tion. He is mak- 
ing a trip around 
the market cen- 
ters to line up the 
group exhibits and || 
to acquaint manu- 
facturers with the 
fact that the show 
at Chicago in Jan- 
uary is to be strictly for business as far as the ex- 
hibits are concerned, and for an educational con- 
vention as far as the sessions are concerned. 

Each exhibit will have a uniform booth having 
standard racks and such furniture as to give a har- 
mony to the entire Coliseum and at the same time to 
be very inexpensive. The only style show will be 
the one conducted by the Correct Costume Review, 
of which J. A. Goldberg is chairman. 


BARNEY COENS 
N. 8. R. A. Convention Booster 
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The San Francisco Method 


Of Telling the Public that Values are Now Exceptional 


The Retail Merchants’ Associa- 
tion of San Francisco is just carry- 
ing its campaign into the boot and 
shoe trade. The association was 
organized some months ago, large- 
ly to fight the wide-spread idea that 
retail merchants are profiteering in 
keeping up prices. About thirty dif- 
ferent lines of retailers are repre- 
sented in the association and, one 
by one, each business is being the 
object of a survey, conducted by the 
secretary, W. C. Bryant, aided by 
the research department. 

“The result of the survey of the 
shoe situation shows most con- 
clusively that the retailers are act- 
ing rapidly in reflecting cuts made 
by manufacturers in the prices they 
are making to their customers,” de- 
clared Mr. Bryant. “The survey 
covers women’s, men’s, boys’ and 
girls’ shoes, and shows that retail 
price reductions have not only 
equalled, but in some cases have 
exceeded wholesale price reduc- 
tions.” 


Active Work of Pres. Katschinski 


Speaking of the association’s sur- 
vey, Al Katschinski, president of firm. 
the California Shoe Retailers’ As- 
sociation, said: ‘We are going to send copies of 
the survey to all our members throughout Western 
territory, with the request that they have the facts 
and figures published in their local newspapers.” 
Mr. Katschinski, by the way, was quick to correct 
an error, published in the San Francisco press of 


Kaufmann, 


MAX SOMMERS, Jr. 


Max Sommers, Jr., of San Francisco, 
Cal., nephew of Max Sommers, upon 
completion of his college course, entered 
the journalistic field. 
journalism and was successful in this 
field, the odor of shoe leather was so 
enticing that he changed his profession 
and became associated with his uncle, 
Max Sommers, and is now an active 
member of the firm of Sommers € 
He has charge of the 
publicity department of this progressive 
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quoted as stating that Massa- 
chusetts and Utah have passed 
laws regulating the height of 
women’s shoes. Prompt denial on 
the part of Mr. Katschinski brought 
a refutation. 


A Policy on Exhibits 


The California Shoe Retailers’ 
Association, at a meeting held 
early in August, resolved that all 
exhibits of traveling men are to 
be abolished, at least as an integ- 
ral part of the annual convention. 
This decision will go into effect for 
the first time in Los Angeles, where 
the convention is to be held next 
June. In a report it was given out 
by the Pacific Coast Shoe Travel- 
ing Men’s Association that over 
$200,000 worth of business had been 
done on the floor of the annual con- 
vention of the California Shoe Re- 
tailers’ Association. ,Speaking of 
this decision, Max Sommers, Jr., 
secretary-treasurer, said: 

“In no way does the discontinu- 
ation of style exhibits by the trav- 
eling men at the annual convention 
mean that this portion of the con- 
vention has not been a success, nor 
does it mean that those who attend 
future conventions will not be able to see the styles. 
Without doubt some arrangement will be made 
whereby the shoe retailers can come into contact 
with the traveling men. It has been found in the 
past, however, that the exhibit has interfered with 
the business sessions of the convention. Since these 
sessions are the prime purpose of the convention it 


While he loved 


Aug. 9. The chiropodists are holding a national con- 


vention in this city. One of their speakers was (Continued on page 118) 


Survey of Prices of Women’s, Men’s, Boys’ and Girls’ Shoes Issued by Retail Merchants’ Associa- 
tion of San Francisco Publicity Department 








Percentage of decrease, 
wholesale and manu- 
facturing cost, to 
retailers, 

June, 1920, to June, 1921 


Retail Retail Percentage 

selling selling of decrease, 

price, price, retail 
June, 1920 June, 1921 price 





Women’s shoes 4 $6.58 $5.00 24.0 
9.81 7.50 23.6 
15.03 12.00 
Men’s shoes 8.19 6.00 
14.20 10.00 
16.32 12.00 
Boys’ shoes, age 11 yrs. 5.44 4.00 
age ll yrs. 8.34 6.50 

age 6yrs. 4.64 3.50 

age 6yrs. 5.80 5.00 

Girls’ shoes, age 6 yrs. 4.61 3.50 
age 8 to 10 yrs. 6.20 5.00 








Totals 
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Salesmanship to Customers at a Distance 


There is Nothing More Valuable in the Retail Shoe 
Business than a Contented Customer 


By HAROLD F. PODHASKI, Atlanta 


For some years I have been writing human stories 
about retail salesmen and I. have interviewed some 
supposed to be the best in their particular lines of 
business. But to my way of thinking Charles P. 
Brady is one of the most remarkable salesmen I have 
ever met, and I don’t believe that there are half a 
dozen in the whole United States who can equal the 
record he has made during the past twenty years 

In the first place, the thing about Mr. Brady that 
leaves its greatest impression upon me is the fact 
that he has customers in nearly every part of the 
civilized world who never buy a 


the best ways in the world to lose a customer is to 
give that customer an improper fit. Brady’s primary 
effort is to make the shoe fit perfectly and comfort- 
ably, and because he has been making a study of 
that phase of shoe salesmanship for twenty years 
he has attained a remarkable degree of success. 
That is why he has a customer in far off Korea, and 
another in Brazil. These gentlemen merely hap- 
pened to buy a pair of shoes from Brady some few 
years ago, and they were so well satisfied with the 
fitting he gave them that they are still buying them 

at the same place. And the same 





pair of shoes anywhere else save 
from him. That, in itself alone, is 
a most remarkable fact when you 
stop to consider it. 


The Man in Korea 


For example, there is one gentle- 
man in Chunju, Korea, in Asia, who 
buys every pair of shoes he wears 
from Brady. There is another in 
Rio de Janeiro, Brazil; three in 
Chicago; two in New York City; 
and a couple in St. Louis and New 
Orleans, to say nothing of a large 
number in various parts of Georgia, 
Alabama, Tennessee, Florida and 
the Carolinas. When any of these 
various customers are in need of a 
pair of shoes they drop Brady a line 
and he knows exactly what to send 
them. Strange, isn’t it, that a man 
in far off Korea should send clear 





is true of the other regular cus- 
tomers he has outside of Atlanta. 

Brady has been in the retail shoe 
business for twenty-three years, 
twenty of which he has been in 
the sales end of it. Here are a few 
of his ideas on salesmanship and 
buying, expressed in his own 
words: 


The 65 Per Cent of a Sale 


“Sixty-five per cent of retail shoe 
selling is the recognition of the cus- 
tomer when he, or she, as the case 
may be, first enters the store. If 
you do not know the customer per- 
sonally, at least greet him the mo- 
ment he comes into the store. If 
you can call his name, so much the 
better. 

“Never ask a customer what size 
shoe he wears. Measure his foot 








across the waters to Atlanta for 
his shoes? And stranger still, con- 
sidering the hundreds of excellent 
shoe. stores there are in New York 
and Chicago, that people in those two cities should 
also buy their shoes from this gentleman in Atlanta. 
Nevertheless it’s the gospel truth, strange as it may 
seem. 
Brady’s Selling Code 


The secret of his remarkable success is best ex- 
plained in Brady’s own words. Here they are: 

“The secret of successful shoe salesmanship is 
this one point—make the customer believe that you 
are the only salesman under the sun who can fit -him 
properly, without bragging on yourself or your firm. 
But let your work as a salesman and your fitting 
speak for themselves.” 


Greater Concern Over Shoes 


There are scientific points about shoe salesman- 
ship that one does not find in any other line of 
business. Many people who are not very particular 
about their other articles of wearing apparel will 
be mighty particular about their shoes, and one of 


CHARLES P. BRADY 
Manager Men’s and Boys’ Shoe De- 
partment, George Muse Clothing Co., 

Atlanta 


if necessary and find out for your- 
self, asking him if the shoe he has 
been wearing was comfortable. Be 
able to study your customer’s foot 
as to whether he needs long and narrow shoes, or 
short and broad ones. This ability once developed 
is a primary factor to success in retail shoe selling. 

“Always encourage your clerks to speak their 
opinions or offer suggestions on any feature of your 
business, buying, selling, styles, or anything that 
will better the store or its service. 

“If you cannot fit a customer in the proper size 
in any of your regular shoes, order them special 
from the factory without extra cost to him. This 
builds good will and there is nothing more valuable 
in the retail shoe business. 


Swap an Idea on the Floor 


“No buyer can make a real success of any depart- 
ment without rubbing elbows with the trade at some 
time or other. My further advice to the buyer is 
to mix always with his brother merchant, no matter 
how small or how large that merchant may be. When 
you swap a thought you have two thoughts, and this 
can be multiplied by the number of thoughts 

(Continued on page 48) 
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Achieving Turnover in Jonestown 


The Solution of the ‘“Wasteless Distribution’’ 
Problem Worked Out for the Merchant 
by a Manufacturer’s Representative 


By JOHN G. MAGAW 
Manager Boston Branch, Hood Rubber Products Co, 


The problem of 
the last decade 
was_ wasteless 
manufac - 
ture. The prob- 
lem of the next 
decade is waste- 
less distribution. 
It is clearer than 
ever that good 
business is a sci- 
ence, just as are 
medicine and 
law, and that the 
good practice of 
business is as im- 
portant to the 
world,  individ- 
ually and collec- 
tively, as the 
proper practice 
of other sciences. 
Like preventive 
medicine, pre- 
ventive business 


JOHN G. MAGAW 


practice is of the greatest value. 
Authorities agree that mathematics is the founda- 
tion of all knowledge. 


Setting the Stage 


Jonestown is a prosperous New England commu- 
nity. The 1920 census gives a population of 2378. 
The community industries are farming, lumbering. 
excelsior mill, planing mill, a shoe factory and be- 
ing situated on the edge of a large lake a summer 
population of 3500 people is conservatively estimated. 
As an indication of the community prosperity and 
purchasing power the bank deposits on June 15 were 
$1,160,000. 

An analytical report of the 1920 census is not at 
hand, but the editor of the town paper, who was cen- 
sus taker, states that 600 families with an average 
of four (two parents and two children) and a per- 
centage of four farmers to six laborers or mechanics, 
gives a round figure total of 240 farmer families 
(960 people), and 360 laborers or mechanic families 
(1440 people). 

A Six-Mile Trading Radius 


As a trading center, with this lake cutting off one 
side, it is estimated Jonestown draws from a six- 
mile radius on three sides, in which circle one very 
small trading center is within, and three somewhat 
larger trading centers are from three to five miles 
without. Within this six-mile radius are 125 fami- 
lies, an average of four, making 500 population. 


A total population of 2900 people in Jonestown’s 
trading radius with a per capita consumption of 
2% pairs of leather shoes at a 1920 per pair selling 
price of $4, gives a total leather shoe consumption 
of $29,000, and an estimated per capita consumption 
of rubber footwear of $5800, making a combined total 
of $34,800. This proves out approximately with the 
figures given me of Jonestown’s five shoe stocks and 
average turnover which are: 


Average Number of Yearly 
Store Stock ae aed Business 


Exclusive shoes 
General 
General 
General 
General 


$35,000 
Too Low a Turnover 


To prepare a set of figures is one thing. To have 
them prove out approximately is satisfactory, but to 
get out of them something of value is quite another 
thing. 

Right at once it is apparent that the principal 
waste of Jonestown’s shoe business is turnover, for 
shoe stocks turning from one and one-half to two 
times per year are nearing the danger zone of stag- 
nation, and not producing in proportion to the capi- 
tal and labor invested. 

This is an individual and collective problem for 
Jonestown shoe merchants. The Jonestown physi- 
cians and lawyers are members of their respective 
scientific associations and practice under State regis- 
tration, the object of which is obviously a combi- 
nation for improvement study and an established 
code of ethics for practice. None of the Jonestown 
shoe merchants are members of the state retail 
shoe merchants’ association. 


Where Style is a Nightmare 


The nightmare (which is increasing) of the Jones- 
town shoe merchants is the style element and as this 
accounts for their present small turnover, necessity 
demands that their stocks be drawn down to staples 
and that their service to those of the community 
who wish the season’s prevailing styles be from 
month to month and week to week. Seasonal buying, 
which means that the co-operation necessary to 
bring this successfully about, must come through a 
combined co-operation of Jonestown shoe merchants, 
the state retail shoe merchants’ association and the 
wholesalers, manufacturers’ and tanners’ trade as- 
sociations. 

To eliminate waste it is necessary to plan econom- 
ically, and to plan economically it is necessary that 
leather and rubber shoe factories and distributors 
have advance orders on staples and a working basis 
from which to plan specialty and style effects, to pro- 
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The Responsibility of Business to the Public 


“The State does not allow men to practise law or medicine with- 
out a license, but it allows any man who can secure the proper 
amount of capital or credit to enter upon a business venture which 
involves the future welfare of thousands.”’—From article by Mr. 
Simonds in the April 30th issue of the Boot and Shoe Recorder. 


N thé BooT AND SHOE RECORDER for April 30 ap- 
peared an article by Alvan T. Simonds, President 
of the Simonds Saw Manufacturing Company of 

Fitchburg, Mass., suggesting that society might find it 
necessary to protect itself from injuries inflicted upon 
it through the incompetence and ignorance of business 
men. It might do this by requiring every person who 
efnbarked upon a business of any considerable size to 
be licensed as is the teacher, the doctor, the lawyer, 
the chauffeur, the ship captain and many others. 

The article pointed out that such an extreme action 
on the part of society was not to be looked for at 
present, but that steps could be and should be taken at 
once to insure a better and a more fitting education 
for business men. The first step in this direction 
should be to put the study of economics, properly 
taught, into our public schools and to make it a re- 
quired study in our high schools, normal schools and 
possibly colleges. 


Many Interesting Comments 


The article was evidently read with very great in- 
terest by hundreds of the leading business men in 
America, and a large number of them, as requested, 
sent their comments and criticisms to Mr. Simonds. 

-The large majority agree in general with his con- 
clusions. Many, however, believe the actual licensing 
of men before they are allowed to undertake a business 
venture should be looked upon as an ideal toward which 
society will turn and tend, rather than as a practical 
measure. Some, of course, are opposed to govern- 
mental interference in licensing anyone for any work 
and would let anyone practice medicine or law who 
could get another to employ him. 


The Reason Against 


The commonest point made by these business men 
against society requiring a man to prove his fitness 
before he is allowed to undertake business is that doc- 
tors and lawyers who are so required are often decided 
failures, while ignorant, uneducated men are often suc- 
cessful in business. 

Of course this is exactly similar to claiming that 
educated skillful men are no better than ignorant ones 
in the weather bureau because they often make mis- 

“takes, while uneducated men and men unskilled in 
weather prediction sometimes hit it right. 


“Trial and Error” Displaced 


On more careful consideration those arguing in this 
way would realize that they are arguing against all 
education. For centuries society has been trying to 


do away with the “rule of thumb,” the expense of 
“trial and error,” and to substitute education and 
scientific guidance. Its aim is to require the begin- 
ners of the next generation to acquaint themselves 
with what past generations have learned and begin 


where they left off, instead of each one beginning igno- 
rant of past knowledge and experience and having to 
learn it all over again. Society demands progress as 
well as safety in medicine and law—why not in busi- 
ness? : 

A fact that no one will dispute is pointed out—that 
college professors of economics would not as a general 
rule make successful business men. Why not open our 
eyes and see that they have what most business men 
lack, just as truly as most business men have what 
they lack. One who understands and studies eco- 
nomics and at the same time is engaged in the daily 
grind of business can never be a mere theorist and is 
generally more likely to be sound in his ideas of busi- 
ness action than either the theorist or the simply 
practical man. F. L. Jandron, treasurer of the Pack- 
ard Motor Car Company, calls attention to this point 
when he writes: 


“These are days when the economic weak- 
lings are fast learning from experience or 
going under. Unfortunately, the require- 
ments are not always interpreted in the 
same way by everybody; and wisdom has 
to be justified of her children. I doubt if 
any economic authority would ever have 
O. K.’d Henry Ford; yet to-day, it seems to 
me, he is more nearly in adjustment with 
the economic spirit of the times than most 
of the rest of us. Some of our wisest econo- 
mists pooh-pooh’d F. A. Vanderlip less than 
eighteen months ago, to my knowledge, 
when he asserted that the prosperity then 
prevailing rested on a very flimsy and pre- 
carious basis of inflation. We are under 
pressure to-day which is making students 

a of all of us, and if we have any memory at 
all for the chastising, we are likely to be 
more willing to stick to the book of rules 
for some time to come.” 


Mr. Simonds in his article set up an ideal and pointed 
out that to attain it or to move toward it, our public 
schools should educate boys and girls to understand the 
simplest, fundamental, established laws of business, 
the laws that govern the banker, the stockholder, the 
manager and the laborer. We might also add the 
labor agitators and labor leaders. 


Explanation of Some Business Failures 


In raising the question as to whether business men 
should not be required to secure a license before being 
allowed to undertake the direction of a large business 
at least, Mr. Simonds’ thought was to call attention in 
a striking way to the fact that many of those direct- 
ing business in the United States did not possess the 
proper education and that this explains many business 
failures. When times are good and everything is going 
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right these men “get along” and are said to succeed, 
but as soon as difficulties arise they are lost. If the 
article has caused an awakening to the lack of busi- 
ness in this respect and to the fact that much can be 
done to remedy the evil by our public schools, normal 
schools and colleges, the desired result has been accom- 


plished. 


Result Good—Method Impractical 


Whether in the near future or ever a man will be 
required to secure a license before he can engage in 
any kind of business in the United States is very 
doubtful. In fact one comment upon the article con- 
cluded as follows: 

“The results you desire to accomplish would be wel- 
come, but the method of achieving the same is to my 
mind wholly impracticable. Simply because a man 
might not have business judgment which would meas- 
ure up to certain standards, would not be a very good 
reason why he should not be permitted to engage in 
business. There are many legal objections which could 
be urged against the same, and, of course, would not 
sustain such a law even were it enacted, if for no other 
reason than because it would contravene the provisions 
of the Fourteenth Amendment to the Constitution.” 

The success of America depends very largely upon 
the success of its business. ventures; the success of 
these depend upon the wisdom of their managers; 
wisdom, business or otherwise, is the result of study 
and education, interpreted by practical experience. 


Comments by Business Men 


From other letters the following sentences are se- 
lected almost at random: 


An Education in Economics 


You have “hit the nail on the head,” Mr. Simonds, 
for it goes without saying that every business man 
must have an education in economics if he is to under- 
take the management of any larger capital and expect 
to make a success for the stockholders of the company. 
—C. S. Baur, The Iron Age, New York. 


Success Comes by Study 


I have read with interest the article enclosed in your 
letter. Your object in making this contribution is cer- 
tainly most commendable. If men could be made suc- 
cessful by study enabling them to pass an examination 
it would certainly help to relieve the world of a lot of 
pain and distress, but a much better plan would have 
to be worked out than is now in operation as far as 
the doctors, lawyers and other professional men are 
concerned. Is the proportion of successful profes- 
sional men any greater than that of business men? A 
surgeon is qualified, as far as the law is concerned, to 
perform the most serious operation as soon as he gets 
his diploma, but is there any demand for his services 
until he has proven himself?—Wm. J. Dean, Nicols, 
Dean & Gregg, St. Paul, Minn. 


Congress Needs More Business Men 


There is a great deal in what you say. Nine-tenths 
of the work of our Congress, and as for that matter 
most of that of the executives, is purely one of busi- 
ness, and it is for the most part conducted by men who 
have little or no knowledge of busimess. As a result 
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hundreds of millions of the people’s money is wasted ; 
legitimate business is interfered with, and as expressed 
by the Chamber of Commerce of the United States, of 
which I have the honor to be vice-president, there is 
entirely too little business knowledge and entirely too 
much ignorant government in business. The simple, 
fundamental laws of economics should be taught in 
our schools, with many other things that are now 
neglected.—A. B. Farquhar, A. B. Farquhar Co., Ltd., 
York, Pa. 


A Check on Wild Ideas 


It certainly is an original idea, and while you have 
perhaps overemphasized it, I think it is a matter that 
should be given consideration by the business interests 
of this country. I have always felt that we ought to 
get the fundamentals of political economy thoroughly 
established in the minds of our working people, so that 
they would have some way of checking up the constant 
wild socialistic ideas that are being attractively 
promulgated by agitators.—T. E. Donnelley, Presiden® 
R. R. Donnelley & Sons Co., Chicago. 


The Ignorance of the Educated 


I am not sure that ignorance is causing any more 
distress and trouble now than intelligence is, unless 
we understand that some of the ignorance we are 
speaking of is what Mr. Chesterton calls “The Igno- 
rance of the Educated.” When intelligent people get 
the opportunity to help the race, they are likely to be 
so short-sighted and ignorant as to help themselves 
first, and this is our great difficulty. If we could only 
learn that some men are better born than others— 
born with greater capacity and greater opportunity, 
and that this advantage should be used for the benefit 
of the race rather than for the benefit of the person 
who happens to possess it, although without any right 
so far as he is concerned, then we could insist on intel- 
ligence ruling rather than giving ignorance a chance. 
—Wm. R. Heath, Larkin Co., Inc., Buffalo, N. Y. 


To Retail One Must Qualify 


For the last five years I have given a great deal of 
time to the dignifying of retail selling and endeavored 
to lay a permanent foundation for retailing as a pro- 
fession. I claim, as you do, that quacks could exist 
some years ago and deal out remedies to the public 
without concern on the part of anyone. To-day, how- 
ever, medicine, law and all other professions are car- 
ried on only by men who have received training along 
specialized lines. The time has new come when those 
in retailing must also qualify.—A. S. Donaldson, R. H. 
Macy & Co., New York. 


Practical Side is Important 


Mr. Simonds’ suggestions are quite ingenious and 
novel, but I would hardly consider them practicable. 

It is quite reasonable to require definite preparation 
for physicians, lawyers and those whose profession or 
calling concerns public health and safety. I think, 
however, that the direction of business can best be 
left to those whose success has been demonstrated by 
what they have actually accomplished, rather than to 
any system of examination and license. -The man at 
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the head of a company employing 30,000 people, as in- 
stanced by Mr. Simonds, would not reach that position 
without previous demonstration that he had all of the 
qualities needed to fit him for his responsibilities. 
Those financially interested in business enterprises 
can be depended upon to protect themselves by en- 
trusting their interests to the management of those 
qualified and capable to properly conduct its affairs. 


Too Many Professors 


The value of a knowledge of economics is becoming 
more and more recognized, and young men looking for- 
ward to a business career do not require any license 
system to interest them in such studies. 

College professors are notoriously inefficient as busi- 
ness managers, and about the last person to be selected 
for practical business management would be a pro- 
fessor of economics, no matter how learned he 
might be. 

One of the ailments under which the country is now 
suffering is the use of too many professors in tax and 

ether legislative matters. There is no dispute that busi- 

ness men and legislators would perform their duties 
well in proportion to their knowledge and wisdom, but 
I doubt very much whether a man of high degree from 
a school of economics would make any greater success 
than some other broadly educated man without this 
special qualification—F. C. Caldwell, H. W. Caldwell 
& Son Co., Chicago. 





A Problem of Education 


I think Mr. Simonds has a vision which some day 
will be realized. I fear it will take many years of 
education to bring about the acceptance of Mr. Sim- 
onds’ idea that persons should be required to pass an 
examination and obtain a li- 
cense before being permit- 
ted to engage in business. 
We will have to educate our 
legislators first. But the 
situation even there is not 
hopeless. —C. L. Jamison, 
A. M. Byers Co., Pitts- 
burgh, Pa. 


Leaders of the Right Sort 


Your theory that business 
men who are to have the 
responsibility of managing 
men and capital should prove 
their education in economics 
before being permitted to 
administer those important 
functions is, it seems to me, 

~sound and logical. Don’t 
* you think, however, that in- 
stead of passing legislation 
to regulate these matters it 
would be better if the cap- 
tains of modern industry and 
the teachers in schools and 
colleges would undertake to 
instill in the minds of all 
workers and students a 


clearer and better under- 
standing of economics, so 
that the coming generations 
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would turn out leaders of the right sort, well qualified 
to manage affairs.—H. W. Casler, New York Telephone 
Co., New York. 


A Great Service Rendered 


I have received and read with much interest the 
article by Mr. Alvan T. Simonds, published in the Boot 
AND SHOE RECORDER, and would say that; in my opin- 
ion, Mr. Simonds has touched on a very important mat- 
ter in our national life. Mr. Simonds is doing the 
country a great service by calling our attention to the 
need of educating the coming generation in the matter 
of economics and in calling attention to the responsi- 
bilities now and always resting on those who make 
our laws and those who have charge over the destinies 
of others.—G. W. Kyburg, Package unary Co., 
Springfield, Mass. 


The Gospel of Fitness 


The idea, in a way, is “Utopian”; however, not im- 
possible of realizaton, provided a sufficiently long time 
is taken to train the examiners and see that they, and 
they only, are elected or appointed to fill the positions, 
and the course in economics is made sufficiently broad 
and practical for future business men and legislators. 
I congratulate you on being the “John the Baptist” of 
this gospel of fitness.—W. R. Jones, Jones & Baker, 
New York. 


The Virtue of Ability 


The science of economics—and I believe that modern 
educators consider economics one of the liberal sciences 
—has hardly reached a stage of development where 
economists will agree with 
any great deal of unanimity 
on the statement of the 
fundamental laws or on the 
results to be anticipated 
from a given set of condi- 
tions. 

We all know that some of 
our leading economists have 
shot very wide of the mark 
with their prognostications 
within the last couple of 
years.. As an example, we 
may take Professor Irving 
Fisher, of Yale, with his 
persistence in the idea that 
we were going ahead on an 
entirely new price level and 
that we need look forward 
to no reductions in prices. 

As a practical matter, 
there is a serious question in 
my mind how many men 
there may be in high execu- 
tive positions in our larger 
industries who, while per- 
haps they could not state 
any single underlying prin- 
ciple of economics, are not 
actually guided by those 
principles absorbed by expe- 
rience, but never formulated 
in words. I cannot escape 
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the conclusion that unless they have reached those po- 
sitions through inheritance they have usually come up 
by virtue of their ability, in the same way in which 
the leaders in medicine and law have attained their 
prominence, and that the leaders in business fail no 
oftener in their discharge of the trust imposed upon 
them than do those other leaders in the learned pro- 
fessions. 

May I suggest that the leader, however versed in 
economics he may be, cannot avert disaster unless 
the measures he proposes are at least acquiesced in by 
the people of the world at large, who are notoriously 
blind to anything except their immediate necessities. 
Intelligent leadership must therefore fail without a 
like education of the masses.—M. W. Miz, President, 
Dodge Mfg. Co., Mishawaka, Ind. 


Fortified With Economic Training — 


I am in absolute agreement with you that our busi- 
ness men do not make a study of economic problems, 
and to-day, if most of our business men were fortified 
with even the elements of economics, they would not 
be so foolish as to believe that we are not going to 
have a revival in business until we hit pre-war levels. 
For some reason or other, they overlook entirely the 
fact that taxes are going to remain high for many 
years, that if freight rates are reduced as much as 
20 per cent, that we have obtained the maximum re- 
duction possible for several years and that in the final 
shake down, if wage reductions average 20 per cent, we 
are going to do mighty well. 

I believe that economics and the sciénce of govern- 
ment should be studied more in the elementary grades 
and also in the high schools. My only suggestion is, 
however, that the course be taught not only by the 
teachers and professors, but men should be invited 
in from the outside to give occasional lectures on busi- 
ness. I believe that this will be the only way to coun- 
teract the socialistic tendency of- some of our college 
professors who are breeding in the minds of the young 
many socialistic and bolshevist theories which are be- 
coming increasingly difficult to combat.—A. O. Back- 
ert, The Penton Publishing Co., Cleveland, Ohio. 


Theory Combined With Experience 


Ever since I had the pleasure of hearing your ad- 
dress before the last National Metal Trades Associa- 
tion Convention on “Quit Fooling Yourself,” I have 
been, to use an overworked expression, “thoroughly 
sold” on the idea that a working knowledge of eco- 
nomics is of great value to business men. But I be- 

_ lieve that knowledge of economics must be combined 
with hard business sense, else economic theory is more 
' than apt to lead one astray.—Harvey L. Ennis, Sec., 
Columbus Metal Trades Association, Columbus, Ohio. 





TO FACILITATE HIDE SHIPMENTS 


An Enterprise in Bueenos Aires to Improve Contact ~” 


Between Buyer and Producer 


New England for many years has imported an im- 
_mense amount of wool and hides from Argentina, and 
the greater part of the financing of this business has 
; been done by the First National Bank of Boston. A 
_ branch in Buenos Aires was opened in July, 1917, 


' and has become one of the most important banking in- 
stitutions in that city. Its growth has. been ‘rapid, 
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and has necessitated the abandonment of leased quar- 
ters and the erection of a banking house of its own. 
The First National Bank of Boston some time ago 
purchased at auction at a very low figure one of the 
choicest corners in the financial district at the junc- 
tion of three. streets—Bartolomé Mitre, Avenida Presi- 
dente Roque Saenz Pefia, and Florida. The new build- 
ing is to be a substantial one of nine stories. In archi- 
tecture it is pure Spanish, entirely in keeping with its 
setting. When completed, in addition to the banking 
quarters, it will house many of the larger and more 
representative of the American business concerns in 
Argentina. It will be a fine monument to American 
enterprise directed along sound conservative lines. 





(Continued from page 43) 


swapped. Where if you swap a dollar you only have 
the dollar. 

“Your trade, no matter what may be their 
standing in life, are your friends. You must figure 
as some of our biggest men have figured, that there 
is no last word between friends. So don’t make a 
customer angry with a small matter that involves 
only a few dollars. Satisfy every one.” 





(Continued from page 41) 


To the layman the two leathers look alike, in 
completed shoes. Yet one costs $1.53 more per 
pair of shoes than the other. Not only does the 
finer leather cost more per foot than the other, but 
it takes 3 17/36 feet of it, almost 314 feet, to 
make a pair of shoes, against 3 1/9 feet of the 
lower-priced leather. 

The finer leather is worth the higher price. It 
is selling better than the lower price line. 

The case well illustrates why one pair of shoes 
is worth more than another pair. 





BUSINESS SHOWS IMPROVEMENT 


Fundamental Conditions Better, Declares National 
Bank of Commerce 


“Business conditions reflect more clearly than a 
month ago the improvement then under way, though 
it was then, as now, somewhat obscured by the usual 
midsummer dullness,” says a bulletin issued by the 
National Bank of Commerce of New York. ‘The 
increased availability of credit and the marked de- 
clines which have taken place in money rates in the 
last six months are among the surest evidences that 
the betterment is founded on improved fundamental 
conditions. 

“Conditions in July have all tended to confirm the 
belief that genuine business improvement is under 


_ way. Manufacturers in many lines are sometimes 


wont to express a sense of discouragement, however, 
because forward orders are not as heavy as they 
were during the late period of abnormal business 
activity. It is doubtful whether this is justified. 
Good business policy requires caution on the: part 
of buyers. Failure to exercise it contributed to the 
difficulties from which the country is beginning to 
recover. Smaller orders for early delivery if re- 
ceived in sufficient amount to maintain operations 
on a reasonable basis are at this time an indication 
of a’ healthy condition.” 
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What Is a Convention For ? 


ra beN HE functions of a craft association 
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are wide, varied and limited only by 
the activities and judgment of the 
ruling heads of the organization. 

An association is like a savings 
bank, in order to get anything out 
somebody must first put something in. Usually 
a man gets out directly in proportion to what he 
puts in. The officers should not be expected to 
be the only depositors. Each member owes some- 
thing to the organization besides his annual dues. 
This applies not so much to the actual money de- 
posited in the treasury as it does to the time, 
thought and energy; to the spirit with which a 
man endows the organization of which he is a 
member. An association should be a source of 
profit to each of its members 365 days of the year. 

Finances, however, are an important question 
of every craft association. An association that is 
constantly broke, without funds in its treasury 
with which to work, is in about the same position 
to give to the membership what is coming to them 
and what they may rightly expect in the way of 
service as is the merchant who is constantly broke 
in a position to pay his creditors. 

All through the year demands are made upon 
the association treasury to meet the ordinary 
running expenses and at times special con- 
tingencies arise where money is necessary in- 
stanter. 

The annual convention is the climax of asso- 
ciation activities. A convention necessarily en- 
tails considerable expense. The cost of staging 
a convention depends to a great extent upon the 
entertainments and social functions held in con- 
nection with the business program. To provide 
the money for these activities is a problem which 
is usually left up to the solution of the local com- 
mittee. 

The state associations of retail shoe merchants 
started out with a plan of financing the conven- 
tion activities by taxing the shoe travelers and 
shoe manufacturers in one way or another. 

Some associations have followed the plan of 
renting a certain number of rooms in the hotel 
where the convention was to be held and then sub- 
renting these rooms to the traveling men at a 
premium. Frequently this premium has been 
two or three times the current price of the rooms. 


Some state associations have used the booth 
plan. A space in the hotel or convention hall has 
been divided up into booths and these spaces 
rented to the shoe travelers at prices decided upon 
by the association. Where booths were used it 
was usually necessary also for the traveling man 
to have a room where he could spread his line 
because it has been found difficult to make sales 
in a satisfactory way in an open booth. 

In the larger state conventions, where several 
hundred merchants congregate, these plans have 
both worked very well and there has not been un- 
due complaint on the part of the shoe traveler, 
but in the smaller conventions, where the regis- 
tration of shoe travelers is almost equal to that 
of the merchants, the travelers have not been able 
as a rule to transact enough business to make a 
profit on their investment. 

A number of travelers, probably the majority 
of them, in each state attend conventions more 
with the idea of getting better acquainted with 


. merchants, creating good will and strengthening 


their fences for future business than to garner in 
a large batch of orders during the convention 
period. 

One of the serious difficulties encountered in 
state conventions has been the equitable division 
of time between the shoe travelers and the regu- 
lar convention sessions. The traveling men feel 
that inasmuch as they are largely financing the 
convention project they are entitled to a specific 
and definite part of the time of the merchants 
during the convention period. While as a rule a 
particular time has not been set apart for them, 
some conventions have tried the experiment of 
designating particular hours; in some instances 
giving up each forenoon for the inspection of dis- 
plays and holding convention sessions only in the 
afternoons. When such an arrangement has been 
made it has been expected that the shoe travelers 
would close their rooms or booths and join with 
the merchants when the convention was in ses- 
sion. For some reason this plan has not proven 
satisfactory in most instances. Very seldom have 
the traveling men closed their booths or rooms 
and joined the merchants in the convention ses- 
sions. 

The officers have found it difficult to start the 
convention sessions on time or to get anything 
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like 100 per cent attendance of the merchants 
present when the conventions were in session. 

This year has witnessed several state associ- 
ations holding their conventions with no display 
by shoe -travelers. Various ways have been 
adopted by merchants to finance association 
activities and convention expenses. 

In some of the states where conventions were 
held without displays some of the shoe travelers 
were dissatisfied because they felt that the mer- 
chants were holding themselves aloof and for 
some reason desired to keep the convention dis- 
cussions a secret from the travelers. A feeling 
of this sort developed at the Wisconsin Convention 
and, as is usual in such cases, suspicion was bred 
by a lack of knowledge. The merchants of this 
state had no intention and no desire to exclude 
shoe travelers. They were merely trying out a 
plan of getting the attention of the merchants 
who attended conventions concentrated on the 
convention session. 

One of the most vital problems of the shoe 
merchants at the present time is the selection of 
styles. The convention where many lines are dis- 
played provides an opportunity for a merchant 
to study the prevailing fashions, satisfy himself 
as to the salability of purchases already made and 
provides the opportunity of filling in the gaps 
which he has left open. A convention of retail 
shoe merchants is just as important to the shoe 
travelers as to the merchants themselves. The 
topics discussed have the same bearing upon the 
future welfare of the traveling man as they have 
upon the merchant. 

In no other way can the traveling man get a 
comprehensive picture of the mental attitude of 
the merchants and in no other way can he shape 
his future plans as well as by coming in contact 
with the merchants in their business sessions 

It seems that there should be some plan evolved 
by which conventions of shoe merchants could be 
made sources of education for both merchants 
and travelers and be a meeting place that would 
redound to the mutual good of the two crafts, 
neither party being made to feel that he is 
financing the activities of the other. 





Will the Advocation of Low 
Footwear for Fall and Winter 
Be a Detriment to the Low Shoe 
Business for Spring 1922? 


“Will the continuation of the sale of low foot- 
wear for fall and winter allow the women of this 
country to lose interest in them for spring 1922? 
Women have been wearing low footwear almost 
continually since the spring of 1920, they have 
been led along with new styles and also various 
leathers and have bought them all. 

“It is surprising the number of women that 
remark that they are glad winter will allow them 
to wear high shoes, as their ankles are becoming 
weak and swollen and they feel the need of the 
support of high shoes. I think that this reason 
can be used to increase sales in high shoes to a 
great extent. 7 
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“Should retailers advocate boots from October 
to April they will find their trade will be more 
than pleased to buy the new novelty straps in the 
spring, rather than have them ask for boots and 
go into white footwear in May. 

“We have all bought oxfords, fancy gaiters and 
woolen hose in an attempt to sell low fvotwear 
throughout the winter, but, will it be the most 
beneficial policy in the long run?” 

The thought expressed in the above letter from 
William P. Hogan of Fantle Bros., Yankton, 
S. D., undoubtedly will strike a responsive cord 
in the mind of many shoe buyers, especially those 
in the smaller cities. 

Probably the biggest interrogation point in 
front of every shoe buyer is what quantity of 
boots will be necessary for the forthcoming fall 
and winter season? 

Under ordinary conditions the boots would 
have been bought and the question settled several 
months ago, but conditions are not ordinary. 
When the bluebirds began to sing last spring the 
shelves of many merchants were burdened with 
large quantities of boots which they knew would 
have to be carried over and on which they faced 
a sure and certain loss. Naturally these mer- 
chants have been timid about buying boots. No- 
body questions the practicability of boots for fall 
and winter wear. However, we have come to 
recognize footwear as one part of the costume 
and not merely a separate and independent article 
of commerce. 


Footwear Styles Must Harmonize With Garment 
Styles 


As a part of the costume footwear must be in 
harmony with the other part. Color harmony 
and pattern harmony are both matters of con- 
sideration. So long as women’s dresses are cut 
short at both ends footwear covering the instep 
but leaving the ankle free and uncovered will un- 
doubtedly remain popular regardless of climate 
or weather because this type of footwear har- 
monizes better with prevailing garment styles 
than do high cut boots. 

Gradually we are learning the lesson of har- 
mony in dress. Footwear must harmonize with 
the garment and the garment must be appro- 
priate for the occasion where it is worn. 

There are occasions where boots are appro- 
priate and should be worn. Every woman should 
include one or more pairs of boots in her ward- 
robe and no wardrobe, especially that of the 
woman in the smaller cities and towns, can be 
complete without boots. 

It is a serious question whether or not the 
average merchant has bought boots in sufficient 
quantities. Should we face a severe winter there 
will undoubtedly be a demand for women’s boots 
far beyond the apparent supply. 





TRIED ’EM ON THE DOG 


The medal for this week’s best story goes to the 
clerk who relates that a young lady remarked, after 
fussing unreasonably over the color of some spats, 
apologized, and said: 

“You see, I want them to match Bijou, my dog.” 
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Sidney Glass and four of his “Kafeteria’” shoe stores. 
Keeping overhead down to a minimum, quick turn-overs 
and letting people serve themselves has spelt success. 


‘‘Kafeteria’’ Shoe Stores 
Sidney Glass Has Made Them Pay 


That shoe stores can be operated on the cafeteria, 
or self-service plan, has been ably demonstrated by 
Mr. Sidney Glass of Los Angeles. 

During the war when the Government’s appeal for 
conservation of man-power could not go unheeded, 
Mr. Glass conceived this plan of retailing shoes and 
with $500 capital went to the town of Long Beach, 
adjacent to Los Angeles, and opened up the first 
“Kafeteria” Shoe Store. 

Mr. Glass had had long years of experience in the 
retail shoe business, but the new plan required dif- 
ferent treatment. The customer upon entering finds 
an artistically arranged store, with the shoe stock 
conveniently displayed in bins and on the counters 
and racks, so that they may be inspected closely and 
at leisure with the opportunity of choosing from the 
entire stock. Sizes and prices are all plainly marked. 

While the customer has the privilege of serving 
himself there are at all times experienced fitters at 
hand to assist the buyer in satisfying himself as to 
price, quality and size. 

Mr. Glass has since opened up six other stores in 
adjacent towns, all operated under this same self- 
service plan. A year or so ago he opened up a whole- 
sale house in Los Angeles and began jobbing to these 
six stores. Recently this jobbing plant has been 
forced to move into larger quarters in order to ac- 
commodate the increasing business. Most of the 
stock is purchased in the East, such well known 
brands as Endicott-Johnson and Hazzard for men, 
and P. J. Harney and Pontiac for women, being 
carried. 

Mr. Glass has always conducted his enterprises 
on a cash basis, thus keeping his credit rating up 
to a high standard. He personally superintends the 
management of each store, making weekly trips of 
inspection. Each manager is employed on a salary, 
together with a bonus based on profit of each indi- 
vidual store. The clerks receive a stipulated salary 
and a percentage of their sales. This has proved a 
good plan, keeping both managers and clerks on the 
alert to make more for themselves. 

Mr. Glass believes that “first loss is best loss” and 


merchandise that moves slowly never stays long in 
his stores for prices will move anything fast and he 
has the nerve to cut the price on slow moving mer- 
chandise so that the public does not hesitate to pur- 
chase. 

In an interview with Mr. Glass he stated that he 
attributed his success to three things—treating his 
creditors right, treating his customers right and 
treating his employees right. These things, com- 
bined with real hard work, grasping and making the 
best of opportunities, win out. From a business of 
$12,000 the first year to over $500,000 the sixth year, 
starting with a capital of $500 looks to the outsider 
very difficult, but when Mr. Glass explains it it seems 
very simple. 


A Business Building 


Convention 


The slogan adopted by the National Convention 
Committee of the N. 8. R. A. for the 1922 meeting is 


“A Business-Building Convention.’ The immense 
Coliseum, the Greer Building and the Armory will 
be converted into one vast clearing house of ideas in 
modern merchandising methods. 

General Chairman John O’Connor and his able 
corps of assistants are on the job every minute and 
working like beavers to make the forthcoming na- 
tional convention outstrip all former conventions 
in attendance and in actual profit to the merchants 
who come. 


Market Group Displays 


Had the Coliseum been twice as large every foot 
of floor space could have been sold to manufacturers 
and wholesalers for exhibition purposes. The Chi- 
cago committee sounded a note that had instant 
response when they announced their plan of stand- 
ardizing all displays. The 1922 convention, as one 
manufacturer well expresses it, will be “an exposi- 
tion of footwear and not of architecture.” 

There will be no gilded palaces or Italian garden 
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reproductions in the displays. The dominating 
thought of every committee of the forthcoming show 
will be elegant simplicity and the controlling desire 
to make the convention one of mutual profit to both 
exhibitors and merchants. 

Group display space has already been contracted 
for by Brooklyn, Cincinnati, New England, Philadel- 
phia, Rochester, St. Louis and Wisconsin. 

Even if no other space were sold a merchant visit- 
ing the convention would be assured a display of 
styles and models worthy of his consideration, but 
these larger market centers have not been allowed 
to usurp the entire center of the stage. Throughout 
this country in smaller cities are shoe manufacturers 
who produce remarkable styles and splendid mer- 
chandise. Hundreds of these manufacturers work- 
ing independently or in small groups have already 
arranged for display space. Besides these are the 
wholesalers and producers of accessories and hosiery 
that go to make up the stocks of the average shoe 
store. 

Not only this but store equipment producers will 
also be represented in a big way. Store fronts, store 
furniture, cash registers, accounting machines, stock 
and cash accounting records, lighting fixtures, and 
in fact every article needed in conducting a live 
wire shoe store, will be on exhibition at the big 
show. 

The Program 


It is too early yet to announce the program in de- 
tail but the personnel of the program committee in- 
sures a feast of knowledge from this part of the 
convention sessions. The chairman, H. A. Rosen- 
bach, is assisted by A. H. Geuting, Philadelphia; 
C. K. Chisholm, Cleveland; Charles E. Williams, St. 
Louis; John Slater, New York. 


Entertainment 


The entertainment features will be unique and 
will constitute one surprise after another. There 
will be enough entertainment to satisfy everybody 








Although many attractive fall 


Indianapolis 


Without a doubt this has been one 
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but not so much that it will interfere with the mer- 
chant’s time or prevent him from concentrating his 
thought on the convention sessions when they are 
in progress or the buying of shoes during the time 
allotted for that purpose. That all entertainménts 
will be high class can be depended upon. .The com- 
mittee having this part of the program in charge 
are F. E. Foster, chairman; E. L. Kennedy, A. F. 
Martin, C. M. Schaaf, W. J. Gibbs, F. R. Wilson and 
C. M. Daemicke. 
Correct Costume Review 


One of the big features of the convention both 
from an entertainment and educational standpoint 
will be the Correct Costume Review, which will be 
staged several times each day during the convention. 
The details of this part of the program will be given 
further publicity in the near future. New ideas in 
style parades will be introduced in this feature. The 
runway will be 720 ft. long and something like two 
hundred living models will be employed at each per- 
formance. Some of the best style promoters in the 
shoe industry are represented on the committee hav- 
ing this particular feature in charge. No better 
selection for the chairmanship could possibly have 
been made than Julius A. Goldberg of O’Connor & 
Goldberg, Chicago. The other members of this com- 
mittee are Frank B. King of J. J. Latteman, Brook- 
lyn; L. C. Doremus of George W. Baker Company, 
Brooklyn; Percy Hart, Cammeyer’s, New York City; 
George F. Schott, men’s shoes, Cincinnati; M. E. 
Tobias of Pincus & Tobias, Brooklyn; Harry C. 
McLaughlin of the Potter Shoe Company, Cincinnati. 

Here on this committee are represented some of 
the best style talent of both the retail merchants 
and manufacturers working together to produce a 
style revue that will be a source of education not 
only in correct footwear but in correct dress from 
head to foot. 

January 9, 10, 11 and 12, 1922, will be memorable 
days in the life history of every merchant: who 
attends this big meeting. 








course, means that the fall and win- 






pumps and oxfords have begun to 
adorn the show windows of the down- 
town shoe and department stores, very 
little of the early fall footwear has 
been sold so far. Most of the business 
during the last week or two, the mer- 
chants say, has been confined almost 
entirely to the semi-annual clearance 
sales, the many exceptional bargains 
offered having apparently caused the 
shoppers to overlook most everything 
else. 

The weather so far this month has 
not been as hot as it was during the 
month of July, but at that it is hardly 
cool enough to start people’s thoughts 
toward fall and winter footwear. 
Merchants refer to this time of the 
year as the “between season” period 
and say that, although business is 
satisfactory, they do not expect it to 
be as brisk as at other times during 
the year. The July business in all 
of the stores was very good. 


of the biggest special sale seasons 
the Indianapolis stores have seen since 
before the war. Apparently every 
merchant in the city has decided not 
to carry anything over that can be 
cleared from the shelves, and as a 
result some very extensive cuts have 
been made. The only thing the mer- 
chants fear now is that the unusually 
low prices that have prevailed 
throughout the clearance sale period 
will have a tendency to cause cus- 
tomers to expect prices of fall and 
winter footwear to be down accord- 
ingly. 

One thing seems certain, and that 
is that the period when business came 
almost unsolicited is now a thing of 
the past. The shortage-of money, 
unemployment and general business 
depression have caused people to 
“watch their corners” more, and as 
a result they are not buying as freely 
and as often as they did. This, of 


ter season is going to tax the pulling 
power of most every merchant in the 
city. In other words, the merchant 
who goes out and digs for the business 
is the one who is going to be the most 
successful under present conditions. 

George J. Marott, owner of the 
Marott Shoe Shop, the largest shoe 
store in Indiana, is expected to re- 
turn in a few days from England, 
where he has been spending his vaca- 
tion. Mr. Marott, who started in the 
shoe business with his father in a 
small store in London, has been visit- 
ing relatives and making a study of 
business conditions in England and 
other foreign countries. | 

During his absence several im- 
provements have been started in the 
Marott store. The general offices, 
which have been situated in the front 
part of the men’s department, which 
occupies the second floor, are being 

(Continued on page 90) 
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“CONSTANT COMFORT” 


America’s Best Comfort Shoe 


Have you ordered your Black Kid Turns for Fall? The season for the sale of boots 
is almost here. Don’t lose sales by being short of sizes. 
- samples shown below. 


A complete line of oxfords and sandals also carried in stock. 


Select your needs from 


No. 25—Black Kid Polish, 12/8 Rubber 
Heel. 


Price $4.00 No. 26 
No. 33—Same style as No. 25, lower grade. 
Both In Stock—B-C-D-B. . ‘ 
No. 26—High Grade Black Kid 
No. 38—Same shoe with Plain Toe. Both Price $3.50 12/8 Cat’s Paw Rubber — 
In Stock—A-B-C-D. In Stock—A-B-C-D, 
Price $5.10 Price $4.50 


No. 17 


No. 17—Best Quality Black Kid, 8-inch 
Polish, 13/8 Heel. 


No. 36 


Jo. 2—Black Kid Polish, 9/8 Rubber Heel. 
. 20—Same shoe as No. 2 with Plain 
Toe 


No. 36—High Grade Black Kid Seamless 
Polish, 9/8 Cat’s Paw Rubber Heel. 
Both In Stock—C-D-E. In Stock—B-C-D-E. 
Price $3.50 Price $4.10 
200—Same style as No. 2, lower 


grade. 
. 201—Same style as No. 20, lower 
grade. 


P No. 37—Same style, lower grade. 
Both In Stock—D-E-EE. In Stock—C-D-E-EP. 
Price $3.00 Price $3.50 


Ault-Williamson Shoe Co. 


Manufacturers 
AUBURN LOS ANGELES OFFICE, 109 E. STH STREET 


BOSTON OFFICE, 139 LINCOLN STREET MAINE 
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Fall stocks will not be complete without 


lorfver Footwear 


The newest, most fashionable footwear! 


There’s going to be a nation-wide demand for FUR-EVER FOOTWEAR fashions! 
Judging from the expressions of experienced shoemen—manufacturers and retail- 
ers—FUR-EVER FOOTWEAR will create the greatest sensation ever accorded any 
footwear innovation placed on the market. FUR-EVER:- FOOTWEAR is an all- 
year-around seller. It has all ‘the qualities necessary to keep it in demand from 
January lst to December 31st. It is the type of footwear that will have its perma- 
nent place in milady’s wardrobe. 


What It Is ! 


FUR-EVER FOOTWEAR fashions are made from Alexandre’s Broadtail, now being 
successfully produced by The Alexandre Works, Inc. Alexandre’s Broadtail is manu- 
factured under a secret process with adequate patents to prevent infringement. 


FUR-EVER FOOTWEAR will not tear, shine, peel or stiffen under any ordinary or 
reasonable conditions. It will not absorb water, will not lose color, can be easily 
cleaned with soap and water and will not lose its shape by stretching. It is as ideal a 
material for shoes as science has produced to date. 


Be Prepared! 


—to satisfy your customers’ inquiries for FUR-EVER FOOTWEAR fashions. An 
extensive national advertising campaign is certain to create a demand in your town. 
Your Fall and Winter stock will not be complete without FUR-EVER FOOTWEAR. 
No time should be lost in placing your order at once to insure delivery in time to meet 
this certain demand. For further particulars, wire or write— 


FUR -EVER FOOTWEAR CORPORATION 
Garden City Long Island WA 


trade-mark satisfaction 
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For School Trade 


Boys are going to wear leather trim Keds in the Fall 
until the muddy weather comes. Within the next 
few weeks they will be buying new pairs for school. 
Are you prepared to meet this great school demand 
for leather trim Keds? . 


A full stock of the appropriate styles ‘and sizes of ; 
these sturdy Keds will mean a quick turnover and 
plus profits. 


United States Rubber Company 











Not all canvas rubber-soled 
shoes are Keds. Keds are 
made only by the United’ 
States Rubber Company. 
Look for the name Keds op 
the shoes. 
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INEVITABLY, 








MASTER MAKERS 





Women’s Street 
and Theatrical 


Footwear 


SALLIE 
BAILEY 


Always moving rapidly from the shelves of the most representative Shoe 
Retailers in the United States and foreign countries. 


We show above two of BOYD-WELSH original and striking Sandal 
Models in the best light weight Patent Leather which have been tried 
out and they are both universal fitters. 


The one at the left is our new BAGDAD modeled on our 51 Pump Last 
which can be made only with inlays in 18/8 or 19/8 Full Louis Heels 
or on our 53 Pump Last with 14/8 Heavy French, Baby Louis or 
Straight Cuban Heels. 

The one at the right is our new and original SALLIE BAILEY model 
which is shown in Patent Leather with cutouts on our 53 Low Heel 
Pump Last, which can also be made on our 51 High Heel Pump Last 
with cutouts or inlays. 


The above models can also be made in Kid, Calf or Suede leathers. 


Mail orders shipped within five to six weeks from receipt. 
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Any Models shown by us in this Journal originated within our own pattern rooms. 


THERE IS ONLY ONE 
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FITS EVERY ARCH 
SAINT LOUIS 
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Mahogany High Cuts for Girls 


Full Vamps, Best Quality Outer Sole. 
Made at PRE-WAR PRICES. 





In Stock for Immediate Delivery. Orders Filled the Day Received 














These two shoes 
are built to give 
good service and 
can be retailed at 
pre-war prices. 
Their equal is not 
made by any man- 
ufacturer in the 
United States and 
that covers the 
world. 


























361—Mahogany High Cut Lace Stock 2361—Mahogany High Cut Lace Foot- 
Tip, McKay Sewed form, McKay Sewed —_ 

— Growing Girls, 2144/7- - - - - $2. 
Growing Girls, 2/4/7 - - - - - $2.85 Misses’ Sch. Heel, 1144/2 - - - 2.25 


Misses’ Sch. Heel, 1144/2 - - - 2.25 Child’s Sch. Heel, 8144/11 - - - 2.00 


MEAS Wade Ce. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. BOSTON, MASS. ST. LOUIS, MO. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 1408 Washington Ave. 


PITTSBURGH, PA., 923 Penn Ave. * PHILADELPHIA, PA., 51 North Third St. 








vl PacroRtes 
Annville—Lebanon No. 1 Middletown, Palmyra—Pennsylvania Lebanon No. 2—Elizabethtown 
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STYLE NO. 8832:—Welt Blucher Oxford, 
made of Pebbled Patent Leather with Apron 
Blucher Pattern, Soft Cap, Imitation Ball Strap, 
11/8 Heel. Price $5.00. 











Just where your need is greatest we can serve you best. Your 
daily profits are not made on cheap comfort shoes or expensive 
uncertain novelties. Your greatest need is for shoes that help you 
to meet your daily volume of business with the pluck of positive pride 
in your styles and the confidence which quality always gives. 
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‘Julia Marlowe’’ Shoes supply these necessities in women’s 
shoes, and their cost is in keeping with economy for you and your 
customers. 


Samples from our fall stock styles will prove that we can be 
helpful to you. 
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May we have our salesman call with complete line, including 
styles ready for shipment from stock? 


THE RICH SHOE CO. 


Milwaukee,, WW: isconsin 
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No. 459—With White 
Piping 

No. 460—With Red Pip- 
ing 


A modern adaptation of the Indian moccasin that is creating 
a sensation among the better shops. 


A hand turned shoe of top grade patent colt with the popular 
10/8 covered walking heel, with either white or red kid piping 


on vamps. 
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A, B and C widths 


NOW IN STOCK 








ra Duane Shoe (Ompany & 
Beaa Womens Specially Footwear TP 
-H3 Duane St. New York NY. 
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“CLEOPATRA” 


(The Queen of Slippers) 


$5.50 in Patent 
$5.85 in Suede 


The most striking example of Duane leadership in matters of 
style and value. 


A patent chrome flexible imitation turn slipper with either 
covered walking or covered 15/8 Louis heel. 


No. 1011—Patent Leather (Illustrated) 
No. 1009—Patent Leather, Louis Heel 
No. 1012—As No. 1011 in Black Suede 
No. 1010—As No. 1009 in Black Suede. . 


B and C widths 


NOW IN STOCK 


Also in stock at Los. Angeles, Cal. Mr. O. L. 
Leterer, Resident Manager, 224 South Spring St. 


zai Duane Shoe (Ompany § 
ua Womens Specially Footwear ai 
3 Duane St. New 
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2Slippe rs 


Our trade mark as well 
as our shoes are being 
imitated. For your own 
protection look for the 
Daniel Green trade 
mark innde the scroll, 
and the Comfy green 
box. 4 little care will 
mean months of extra 










Picture of Comfort” | 


ONT get we-—you look charming color effects in satin, h 

s© comfor ind so brocades and poplins’ to match hs 
cool—ftom head to feet your favorite dress or negligee. 
—we wouldn't disturb you for And your Comfys will hold 
thé World.” their trim custom-built appear- 
after long - 


e “You Look the 


range of enticing fabrics and East 13th Street. 


Daniel Green 


cack 












> Dame! Green 
A omty 



















Don't think of Comfys as Winter goods only 
in your store—they are summer goods too in 
the truest sense. 

In fact Comfy Slippers have a stronger ap- 
peal to many users in vacation time than any 
other season of the year. 


For those who seek perfect relaxation and 
rest in the lazy summer days, Comfys are an 
unequalled aid to warm weather comfort. 


Vacation Time Is Comfy Time 


August 27, 1921 


Daniel Green: 


Comfy 


REG. U:S;PAT. uy, 


WSlippers. 


— PATENTED JULY 28, F90B = 





Daniel Green advertis- 
ing runs the year around 
and creates a demand 
for Comfy Slippers in 
the warm weather as 
well as cold. This full 
page tells the summer 
Comfy story to the 
2,000,000 readers of the 
Ladies Home Journal. 


And their trim, smart styles make them foot- 
wear for which none need apologize. 


Is your selling effort taking advantage of this 
fact and cashing in on the summer demand 
which our advertising creates ? 


Write for our catalog of In Stock Comfys 


and Satins. 


Be sure to get the genuine Comfys. 


DANIEL GREEN FELT SHOE COMPANY 


GENERAL OFFICES: DOLGEVILLE, N. Y. 
New York Sales Room, 116 East 13th Street. 


Daniel Green 


omfy. Slippers 
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STERLING FOOTWEAR FOR WOMEN 


IN STOCK! 


FOR SEPT. DELIVERIES 
Always at the Fore! 





Patent Leather Moccasin San- 
dal, Three Center Straps, Car- 
ries 10/8 Heel. Also Made in 
Black and Tan Scotch Grain. 


Uniform delivery to the trade FOUR WEEKS AHEAD of any- 
body else. The house of Lynch which makes the best Women’s 
Welts in Lynn, also Lynch Flexible System Shoes is the origi- 
nal creator of the Brogue Sandal, Grecian Sandal, and Moc- 
casin Sandal. 


Attention of Western Buyers: See our Moccasin and Grecian 


Sandal display at 37 So. Wells St., Chicago, Ill. 


£,YNCH SHOE COMPANY 


W. A. Sullivan, Pres. - B. F. Green, Treas. 
192 BROAD ST. AYNN, MASS. 
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No. 416 


Color No. 4 Russia Calf, 
Heavy Single Sole, Wingfoot 
Heel, Custom Last. A very 
high grade, genteel style. 
Price $6.50. -Made also in 
Black Calf at $5.75 and 


Mahogany at 








0 
uy 
) 
d 
») 
2 
2 
> 
D 
> 
Y 
; 
D 
. 
v 
> 
> 
> 
D, 
> 
D 


o 





Nunn-Bush Super-Fine Shoes 


An organization in which every member is trained 
in honest shoe craftsmanship has been able to build 
for Nunn-Bush Shoes, a most estimable reputation. 








NUNN-BUSH & WELDON SHOE CO. 


MILWAUKEE WISCONSIN 
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SHOE STORE 
(SERVICE 


Section of the - 
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Something New and Different 
for Your Window Display 


Hand Wrought Iron 
Display Fixtures 


That will distinctively present 
your merchandise for immedi- 
ate approval. 








The artistic craft of the metal worker 
No. 2706 
—at his best is 
—thoroughly appreciated 
—and reflecting in the 
—excellence 

—of these new designs. 



































It may be of interest to you to know 
about the designs now available for 
your windows. 





For information direct your inquiry to 





Hugh Lyons & Company 


“Make Buyers Out of Passersby” 


| 700 South St., Lansing, Mich. 
SHOW CASES Chicago: 232 S. Franklin Ave. 
4 


New York: 35 W. 32nd St. 
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yee date Shoe Stores 


ave Individual Chairs 





S A SHOE MERCHANT, have you observed 
the trend of the times in the shoe trade?— 
that styleful shoes draw customers, put “pep” 
into selling, and improve the speed of your 
“turn-over;” that the shoe dealers are study- 
ing methods for making the game of selling 
shoes more worth while? 


All women worship at the shrine of style. 
Attractive stores and shops please their eye. 
Fine looking, comfortable chairs and fitting 
stools are essential. 


Is YOUR store interior, your seating arrange- 
ment, doing its part in getting more custo- 
mers? Does it send them away advertising 
your store? 

We can help you get this valuable result with- 
out any great investment. Because it will 
pay you to beautify your store, it will pay you 
to get our ideas. 


‘Write us for photo-prints of chairs and stools 
of different types. 


r 


MILWAUKEE CHAIR CO [f 
Makers of Hine Chairs | 


MILWAUKEE CHICAGO NEW YORK SEATTLE MINNEAPOLIS 
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OW BEING PRINTED 


Ready September Ist 
DR. SCHOLL’S New Reference Book for Shoemen 


Here is a handy book every shoe 





salesman should have 


It gives retail sales people in easily 
‘understood language facts about foot 
- anatomy, normal and abnormal condi- 
tions, and how to déak -with customers 
where foot troubles make successful 
shoe fitting difficult. 


Men and women who sell shoes ought 
to know the foot and they ought to have 
a knowledge of shoe conditions, shoe 
construction and shoe fitting. 


This GUIDE is full of photographic 
reproductions, many of them printed in 
colors. Every retail shoe salesman will 
find it valuable in analyzing foot and 
shoe troubles, for it 


—promotes selling efficiency 
—increases sales volume 
—makes satisfied customers 
—builds prestige for the store 


The best investment you ever made. 





SPECIAL 30-DAY OFFER 
$1.00 


The regular price of this handy volume is $2.00 
postpaid anywhere in the U. S., in CANADA 
$2.50, but as a special 30-day introductory offer 
this book will be sent to any part of the U. S. 


in beautiful full leather embossed cover ¢ 
with 175 valuable pages. oe 


ORDER NOW! Pa 
——— 





(Actual Size) 


The Scholl Mfg. Co. BaF 


Largest Manufacturers of Foot Appliances in the World Pd POC ee 


112 Adelaide, St., E., o Oe Yr 34.8 


339 Broadway, " 
TORONTO o tot SE g 
- Y 


NEW YORK, N. Y. 


213 W. Schiller St., 
CHICAGO, ILL. 


at $1.00, and in CANADA for $1.25. Bound ts 


¢ 
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“Cammeyer’s,” 45-51 34th St. 
NEW YORK CITY 





| TWENTY YEARS 
of i 


SERVICE “S 


Soe! 
af 
Is the Record of 










American Interlocking 


Shoe Store Chairs 


Installed in “‘Cammeyer’s” Sixth Avenue Shop, New York City 






The above letter is typical of hundreds we bave received recounting the satisfactory 
service rendered by our Sanitary Shoe Store Chairs. A trial will convince you of their superi- 
ority over any other type of Store Seating on the market. 


Let us send you our catalog, “The Shoe Store Beautiful.” It contains valuable suggestions 
for the selection of your seating and the arrangement of your shop. 


AMERICAN SEATING (OMBANY 


1016 Lytton Building Room 601, 119 W. 40th Street 
CHICAGO NEW YORK CITY 
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Beginning a New Season 


September 1 is generally looked upon as the begin- 
ning of the new fall season in wearing apparel mer- 


chandise. 


The haberdashers have rurg the bell on straw hats 


for men and the milliners have 
done likewise on women’s head- 
gear. 

A few men will continue 
wearing straw top pieces for a 
few days, but it will take a 
search warrant to find a woman 
still bedecked in a summer 
chapeau. 

What does all this mean to 
the shoe merchant? Just this 
—women are more alert on 
style changes than men. They 
watch show windows closer 
and they scrutinize advertis- 
ing more keenly. This means 
your show windows and your 
advertising. 

Women are looking for new 
ideas in fall footwear fashions. 
They are depending upon you 
to tell them what is what. 

They rightly take it for 
granted that you and your sales 
people know the trend of 
women’s dress fashion, have 
bought your footwear for the 
forthcoming season to harmon- 
ize with the suits, dresses and 
piece goods and women’s ready- 
to-wear stores and dry goods 
stores, and that you and your 
salespeople are in position to 
advise them correctly as to 
what is proper in foot-dress 
fashions. 


The salesman who can intelligently talk about fall 
fashions and women’s apparel is not a “sissy” but an 
artist, and undoubtedly will be more successful as a 
salesman than the man who merely sells shoes. 

The time for summer clean up sales is past. 
does not mean, of course, that broken lots of low shoes 


and forgotten. 








Store Calendar 
September 15th to November Ist 


September 19-24: 
Here is a good time for special adver- 
tising of men’s shoes. Fill in gaps that 
were overlooked in advance Fall buying. 


September 20-October 1: 


Look carefully to window and interior 


store decorations. Window trims should 
be bright to contrast with any dull 
gloomy weather. : 


October 3-8: 
Fall business is at its height. Some 
lines are becoming broken and others 
are dragging. Study stock records and 
put PM’s on the slow movers. 


October 10-15: 
Put in a new shoe or two to sweeten 
up the line. ( 
Make special drive on Juvenile shoes. 
Frost and wet weather make high shoes 
necessary. 


October 17-22: 

Have you bought house slippers for 
holiday trade? 

A beautiful window trim can be made 
now by getting Green Brier, Bitter Sweet 
and similar wild vines with bright 
colored ripened berries. 

Newspaper advertising can be made to 
harmonize with the window ideas. 
Monthly meeting of sales force. Topic 
—Proper methods of showing and fitting 
spats. 

October 24-29: Feature heavy footwear for 
laborers and farmers. Put in Halloween 
window. 

Prepare monthly statements of credit 
customers. How are collections? May 
be a splendid letter to slow ones is 
advisable. 








This 
activity. 


should be relegated to the basement or the top shelves 
Every day should be a special sale day 
on this class of merchandise in every shoe store, but 
this merchandise should not occupy the center of at- 


traction in the show window or 
in the interior of the store. 
These broken lots can best be 
handled by putting them in a 
special section and attaching a 
good stiff PM onto them, pro- 
viding you use a PM system. 


Doll Up the Store 


Dress the store up in its new 
fall clothes. Give it a fresh, 
clean and inviting appearance. 
Show windows are the first 
index to the business. Here 
customers get the first impres- 
sion of what may be expected 
on the inside of the store. 
Slovenly, untidy and ill kept 
windows naturally convey the 
impression that the merchan- 
dise and store service will be 
of a corresponding kind. 

New backgrounds with a 
touch of bright fall coloring 
are not necessarily expensive 
but add wonderfully to the at- 
traction of the window. Beau- 
tiful backgrounds can be made 
of wall board and wall paper. 

New draperies do not neces- 
sarily cost a fortune in order 
to be attractive. Comparatively 
inexpensive materials can be 
used to make the footwear 
stand out and occupy a com- 
manding position. 


Valances add wonderfully to the attractiveness of 
windows, conceal the lighting fixtures and give the 
windows a general dressed up appearance. 
of valances now and then adds to the attractiveness of 
the store and conveys the impression of alertness and 


A change 


notemnode cout connie 





Maer swe tpn 


i 
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People are not falling over themselves to get to your 
store to spend their money—not just now. 

It requires some attraction, some magnetic drawing 
power to bring them in. Show windows are the first 
big bet. 


Interior Display 


Shoes do not lend themselves as readily to interior 
displays as do piece goods and other articles that are 
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capable of being draped. However, a few stands here 
and there draped with velour or some attractive ma- 
terial with attractive shoes well posed will add a lot 
to interior store appearance. 

Nothing detracts from store appearance more than 
dirty broken cartons. To the average customer dirty 
broken cartons spell old shop worn shoes. New clean 
cartons are not expensive, but they make a wonderfui 
difference in the store appearance. 


From Raw Wool to the Boudoir 


The Story of a Felt Slipper 


By CAMILLA MAIRS 


The use of felt fabric has attained such proportions 
in our modern civilization, with the advent of the 
automobile, the aeroplane, and other mechanical 
devices—to say nothing of footwear, which is a story 
in itself—that a little sketch of its origin and manu- 
facture may be interesting. 

Felt is one of the most ancient of fabrics. It is 
said to have been in use many centuries before the 
Christian era. It is interesting to note that the 
Saracens, those famous Arabic tribes, used slippers 
of felt centuries ago, while in our own country felt 
slippers have been in use for only about fifty years. 

Through the courtesy of Mr. L. A. Wolff, sales 
manager, we will take a little journey through the 
plant of the Standard Felt Company of West Alham- 
bra, California, in the sun-bathed San Gabriel Valley, 
at the very door of the wool raising section of the 
United States, where the famous “Cosy Toe” felt 


slippers are manufactured and distributed to world- . 


wide markets—South America, The Orient, Europe, 
Russia, Australasia, as well as all parts of the United 
States, Canada and Mexico. 

Here, twenty minutes ride from Los Angeles, under 
ideal factory conditions—California sunshine, fresh 
ocean breezes, mountains, and the newest improved 
machinery—we will follow the evolution of the fleece 
from the tumbled coat of the sheep to the finished 
product. 

To the receiving department of the Standard Felt 
Company are brought the great bales of wool direct 
from the near-by wool markets. Heavy with dust and 
natural animal fats, the wool must be subjected to a 
thorough picking and scouring. It is first carefully 
gone over by hand and all loose particles of dirt and 
foreign substances are removed and each grade of 
wool segregated to insure uniformity. It then enters 
the first machine, the picker, which pulls the fibers 
apart, thus separating the wool from the remaining 
loose particles of dirt, and also pulls apart the kinks 
in the fibres so that each strand will have an equal 
share in the succeeding processes. Next it is plunged 
into a soapy bath—or rather, a series of baths. 
Gently agitated by hundreds of shiney brass prongs, 
it travels the entire length of the great scouring 
building, through many washes and rinses. The acids 
present in the wool are neutralized through the proc- 
ess of washing. From this point it passes through 
a carbonizing process—which is a series of hot ovens. 
This chars the burrs that have not been eliminated 


in the washing. From there the wool is passed 
through steel rollers which break up the charred 
burrs, and continues through a series of centrifugal 
drums, revolving at lightning speed, permitting every 
particle of the chared matter to drop through sieve- 
like openings, after which it passes through another 
series of baths, emerging snow white. 


A Snow Storm of Wool 

Follows now a wonderful sight, for on a sunny 
California hill a brisk “snow storm” is in progress! 
Blown from the scouring plant through air pipes, the 
wool arrives in a flurry of immense flakes, finally to 
settle over an area of several thousand feet in the 
unique solar dryer, which is situated on top of a 
hill far removed from all dust and grime, and pro- 
tected by glass roofing. The sides of the dryers being 
open and screened the air circulates freely among the 
millions of wool fibers and the direct rays of the 
bright California sun bleach the fibers to snowy 
whiteness. Contrast this method of bleaching and 
drying (nature’s way) with drying by heat or arti- 
ficial means. The sun bleaching method accounts for 
the fine glowing texture, the marvelous strength, the 
resiliency, elasticity and uniformity of Standard Felt. 
This is the only factory in the United States where 
the sun bleaching method can be utilized successfully, 
owing to its ideal geographical location. The greatest 
authorities and scientists of two hemispheres agree 
upon one point—that sun bleached wool is better wool, 
and its colors, when dyed, are far more brilliant and 
lasting. 

Through the Carding Machine 

From the solar dryer the wool is conveyed through 
air blowers to the carding department, where begins 
the actual manufacture of felt from the scoured wool. 
Set at right angles are two great burr-like cylinders, 
or dorfers, that seize upon the wool fed to them, 
picking it apart and changing it from small clumps 
into the uniform web of fibers that pass into the 
combs of the carders. The carder is really a weaving 
machine which takes the multitude of fibers, combs 
them all in a uniform direction, works them into fine 
webs and lays them upon each other, film upon film, 
first in one direction, then in the opposite, each fine 
layer adding body to the material that eventually 
becomes a fluffy wool batting of the desired thickness. 
This is then rolled into great spools ready for the 
hardening or felting process. 
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The big soft rolls of carded wool, almost a hundred 
inches in width, are unrolled upon a table-like machine 
and pressed down, a small section at a time, by a 
plate. This plate has an oscillating motion and its 
combination of uniform pressure and steam results 
in hardening the wool to any desired thickness with- 
out strain upon the material. At this stage of man- 
ufacture the felt takes on strength and is difficult to 
tear apart. After leaving the hardening . machines 
the felt is placed in the fulling mills, where it is 
pounded and kneaded by great wooden weights into 
a firmer cloth, adding greater strength and toughness, 
at the same time keeping the cloth in a soft, pliable 
condition. 

Now comes the final wash. It is run through sev- 
eral sets of baths and rolled through immense 
wringers, then taken to the dye bath, still suggesting 
faintly the fleece of the sheep; but as it leaves there 
for the dryer in a new color, the last suggestion of 
its origin is gone and it emerges an indispensable 
article of commerce. 


Making Felt Footwear 


Now the manufacture of “Cosy Toes” begins. 
Entering the cutting room, the eye is greeted with 
a kaleidoscope of color, as the different patterns are 
cut and stamped ready for the stitchers. A great 
many operations are necessary in the construction 
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of each slipper, and as each style is made in 28 colors 
and these all have to be provided with ornaments, 
ribbons, etc., this entails an intricate system-of detail 
in order to keep production going through: the vast 
departments without delay. For instanee, a child’s 
Everett undergoes the following stages of develop- 
ment. The different parts are assembled—upper, sock 
lining, padded innersole, felt spring heel, and soft 
leather outer sole. One operation closes the back of 
the upper. It is then passed on to another machine 
which sews the pocket for the spring heel, and still 
another machine sews on the outer sole, after which 
the padding and the spring heel are attached. Next 
a machine sews in the innersole. During all these 
operations the slipper is made wrong side out. From 
the fitting room it goes to the lasters and is turned 
and the last inserted, then it is steamed and carried 
automatically through the dryer, where blasts of hot 
air shrink it to the shape of the last. It is then taken 
off the last, inspected, and goes to the ornament de- 
partment, where the ornament called for is attached. 
After a thorough inspection, brushing and cleaning, it 
passes through a machine which stamps the trade 
mark “Cosy Toes” on the sole for the protection of 
the consumer, and in the packing room the sizes are 
assorted and placed in individual cartons and deliv- 
ered automatically to the shipping department, and 
eventually the slipper finds its way into some little 
child’s heart. 








The Golf Bug Bites Hard 


Time was when golf was considered an old man’s 
game to be indulged in only by city gentlemen who had 
passed out of active business with 
their pockets full of money. But 
this is past history. Golf is now rec- 
ognized as a pastime and recrea- 
tion sport for both men and women 
and both city and country dwellers. 

Golf courses are becoming about 
as common as baseball diamonds. 
Grounds and club houses devoted 
to the game represent millions of 
investment and large sums of money 
are spent annually for their upkeep 
and beautification. The course 
must be kept green and smooth and 
the clubhouse maintained in the 
best: of condition. 

All this has its bearing on foot- 
wear . business, because proper 
footwear is an essential part of the 
golfer’s equipment and the larger 
golf clubs are beginning to dictate 
the definition “proper.” 

Some of the essentials of a golf 
shoe are that it be sturdy, comfort- 
able and non-skid. The non-skid 
feature is important to the golfer and it is also im- 
portant to the golf club. It is this feature of the 
footwear in which the club is interested and relative 
to this feature many clubs are taking the liberty of 
telling the members what they cannot wear on the 
course and in the club house. 

Spiked soled shoes are barred from club houses of 





many of the more exclusive courses and in some in- 
stances they are even barred from the courses. 

When membership in golf clubs 
was confined to. men only, the ap- 
pearance of club houses was not 
so important as it is now when a 
large percentage of the membership 
are women. The sharp spikes nat- 
urally scratch and mar floors and 
stairway and for this reason this 
type of footwear has been barred 
from many of the more exclusive 
clubs. 

Among the newer creations ‘to 
produce a non-skid shoe that will 
not mar floors and furniture is Air- 
pads made by the Pioneer Products 
Company, New York City. The de- 
vice consists of three parts, a rub- 
ber heel, a rubber toe piece and a 
rubber ball piece. Shoe merchants, 
especially those in the smaller 
cities, have experienced more or less 
difficulty in supplying golf fans 
with proper footwear made espe- 
cially for the game, because the de- 
mand has hardly been sufficient to 
justify stocking specially designed golf shoes in a 
wide variety of styles, sizes and patterns. A sole at- 
tachment that is non-skid, comfortable and that can 
be worn in the home, office or club will undoubtedly be 
appreciated by many men and women who love golf 
but for various reasons prefer shoes without. spikes or 
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School Days—School Shoes 


HAGERSTOWN LINES 


STITCHDOWNS—McKAYS 




















NMOLSUYADVH 





HAGERSTOWN 


















IN STOCK 
Has Our Latest Catalog Reached You? 









Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND, U. S. A. 


USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - 
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Tri-States Association Holds Mid-Year Meeting 


Forthcoming Styles and Business Conditions Occupy 
Attention of Merchants for the Day 


At the regular convention of the Tri-States Retail 
Shoe Dealers’ Association, held last March, it was de- 
cided to hold a midyear meeting in August in order 
to consider the styles for the latter part of the fall and 
winter season, and to ascertain business conditions in 
order to determine what proportion of merchandise 
of former years could safely be bought. This plan of 
holding a midyear meeting is an innovation of retail 
shoe merchants’ associations, but if the meeting at 
Memphis is to be taken as a criterion, every associa- 
tion in the country can well afford to adopt the plan. 
The discussion on style were timely and of immense 
value to merchants. Previous to the meeting a style 
committee had been appointed, divided into three 
groups, one group on juvenile shoes, one on men’s 
shoes and one on women’s shoes. Howard Bergman, 
Greenville, Miss., chairman of juvenile style commit- 
tee, thinks in five to eight run medium shade brown 
calf, welt sole, will be best seller, followed by patent, 
some having white tops. All lace, black kid and brown 
kid will be good. About the same will prevail in eight 
and one-half to eleven run and in eleven and one-half 
to two run brown calf will predominate. Patent with 
black kid tops next, brown kids fair and patents with 
white tops for dress wear. He recommends imitation 
ball strap on brown calf. In the discussion particular 
attention was given to the necessity of keeping the 
lasts in the smaller run of the foot form type. More 
careful designing of lasts is necessary in order to keep 
children’s feet growing naturally and to keep them 
healthy. The necessity of more pep and style in chil- 
dren’s shoes by the injection of combinations of colors 
and attractive patterns was impressed upon the meet- 
ing by several of the members who have been success- 
ful in operating children’s shoe departments. That 
children’s shoes should be segregated into a depart- 
ment and put under the management of some one 
sales person as a department manager, even in the 
smaller store, was the consensus of opinion. A. F. 
Herdem, Fort Smith, Ark., expects a large business in 
misses and growing girls on oxfords and two-straps 
to be worn with wool hose, and the hose will be worn 
rolled down at the top. 

The men’s style committee, of which Joe Hart, 
Helena, Ark., is chairman, recommend the following 
schedule for men’s shoes. The figures are to be con- 
sidered as an average in the territory covered by the 
Tri States Association, and not the figures of any one 
store, because conditions, grades and many other 
things enter in working out the problem to fit any 
one individual store. 


Men’s Styles Per Cent 
Brogue tank Scotch grain oxford.............. 25 
Brogue black Norwegian calf oxford........... 15 
Black English medium toe.................... 2 
BN NIE PI NE, oo 5.5.3 0 6. 0io karo bie bik 2 eR ees 15 
ee TOE TH ina. chic 3% cwie ein ce kas che 15 
Straight last medium brown (kid leather)...... 25 
Wake lente GateG 2 5. 6s5 bc kode isc 3 

nS Peg A Tope at 100 


Men’s Toes Per Cent 
i i p 35 
I aes 40 
SY I RO. cn medoenceseedudewse 1 
| ath A RTE ti Si SO ee ee 8 

4 tits I ts ens cho bis gents ees 100 

Heels Per Cent 
RO ee ee 60 
INS ooo 56 oie tae een oo cat enasesede nai ande 40 

NN ey i io AS 1G a te sh) cal 100 

Men’s Prices Per Cent 

NET yrs Pete es ean as. ial ats 2 ee 7 
Ne octd bere cs At Sets it ko cn ee Be ao 8 
RE TE EE OEE |! eee 15 
sis a istk ee ait in Are Ps chds dig ws dee aes 40 
EES aa > pe ines a Oy eee een ee eh er ate 14 
LER ey ae CT CE eck eee 15 
RO DSR ORD: SORES RN Te Cem er 1 

Rese ly a hh oe ae ae 100 


Reports of the women’s style committee was pre- 
sented by the chairman, A. F. Herdem, Fort Smith, 
Ark. Mr. Herdem and his committee made an ex- 
haustive study of prevailing styles in women’s foot- 
wear both in Eastern and Middle Western manufac- 
turing centers, as well as consulting the large and 
progressive retail merchants in Boston, -New York, 
Chicago, St. Louis and other style centers. The fol- 
lowing chart shows a tabulation of women’s styles as 
the committee sees it. The figures at the left hand 
column represent the order of style prominence, while 
the figures on the right hand column represent the 
probable selling prominence and the proportion in 
which they will probably sell. 

Selling Per 
Order of Style Prominence. Prominence. Cent. 


1. Three and four strap center buckle. 3 15 
2. One and two strap patterns...... 1 40 
i MII oS 55 os ack ne sce son 2 20 
ee re ee 4. 15 
i GROIN gg 55 oc aig ibs 0 0 05d 5 10 
Heels 
Bs MI bn os bo ae news 16/8 6-10 
i OE, bse ches bin 2 Vices 6/8 to 10/8 3-15 
ere 13/8 to 15/8 4-15 
RL « Biamedes aodae 12/8 to 14/8 1-30 
fe  ) ee errr 12/8 to 14/8 2-20 
6. Regular Louise .:........... 12/8 to 17/8 5-10 
Leathers 
ise UN Sig gs oy.0- 6.56 0-068 dane 2 20 
eee M855 hers oss 5: 6. <.0 @ 9.000.000 1 25 
a a 3 15 
ae ot eee ee 5 10 
Mic DPOB ICON Hail... S Saas. sinc cds 4 10: 
May MOMONIEEG assis oo So ded. clcded ee 6 10) 
ON ES | a a 7 5 
Bee Brow suede ........2....2084.. 8 5 


(Continued on page 75) 
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Shag Yoioranis 
Column 


a 


The Devil Dogs 


Some overheated Fritz during the big war named our 
marines “Devil Dogs”. 
















Our boys, funny cusses, liked the new moniker better than 
“leathernecks”. And a young feller I know well always 
speaks jokingly of the time he was at the Chateau Th’erry 
bridge with the other “demon canines”, 






















Lots of ’em stayed there, poor lads, but they surely left 
their mark. 





EDUCATE 


Your customers to take greater 
care of their work shoes. A ne- 
glected shoe, like a neglected auto- 
mobile, does not give full service. 





Well, these marines, as you know, are sea soldiers. They 
are usually the first to land, and first to get their teeth into 
the scrap. They are always wading ashore or plodding 
through hot sand or the mud and muck of jungles. 















They climb mountains after Haitian brigands with the 
same pluckiness that makes ’em strut down Broadway with 
a “chicken” holding onto each arm. I'll say they are 
plenty brave. 








I reckon that a marine puts his shoes to about as grilling 
a test as any man under the broad canopy. 


Tested by 300,000 


Well, 300,000 of those marines wore shoes with Korxole 
innersoles built into them. If there’s been any kick I haven’t 
heard it yet. Not one howl 















Increased wear and more comfort 
and satisfaction can be obtained by 
the frequent use of P. & V. FARM 
SHOE DRESSING. This keeps 
the leather soft and pliable, resists 
barnyard acids and sheds water. 


















Recommend its use to your cus- 
tomers and thus obtain their good 
will as well as a fair profit for your- 


self. 














Order from your jobber or write 
us direct for information. 





about bum innersoles has been heard from the “Devil Dogs”. 
And I’ll say that those lads aren’t modest or timid when 
they have something on their chests that needs to be shoved 
off. 









The Test Supreme 


I call that marine shoe test the very ne plus ultra of tests, 
whatever that means, 









PFISTER & VOGEL 
LEATHER CO. 


MILWAUKEE ° ° WISC. 






Down in a little town in Pennsylvania I saw a teamster’s 
shoes that had been” worn nearly two years. He had ’em 
half-soled several times, and after a while he must have got 
tired of ’em. So he quit the cobbler and just proceeded to 
let the shoes wear out. When he finally threw them away, 
he had worn plump through the top and the outsole, and had 
been walking for a long time on the Korxole innersole. 












Believe me, brother, the innersole was as good as new, 
except where it touched the ground, and even there it was out- 3 
wearing anything I ever saw. 





From what I’ve seen of Korxole, I believe that every 
shoe man owes it to himself to give it a fair trial. 
THE SHOE VETERAN 














P. S.—Write the Armstrong Cork Company, Lancaster, Pa., 
for a sample of Korxole (cork) innersoling. Judge for your- 
self how flexible, waterproof and long-wearing it is. 
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(Continued from page 73) 

The committee estimates low shoes 80 per cent and 
high shoes 20 per cent. Of the low shoes, 65 per cent 
straps and 35 per cent oxfords. Of the boots, black 
kid, brown kid and brown and tan Russia calf will 
sell in about equal volume, all with walking heels. The 
committee called special attention to the possibilities 
of hosiery in shoe stores to match shoes and noted 
change of tendency from lacy effects to plain hose and 
an increasing demand for clockings, both self-colored 
and contrasting color. Hosiery for evening wear to 
be plain and very sheer. Wool hosiery and wool and 
silk mixture will be prominent for street wear. 


Business Conditions in Memphis Territory 


George R. James, president William R. Moore Dry 
Goods Co., a large wholesale concern of Memphis, 
talked on the business outlook. The South, in his 
opinion, is suffering from its system of long credit. 
Credit, he says, is like morphine. In time of emer- 
gency it is soothing and helpful, but when habitually 
used without a reason it leads to the gutter. The 
South is suffering because soil has been allowed to 
deteriorate, has not been properly fertilized and has 
become poor through the production of one crop in- 
stead of a rotation of crops. Fortunately business 
men and merchants are awakening to the necessity of 
rejuvenating the soil and of curtailing credit, and 
better times and better conditions are sure to result. 
Only by co-operation of various associations and a co- 
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ordinating of interests of the various groups of mer- 
chandisers and other business organizations can busi- 
ness conditions be made better. 


Message of President J. P. Orr 


James P. Orr, president of the N. S. R. A., was 
greeted with loud applause when he arose to address 
the meeting. Wherever Mr. Orr goes he makes an im- 
pression upon the merchants because of his sincerity 
and his ability to outline conditions in a clear and con- 
cise way. He reviewed briefly the history of the Na- 
tional Shoe Retailers’ Association from its inception, 
told of the struggles of the organization during the 
strenuous war-time days at Washington, and outlined 
some of the big things that the Association is now 
doing and is planning to do for the future. He im- 
pressed upon the merchants the necessity of being in 
closer touch with civic affairs of their cities and State. 
By putting more into these activities conditions are 
made better and naturally business is made better and 
the merchant gains his reward. It was decided to 
hold the next convention of the Tri-States Association 
at Memphis the third Monday, Tuesday and Wednes- 
day of February. The mornings of the convention will 
be given over entirely to the inspection of displays of 
shoe travelers, while the afternoons will be devoted 
exclusively to business sessions. All booths will be 
closed during the convention sessions and traveling 
men will commit themselves to this arrangement in 
signing their contract for the booths. 


The Value to Business of the Spirit 
of Democracy and Human Kindness 


Rochester, N. Y.—Intelligent service 
in administering the wants of the pub- 
lic, a service that is beyond reproach 
and with the personal attention in the 
field of business that one has come to 
expect in other activities of life was 
pointed out in an address before the 
Kiwanis Club by William Pidgeon, Jr., 
former president of the New York State 
Retail Shoe Dealers’ Association, as a 
means of meeting the demands that the 
world is making of business to-day. 


Must Come Closer Together 


He laid stress on the fact that no 
longer are men living in isolation, but 
are coming together as fast as they can 
in answer to the call of industry, and 
characterized business not as a thing 
of merchandise, but of the human emo- 
tions in the highest and happiest sense. 

Mr. Pidgeon said in part: 

“The new spirit which is being born to-day de- 
mands that the business man cease to be a mere 
sponge to get the dollars. Unless we can weigh 
the human element and place it in the foreground 
of our business we will become more and more 
prutal, coarse and hard, and our finer sensibilities 
will be dulled and atrophied. 

Every day the business man sees the flood of the 





WILLIAM PIDGEON, Jr. 


great human tide coming and going, 
and if he cannot find a source of in- 
spiration and joy in serving mankind, 
then there is something the matter 
either with his own inner being or with 
his business, for he has an excellent 
opportunity to establish an intimate re- 
lationship with the human element in 
life, and especially is he in a position 
to understand and to alleviate the trials, 
the sorrows and the grievances of the 
weaker strata society. When business 
fails to recognize the fact it becomes a 
dead encysted thing. It is like a home 
without love, like a steak without salt, 
or like a school whose only impelling 
force is cruelty and discipline. 


World Needs More Fairness 


“There is one thing which we need to 
learn and then practice. I refer to the spirit of 
human fairness. Our greatest aim in life ought to 
be to leave behind us some element and some seg- 
ment that will help to calm the troublous seas of 
business and commerce. And we ought not to ap- 
proach this task as sentimentalists, but rather as 
the red-blooded he-men. When a spirit of democ- 
racy and human kindness shall have been brought 
into the church, the home and the school, mankind 
will see an advance in the world’s progress. 
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Emotion in Advertising 


From an Address Delivered before the New York 
Shoe Retailers’ Association 


By JAMES WALLEN 


Promise is the essence of advertising. To my mind, 
the greatest advertisement ever written is the 23rd 
Psalm. My first claim is that it is the most satisfy- 
ing. My second consists of the fact that with this 
psalm you convince yourself, and to sell one’s self is 
a great deal more difficult than to convince the other 
fellow. I take it that you know the 23rd Psalm. 


“The Lord is my Shepherd; I shall not want. 


He maketh me to lie down in green pastures: 
He leadeth me beside the still waters. 


He restoreth my soul: He leadeth me in the paths of 
righteousness for His name’s sake. 


Yea, though I walk through the valley of the shadow 
of death, I will fear no evil: for Thou art with 
me; Thy rod and Thy staff they comfort me. 


Thou preparest a table before me in the presence of 
mine enemies: Thou annointest my head with 
oil; my cup runneth over. 


Surely, goodness and mercy shall follow me all the 
days of my life; and I will dwell in the house of 
the Lord for ever.” 


This psalm is all promise. It is undiluted emotion. 
It gives no reasons why and yet, as Henry Ward 
Beecher said, “It has charmed more griefs to rest than 
all of the philosophy of the world.” Most of the great 
consolations of the human heart do not particularize. 

Let us remember that man does not live by the 
bread of reason alone. He lives partly by the inspi- 
rational word. We speak of pictures as a power. 
They are not nearly so potent as a few words of con- 
solation that have gone down the ages. “Surely good- 
ness and mercy shall follow me all the days of my life.” 
The mere affirmation couched in the language of faith 
without a shred of explanation suffices all of the needs 
of the average heart and mind. Now, here is the great 
secret of emotional writing. There is reason back of 
it but the machinery is not revealed. The author finds 
that his thought is logical—that it analyzes, so he pre- 
sents it. It is not necessary to print the formula on 
the glass of wine nor count the molecules in the pearl. 
I am conscious of reasoning about emotion now, and 
in so doing I open myself more to debate than if I 
wrote a song instead of a lecture. 

in advertising copy, we went through several stages 
from the card style to “reason why,” from “reason 
why” to more or less exact description. Now the emo- 
tional appeal seems to be in high favor. It seems to 
me that it will remain, for as Victor Hugo said, “Emo- 
tion is always new.” There will be no need of chang- 
ing, for we have struck the well of human feeling 
which never runs dry. 

Our fascinating friend of the Atlantic Monthly 
says: “In selling tea, we are not concerned with ugly, 
shriveled leaves which color hot water a yellowish 


brown, but with a cozy fire, the silver tea set, the mem- 
ory of a lovely woman, a thousand rich and beautiful 
experiences, haunting pictures of Japanese hillsides 
and sunshine.” Remember that emotion is not ever 
violent. It does not always pulse with passion nor 
burn with fervor. It has the haunting quality of ro- 
mance and may be induced by a mere word. The mas- 
ter of English may intensify the feeling that under- 
lies an entire sentence. 

I would refer you for example and guidance to the 
writers of novels rather than of advertising of the 
present for examples as to what advertising will be 
in the future. If I were called upon to prepare copy 
for a hotel, I would read Arnold Bennett’s praise of 
the American hotel: 


“The great American hotel is a wondrous haven for 
the European who in Europe has only tasted comfort 
in his dreams. The calm orderliness of the bedroom 
floors, the adequacy of wardrobes and lamps, the reck- 
less profusion of clean linen, that charming notice 
which one finds under one’s door in the morning: 
‘You were called at seven-thirty, and answered’; the 
fundamental principle that a bedroom without a bath- 
room is not a bedroom, the magic laundry which re- 
turns your effects duly starched in eight hours, the 
bells which are answered immediately, the thickness of 
the walls, the radiator in the elevator shaft, the celes- 
tial invention of the floor clerk—I could catalogue the 
civilizing features of the American hotel for pages. 
But the great American hotel is a classic, and ‘o 
praise it may seem inept.” 


Now, what are the words that make this passage 
alluring? “Haven,” “reckless profusion,” “magic laun- 
dry,” “celestial invention,” “classic,” are words 
charged more with emotion than logic. Ask any hotel 
proprietor, for instance, if he does allow a “reckless 
profusion of clean linen.” 

Read John Galsworthy’s description of a pair of 
pumps in his story, “Quality”: 

“Besides, they were too beautiful—the pair of 
pumps, so inexpressibly slim, the patent leathers with 
cloth tops, making water come into one’s mouth; the 
tall brown riding boots with marvelous sooty glow, 
as if, though new, they had been worn a hundred years. 
Those pairs could only have been made by one who 
saw before him the Soul of the Boot—so truly were 
they prototypes incarnating the very spirit of all foot- 
gear.” 


Here again some rather illogical groupings of words 
give vitality to the description—“inexpressibly slim,” 
“marvelous sooty glow.” 

No writer on interior decoration listing facts, meas- 
urements and details could so comprehensively describe 
a room as Frank Swinnerton with a few simple but 
eloquent phrases has done with the dining salon of 2 
yacht in his novel, “Nocturne”: 


(Continued on page 79) 
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Tailor-Made 


Juvenile Shoes 


Factory Stock Service 


H. H. FREELAND 


Manufacturer 


Established 1896 ROCHESTER, N. Y. 





Catalog on request 
A salesman in every State 








Over a Quarter 
Million and 
Still Going 

Strong 





Are you getting your 
share? 


Already the Jung Arch Brace is giving comfort and support— 
properly applied—to over a quarter million people. The demand 
is stronger than ever. Repair shops, retail stores, foot specialists 
make quick profits on it. Retail price $1.00. 


Let us send you OUR TRIAL OFFER. 


THE JUNG ARCH BRACE CoO. 
Jung Building 
CINCINNATI, OHIO 


'UNGS 


ARCH BRACES 
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ann Feo geese 


Trying to operate a profit paying repair shop with half 
a dozen machines of as many different makes is just 
like trying to assemble an automobile from a Ford 
Chassis, a Buick Body and a Packard Twin Six Engine. 


In the building of an automobile, each part must fit in 
with the next one, and all of them must follow a plan 
or design worked out by competent engineers. 








In equipping a Shoe Repair Shop, or in adding to origi- 
nal equipment, it is best to follow the same practise and 
let all your machines and tools be of some one, depend- 
able make, rather than a haphazard variety which “don’t 
fit.” 


And in selecting that one dependable make of equip- 


| i" : ment that will pay the biggest profits in your shop, it 
Sa. TT 5 is best to be guided by the company with the most ex- 
perience in solving shoe repairmen’s problems. 


= — a Progressive Products, comprising as they do, the most 
comprehensive line of Shoe Repair Shop equipment made 
today, are logically the products on which you can most 
profitably concentrate your purchases. 




















6 Rie F Fl re ‘ 
SUEDE POWDER | 


; CLEANS & RECOLORS 


WHITE SHOES 


EXCEOT wi TE 





LEAVES A VELVETY WmuTE Forage 





Griffin Lotion Cream 


In white, black, light tan, 
oe og yg Bae ge & Havana brown, dark brown, light 


gray and dark gray. 

Her Py Oe that gives a softens and polishes 
leather, Contains no injurious 
Small , Ry Gross. acids, It is to the leather what 

Griffin Suede Powder se cold cream J , a, — 

In the pad bottom tin. Cleans Large sie e210 "60 Gross. 3 oz. re Ty ress. Griffin Peuerwhite 

and restores color and surface in- Cleaner 
stantly, The pad is absolutely For all white shoes except kid. 
effective. In white, chamois, A + cleaner, not a white- 


fawn, field mouse, gray fawn, : 1 was 

dereasn trem. tle, melaee, The Right Shoe Dressings pong Po nr 

dark and gray castor, light olive, $18.00 Gross, $1.55 Doz. 

seal and nigger brown, light, for Summer 5 Size, Neck Box—$21.60 

medium and dark gray, biack, - 2 $1.90 Dos : 
$20.20 Gross, $1.85 Doz. ross, $1, % 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S. A. 
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(Continued from page 77) 


“It seemed, partly because the ceiling was low, to 
be very spacious; the walls and ceiling were of a kind 
of dusky amber hue; a golden brown was everywhere 
the prevailing tint. The tiny curtains, the long settees 
into which one sank, the chairs, the shades of the mel- 
low lights—all were of some variety of this delicate 
golden brown. In the middle of the cabin stood a 
square table; and on the table, arrayed on an exquis- 
itely white table cloth, was laid a wondrous meal. The 
table was laid for two; candles with amber shades 
made silver shine and glasses glitter. Upon a fruit 
stand were peaches and nectarines; upon a tray she 
saw decanters; little dishes crowding the table bore 
mysterious things to eat such as Jenny had never be- 
fore seen. Upon a side table stood other dishes, a tray 
bearing coffee cups and ingredients for the provision 
of coffee, curious silver boxes. Everywhere she saw 
flowers similar to those which had been in the motor 


car. Under her feet was a carpet so thick that she felt . 


her shoes must be hidden in its pile. And over all was 
this air of quiet expectancy which suggested that 
everything awaited her coming.” 

This passage emphasizes one of the truest elements 
in advertising appeal. One does not sell an uphoi- 
stered chair but really the depression made by the 
body as you settle into the chair. It is the effect not 
the medium we are selling. The contributor to the 
Atlantic Monthly says that you do not sell a man the 
tea, but the magic spell which is brewed nowhere else 
but in a teapot. 

What do you buy when you go to an antique dealer 
and acquire a decrepit old chair? Not the sensation 
of comfort which you secure with the upholstered chair 
but an even less material element—that of tradition, 
of bygone association and historical legend. 

Personally, I have found the appeals to sentiment, 
ambition, a sense of luxury, more compelling than 
reams of logic and pointed argument. The most -ef- 
fective advertisement in inquiries and interest in a 
series which I wrote for Berkey & Gay ran as follows: 

“Mary Lamb wrote to her friend, Barbara Bentham, 
saying that her famous brother Charles could not 
write in a room properly furnished. 

“So with loving care she plenished a little study to 
his liking. This is but one of the historic examples 
of the influence of furnishings on mind and soul. 

“It is the mission of Berkey & Gay to make beau- 
tiful, restful and gently inspirational furniture acces- 
sible to the many. 

“Once you become the proud possessor of a piece 
bearing the shop-mark of Berkey & Gay, you will un- 
derstand the abiding sentiment and truth in the 
phrase, ‘furniture for your children’s heirlooms.’ ” 

I was asked, last year, to write the 100th Birthday 
Book of a Buffalo hardware house. I novelized the 
history of the house, entitling it, “From Ox-Cart to 
Aeroplane,” and preluding the story with a foreword 
on “The Drama of Hardware.” I will read you this 
introduction: 


“This is the story of one hundred years of one 
house in the hardware business. A record of achieve- 
ment in the hardware field is, of its very nature, a 
chronicle of the progress of mankind. 

“One might not look for romance in the sombre 
aisles of the hardware storehouse. Reflect that the 
flinty word ‘hardware’ symbols the heroic in man. 
Hardware comprises the ax, the saw, the millstone and 
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the ammunition with which our fathers braved the 
unknown wilds, wresting from the soil and the forest 
the means of life and civilization. 

“The sturdy early American hardware merchants 
naturally conducted their business after the English 
fashion. It was the Romans who developed English 
iron-working. In the Forest of Dean, forges and tools, 
along with Roman coin, were unearthed. 

“The ironmongers of England were regarded with 
great respect. They formed their guild in 1462. It 
was with this wealth of accumulated knowledge that 
the American hardware merchant commenced business 
in the days of colonization. American hardware stores, 
therefore, were never rudely primitive. Today they 
are the finest in the world. By 1800 the Atlantic sea- 
port towns were well supplied with dependable but sim- 
ple hardware. Seth Thomas was producing the early 
examples of his celebrated clocks. John Jacob Astor 
was buying tools and other hardware in great quan- 
tities. A few years later Jonas Chickering made his 
first piano. 

“In 1818 the farthest west hardware store was es- 
tablished in Buffalo by George and Thaddeus Weed. 
In a wilderness village they courageously planted a 
well-stocked store. Their contribution to the corner- 
stone of the future metropolis on the Niagara frontier 
cannot be measured in words. They heartened the 
early settler, lightened his labors and protected his 
very life against the treachery of the savage. 

“It is of such stuff as gunpowder, plowshares, two- 
men saws and logging chains that the refinements of 
life are born. Before silks and silver was stone and 
iron. The Weeds, then and now, bore the title of 
‘hardware men’ proudly, for it implies civilization- 
builder. Now, then, for their story.” 

Then followed the eventful but faithful history of 
this house under chapter headings of “At the Sign of 
the Millsaw,” “Gleams of Romance,” “The Middle 
Years,” “Years of Achievement,” and “Rounding Out 
the Century.” It is the judgment of Mr. Crew of the 
Sterling & Welch Co., that where furniture, art ob- 
jects or rugs possess historic and artistic interest be- 
yond their intrinsic worth, these data have value to the 
readers of the store’s announcements. This is the mo- 
tive behind many Sterling & Welch advertisements, of 
which the following is an example: 


“BRIDAL GIFT RUGS 


“You may wish the bride a path of roses, but make 
it an Oriental rug. 

“The Chinese weave wedding symbols into their 
rugs—the dragon and phenix represent the newly 
married pair. The three abundances are: the duck for 
conjugal affection, the goose for domestic felicity and 
the gourd for happiness. 

“The Sterling & Welch Rug Department has gener- 
ous exhibits of Mongol, Persian, Arabian, Turkoman 
and rugs belonging to other Oriental divisions, at 
prices which make them available for wedding gifts.” 


In the skilled advertising writer there is much of 
the historian, a good bit of the biographer, some of 
the scientist, an alloy of the philosopher and more than 
an atom of the economist. In short, he is an editori:l 
writer crossed by a tendency to produce a wholesome 
story. 

The skilled advertising writer, even though he is 
keen on readability, consorts on good terms with truth. 
(Continued on page 81) 
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REPCO—+the enamel your patrons demand 


Repco is a popular, easy-selling brand 
of heel and edge enamel. 
Your customers like it because 


It is easily applied—a brush with 
every bottle. 


It clings evenly to the surface—it 
does not rub off. 


It keeps their shoes looking trim 

and new and stylish. 
Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
gray, champagne and Havana brown. 
For sale by shoe findings jobbers. 
Make sure of a prompt delivery: or- 
der some Repco today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 








Practical — Compact — Economical 
For Footwear Displays 


Double Palm Shoe 
Stand No. 7 


Base 3% inches plain. 
Standard wire, not extensible. 
12 inches to top of bar. Cross 
bar, 4% inches long. 2 Palm 
shoe holders, adjustable on 
cross bar to any angle. 


Palm Shoe Stand No, 2 


Standard, % inch. Wire 
extension extensible 9 to 15 
inches and 15 to 27 inches. 
Plain 5-inch base. Hinged 
palm shoe holder at top. 


Single Dainty Shoe 
Stands No. 3 <> 


Plain base, 2% 
inches _ diameter. 
Wire standard and 
top bars. 


No. 2 
— — 
No. 403D _ 


Made of 1% -in. 
material, 4% inches 
high, 3% in. A Base, 
No, 3 felted. No. 403 D 


J. R. PALMENBERG’S SONS, Inc. 


Established 1852 


63-65 W. 36th St., New York 
BOSTON CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson Blvd. 108 W. Baltimore St. 





No. 7 





“The Fabric Tip That 
Can’t Come Off” 


HERE are good profits 

for you in Nufashond 
Fabric Tipped Shoe Lacers— 
one pair sells another. 


Made flat, tubular and cord, 
in all colors and in sizes to fit 
all shoes. 


Excellent selling helps and 
display cards furnished. 


Ask your jobber for samples 
and prices. 


Woeshond, 


Reading, Pa. 





— 











THE FABRIC TIP-IT CAN'T COME-OFF 
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(Continued from page 79) 


On this point I quote you Clayton Hamilton with re- 
gard to where the novelist stands in relation to truth: 


“It is only in the vocabulary of very careless thinkers 
that the words ‘truth’ and ‘fiction’ are regarded as 
antithetic. A genuine antithesis subsists between the 
words ‘fact’ and ‘fiction’; but fact and truth are not 
synonymous. 

“The novelist forsakes the realm of fact in order 
that he may better tell the truth, and lures the reader 
away from actualities in order to present him with 
realities.” 


I think I can illustrate Mr. Hamilton’s point graphi- 
cally: A mattress is a very definite piece of furniture 
to the average mind. The makers of the Sealy call 
their mattress “a pillow for the body.” It requires a 
lift of the mind from actuality to visualize what this 
mattress really is. 

For popular interest and affection I will stake soft, 
winsome Mary Pickford against all of the Dr. Mary 
Walkers in the world, useful as these women may be. 
Mary Pickford represents emotion intelligently di- 
rected. Mary Walker was intellect without the graces 
or arts. 

Even, as Mr. Mears has proved, motor cars, things of 
steel, rubber, leather and other unyielding materials 
may be sold through the sense of luxury and refine- 
ment. When it is necessary to show in an advertising 
illustration the interior of a foundry, an artist like 
Everett Shinn puts the wonderful miracle of industry 
into the picture rather than the hardships of labor as 
George Bellows might do. Persuasion is born of 
pleasant association. 

Now just a word of warning on humanizing copy. 
Next to being half-baked, the most serious thing that 
can happen to a roast is to be over-done. Someone 
has warned, “Don’t get humaner than life,” like some 
of the underwear advertisements which exhibit all of 
the members of a family in the drawing room in neg- 
ligee. Or the ads of a certain silverware in which 
language is used that only two people could possibly 
understand, the secret code of a single pair of lovers. 
Do not partake of the qualities of Joe Mitchell Chap- 
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ple’s “Heart Throbs,” for while mellow may mean 
ripe, it may also imply a further stage in the life of 
the choicest verbal pippin. 

Do not strain too far for effect. George H. Daniels, 
the famous general passenger agent of the New York 
Central Railroad, used to employ the simile, “Like the 
dreams of fair women are the cars on the Twentieth 
Century Limited.” I suppose that Mr. Daniels’ only 
aim was to provoke a smile. 

There is a certain type of merriment which is fatal 
to your advertisement. There was a girl who pleaded 
in the divorce court that she had taught the complain- 
ant in the case “not to use bay rum.” This reform 
was her major argument for consideration. Doubtless 
she had rendered a great service, but she could not 
alter the judge’s decision, for she had made him 
laugh right heartily. There are products and media 
which lend themselves to humor, but they are few and 
caution is wisdom. 

Let me quote you a practical rule laid down by Sir 
Arthur Quiller-Couch to the students of Cambridge 
University : 

“Whenever you feel an impulse to perpetrate a piece 
of exceptionally fine writing, obey it—whole-heartedly 
—and delete it before sending your manuscript to 
press. Murder your darlings.” 

There are just five points that I desire to urge upon 
you: 

First: That emotion or feeling is a most vital fea- 
ture in advertising copy. 

Second: That to secure it use the methods of the 
novelist; study the ways of the fictioneer. 

Third: Reserve is the guardian of true emotion. As 
Elbert Hubbard said: “Pack your pauses with emo- 
tion.” Pauses are simply a leaving out. In being 
emotional also be reasonable. For commonsense is 
the mentor of sentiment. 

Fourth: Base your romance on facts. Know every- 
thing the shop, the store and the books can tell you 
about your wares. Create an atmosphere of authen- 
ticity. Surround your products with the aura of great- 
ness. 

Fifth: Memorize the 23rd Psalm for the good of 
your art as well as your heart. 








SURPLUS ARMY SHOES SOLD 


Fourteen Bidders Divide 260,000 Pairs Among Them 
—Prices Range From $1.45 to $2.51 


Washington, Aug. 22.—Fourteen firms which sub- 
mitted bids to the War Department obtained their 
share of 260,000 pairs of shoes with or without hobs 
at prices ranging from $1.45 per pair to $2.51 per 
pair. The shoes are located at 21 army posts 
throughout the country and were sold by the Surplus 
Property Branch of the Quartermaster General De- 
partment. The successful bidders were: 

Charles Levinsohn, Belmar, N. J.; Irving Drucker, 
238 East 59th Street, New York City; Hyman P. Fro- 
man, 291 Broadway, New York City; S. Berkenstein, 
Philadelphia; Parks-Belk Co., Concord, N. C.; Simon 
Blum, 684 Broadway, New York City; Georgia Whole- 
sale Co., Jackson, Ga.; Ralph Penninger, Mt. View, 
Mo.; H. & L. Epstein, St. Louis, Mo.; U. S. Distribu- 
tion Co., Louisville, Ky.; L. C. Boone, Orangeburg, 
S. C.; Barney Gorsberg, St. Louis, Mo.; M. Hirsh, 
Nashville, Tenn.: Southern Auction Sales Co., Louis- 
ville, Ky.; Star Trading Co., Asbury Park, N. J. 


STRAP SPATS THE LATEST 


Novelty strap spats are now appearing on the 
market. These spats come in a variety of colors and 
are made in both 
kersey and 
satin. They are 
provided with 
an adjustable 
slide buckle 
which makes it 
possible to fit 
them perfectly 
to the ankle 
without the ne- 
cessity of shift- 
ing buttons or 
buckles. They 
may, however, be had with button or harness 
vuckle fasteners if preferred. The spats are made 
in one, two, three or four strap patterns. Those 
shown were selected from the line of the Kingman 
Overgaiter Co. of Stoughton, Mass. 
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Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
Women’s or Men’s 27 in. per gro. Laces $2.00 
” ” ee 2.20 


Men’s 36 in. per gro. Laces $2.50 
pe ee ding - 2.70 


Women’s or ss 45“ a - 7 2.90 
“ “ “ “6+ -« ry “ 3.30 


Women’s 63 in. per gro. Laces $3.70 
” a oe. i 4.10 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DIS’'LAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 


{ 























— Here is a Sales 

ED and Profit pro- 

BUY OR RENT a ducer for your 

He | children’s shoe 
| department. 


ELLIOTT STUDY THE 
PRICES 


Examine the 


BUTTON ATTACHING | | Sam pian a 


send us your 


METALLIC FASTENER ‘ soll -deadiew. 


This is a humdinger—but 
you should see the rest of 


MACHINE A REAL WATERPROOF 


SHOE FOR SCHOOL WEAR 


Storm Blucher—Chocolate Elk s, solid oak 
STANDARD OF THE WORLD t colat ‘<—o vont aoe 


outsole, waterproof slipsole. 


STITCHDOWN. 


Sizes 5-8. .......00+$1.90 
; , an 3) eee $2.15 \ The two a a have 
Thirty-two Years’ Continuous Service “ WIMHm-2 ...e. $2.40 een eee 


Note:—If they bear the trade-mark bottom stamp, shown 
above, we repair them for your customers at cost. 


Consult Any Shoe Findings’ Jobber. 7 
The Community Shoe Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 
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Car a Good 


Rar Yourself” 


nited. Fast ColoPEyelet Co. 


a 
— 
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ES ivenile Masterpieces 


| 
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ERCHANTS who stock Juvenile Shoe 

System Shoes for the coming Fall 
trade will dominate the children’s shoe 
trade of their vicinity. There is no better 
asset in the children’s shoe department. 
Pattern No. 40 (as illustrated) is but one 
of the many desirable numbers in the 
“Juvenile” Line. 
This shoe is constructed of genuine calfskin and 
top grade kid with Oak Soles and all leather inner- 
soles, counters and heels. “Redline-in” lining and 
Genuine Goodyear stitched. 


BLACK KID, MAHOGANY CALF, BLACK 


} 


12-2 Heel 

814-11% Spring Heel 

5-8 Spring Heel 

2-5 Spring Heel 

Distributed Under the Following Brands: 
Kewpie Twins Little Wizard 
Punch & Judy Kute Kix 
Little Jack Horner Play House 
Fairy Tale Juvenile 


Sold by Our Distributors at Factory Prices. 


fearrmetiaires ages ee 


Write or Wire for Nearest Shipping Point. 


THE JUVEN COROPOBTION 


Factories 
Carthage, Missouri. Aurora, Missouri 


“The Quality Is Higher Than the Price” 
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Feeling of Optimism Prevails In 
East and South 


Merchants Translating Their Confidence Into Buying and 
Factories, Consequently, Are Busier—Clearance Sales 
the Rule in Retail Circles, Although New York Is 


EPORTS recently received from 

RECORDER correspondents in the 

manufacturing and retail cen- 
ters of the East and South indicate a 
more general feeling of confidence in 
the immediate future of the shoe in- 
dustry than has been the case for sev- 
eral weeks. On the part of the retail 
shoe merchant this confidence has ex- 
pressed itself in action. In the aggre- 
gate a large volume of business has 
been placed with the various factories 
and the manufacturers have backed 
up their feeling of confidence by addi- 
tions to their in-stock departments and 
by filling those departments with foot- 
wear which will be needed later in the 
Fall season. 


Southern Crops Good 


Particularly significant are the re- 
ports from the South, where crop con- 
ditions appear to be good and where 
the decreased cotton acreage is con- 
strued as a bull argument—insuring 
a ready market for the entire crop at 
prices which will show a profit. The 
Atlanta Chamber of Commerce has 
completed a survey of conditions in 
Georgia which may be taken as fairly 


FALL SEASON BEGINS 


Prominent Stores Have Impressive 
Window Displays—Retail Prices 
Lower 


With cooler weather and the for- 
mal opening of the fall season, the 
third week in August dawned with 
considerable brightness for the New 
York retail trade. Clearance sales of 
summer shoes are still in full swing, 
but consumers have commenced to 
display an interest in fall footwear 
that indicates a good business that is 
expected to develop within a month. 

Already some of the new fall shoes 
have been purchased by the public in 
fair quantities, particularly in black 
two-strap calf and kid pumps, to ac- 
company the black Canton crepe 
dresses that have been ushered in for 
early fall wear, and are being seen 
on the streets in increasing numbers. 
The strong vogue for black in ap- 
parel, according to shoe men, has 








Also Showing Fall Footwear, Mostly Black 





indicative of conditions throughout the 
South and reports that a definite 


change for the better has come and ~ 


that prospects for a good business in 
practically all lines are better to-day 
than at any time since the end of the 
war. Retail business, says this report, 
shows considerable improvement. 


Clearances in New England 


Jumping from there to New Eng- 
land, we find that activities in the re- 
tail trade are confined largely to clear- 
ance sales and that, with a few excep- 
tions, no move has yet been made in 
the direction of acquainting the public 
with Fall styles or prices. In the 
southern part of New England, despite 
industrial conditions, there has ‘been 
a decided improvement in retail busi- 
ness. 

Manufacturers in New England are 
doing a fair business, but at this writ- 
ing feel that the style situation is not 
entirely clarified. 

Some of the Haverhill firms, many 
of whom until recently have sold their 
entire output to wholesalers, now are 
planning to sell direct to the mer- 
chant, and are installing in-stock de- 
pastments to take care of the fill-in 


New York 


helped the shoe trade immeasurably, 
as the women of the country are not 
supplied with black shoes to any 
great extent. The run on whites and 
tans during the summer, and the 
changing of styles in footwear to the 
shorter vamps, has made necessary 
the buying of new footwear to go 
with new costumes, and this result is 
already showing up in the early fall 
trade. 


Black Two-Straps Popular 


Cammeyer’s, in their Thirty-fourth 
Street store, broke open the fall sea- 
son this week, with an entire window 
devoted to new fall models, in which 
black two-strap patterns formed the 
principal part. A few doors away, 
Oppenheim, Collins & Company drove 
home the “message of black” with a 
window of black satin one-straps, 
some of them with patent bindings 
and straps, at the price of $7.90 a 
pair. Cammeyer’s prices on new fall 






















business which will develop shortly 
after the Fall season has opened at 
retail. Lynn manufacturers of high 
style footwear are paying close at- 
tention to the mocassin pattern for 
the big city trade. Three or four of 
them have received very sizable or- 
ders. Leather prices remain firm with 
the best demand for top grades. In 
particularly strong demand are the 
Scotch grains in both black and tan. 


Fall Footwear in New York 


New York is the only city in the 
eastern and southern section of the 
country in which the retail merchants 
have used their windows for a show- 
ing of Fall footwear to any extent. 
In the midst of the late summer clear- 
ance sales and without neglecting 
these important adjuncts to merchan- 
dising, they have come out in many 
cases with displays of black footwear 
—the apparently accepted Fall color. 
Satin pumps are being shown at ap- 
proximately $8 in the better grade 
shops. Leather shoes average $10.50 
per pair. At these prices, merchants 
hope to do a volume of business which 
will insure them a good net profit at 
the end of the season. 





footwear ranged around $10 to $11.50 
on shoes displayed in the window. 
Average prices on women’s shoes 
for the coming season, based on shoes 
already in stock, apparently will 
range not much above the $10 mark, 
especially in the department stores. 
Lord & Taylor, for instance, have 
placed a maximum limit of $14.75 in 
their women’s shoe department. 


Shoe Ornaments in Strong Demand 


Shoe ornaments are coming back 
strong. The small buckles, either 
jeweled or cut steel, with steel fringe 
pendants to slip over the straps on 
evening slippers, are selling extreme- 
ly well. Another ornament that looks 
promising is the long narrow buckle 
that completely covers the strap on 
a one-strap pump. Small lover’s 
knots in rhinestones and brilliants to 
go on the top of the vamp of strapped 
evening slippers also have come in. 
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Where to Buy | 


Women’s Shoes 











THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


= In Stock Specialists of 

Y Tae \ Women’s Shoes, Party 
ZO, Sr Slippers and Novelties. 
SS Write for Catalogue 



































uippus. fer tame: 

s ‘or imme- 

finte delivery, made of best material —- 

able in Black, Red, Pink, Blue and 

Order sizes or case as | Prices, Lge) pe 30, 

colors mere tS 1.50. Terms 5% 10 days, 80. 
R SHOE CoO., fiaverhiil, "Mass. 











mented Satin Brocadevand Metal Cloth. 
$250 per pairandup 


b) somiest MGUSTIN CO newyorn. 








BOUDOIRS IN 
STOCK 
Trade Catchers 


THE BAKER SHOE CO. 
Haverhill, Mass. 
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Swiss Footwear Shown by Lord & 
Taylor 


Lord & Taylor made their initial 
fall showing of women’s shoes with a 
large display of Swiss made footwear. 
The shoes, which come in patent 
leather, suede and brown and black 
kid, have high quarters, are deeply 
cut out at the sides, trimmed with 
stitching and contrasting beading and 
have Spanish Louis heels and rounded 
toes. In several, the strap from the 
vamp to cross strap is used to give 
the sandal effect. Some of the three- 
strap models have the straps gath- 
ered close together and fastened 
nearer the ankle than the instep. The 
shoes have attracted considerable fav- 
orable attention, according to B. F. 
Davis, buyer for the department, who 
believes they will be good sellers for 
early fall. 


Patents With Cut-Outs Displayed 


Patent leather strapped pumps with 
cut-out underlays are being promi- 
nently displayed by many of the Fifth 
Avenue retail merchants. Some of 
them have fairly long vamps in con- 
trast to the general showing of short 
vamped shoes. 
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Cousins to Open New Store 


J. & T. Cousins, manufacturers of 
women’s shoes of Brooklyn are add- 
ing another retail store to the two al- 
ready in operation in Philadelphia and 
Brooklyn. The new store is located 
at 17 West Fifty-seventh Street, near 
some of New York’s smartest cos- 
tumers. The new store, which is now 
being decorated and which will be 
formally opened in September, is re- 
plete with exclusive “atmosphere,” 
and incorporates many ideas devel- 
oped by the Cousins firm in its edu- 
cational courses to merchants con- 
ducted a couple of years ago. No 
stock is carried in the front of the 
store, and the usual straight rows of 
chairs have been eliminated. The dec- 
orations are largely draperies and 
tapestries. The new shop is under 
the direction of R. M. Cummings, f>r- 
merly with Best & Company. 


J. M. Perkins with M. J. Frank & Co. 


J. M. Perkins, who was formerly 
connected with J. Einstein of this 
city, has resigned from that position, 
and is with M. J. Frank & Co., 16-19 
West Thirty-ninth Street, New York, 
importers, in charge of their shoe 
fabrics department. 


Haverhill 


ENLARGING IN-STOCK PLANS 


Haverhill Manufacturers Gradually 
Switching from Wholesale to 
Retail Trade 
As a result of business obtained 
from carrying goods in stock at the 
factories several Haverhill shoe manu- 
facturing concerns are planning to 
enlarge the scope of their in-stock ac- 

tivities. 

An example of this policy is the 
case of a concern which has been 
manufacturing women’s shoes in 
Haverhill for 15 years and has always 
sold jobbing trade exclusively. This 
house hase inaugurated a factory in- 
stock department and plans to sell 
direct to the retail trade. 

Conditions are especially favorable 
at the present time for Haverhill 
manufacturers of women’s footwear 
who are carrying an increased num- 
ber of styles in stock. Lasts, pat- 
terns and materials will be on the 
merchants’ “bread and butter list” 
and can be obtained immediately. 
Merchants will rely to a greater ex- 
tent upon Haverhill in-stock depart- 
ments the coming season than ever 
before. In this regard they may be 
assured of being well served. 


Price Lists Fixed for One Year . 

Prices for finishing turn shoes in 
Haverhill factories have been fixed 
for a year beginning May 1, 1921. 
These prices, which affect about 200 


employees, are practically the same 
as those which prevailed for the past 
two years. The Haverhill Shoe 
Manufacturers’ Association, repre- 
senting 60 or more of the large shoe 
manufacturing concerns in this city, 
has adopted these prices, which will 
be generally accepted by other con- 
cerns in Haverhill. 


Styles for Spring 1922 


Haverhill manufacturers and pat- 
tern makers are actively engaged in 
working out their style plans for the 
spring season. Representatives of 
the various concerns will soon be in 
their territories with the new sam- 
ples. Novelties will, as usual, be the 
keynote of Haverhill production. The 
reputation which Haverhill has for 
women’s novelty footwear will be 
maintained in the lines for the spring 
of 1922. 


“Give Styles a Chance” 


A retail shoe merchant visiting 
Haverhill expressed a thought re- 
garding certain conditions of shoe 
merchandising. He said: “The many 
cut price and bargain counter sales 
going on at present indicate lack of 
courage on the part of store proprie- 
tors. I believe that more than half 
of such sales would never be inaugu- 
rated if merchants would give shoe 
styles a chance. We are a bit too 
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ready, provided styles don’t at once 
sell according to expectations, to 
throw them on the bargain counter. 
If instead of doing this we should 
spend some additional money in news- 
paper advertising and window dis- 
plays, these self-same styles could be 
moved out of the store at regular 
prices. Sell what you have and give 
styles a chance, is a money-making 
motto for merchants.” 


New Secretary of Association 


Lewis C. Hulbert is the new secre- 
tary of the Haverhill Manufacturers’ 
Association, succeeding Frederick P. 
Liberty, who recently resigned to go 
into business. Mr. Hulbert has had 


WALKING IN WALK-OVERS 


Pedestrian Starts Long Tramp from 
Boston to Montreal 


Frank P. Cormier of Brockton 
started Aug. 15 on a 360 mile walk 
from Boston to Montreal. This feat 
of pedestrianism is the result of a 
wager with a Brockton friend, Mr. 
Cormier being on the losing end. On 
his long hike Mr. Cormier wears a 
pair of especially designed Walk-Over 
shoes built for hard travel. He has 
an emblem designating that he is 
from Brockton. At cities along the 
route he will visit Walk-Over stores 
and extend greetings from the Brock- 
ton shoe trade. 


New Factory Being Equipped 


The Murphy & Osborn Shoe Com- 
pany is fitting up a factorv in the 
neighboring town of Abington for 
the manufacture of boys’ high grade 
shoes. About 150 pairs a day will be 
made at the beginning. The incor- 
porators of the concern are: James 
W. Murphy, president; Carlton W. 
Osborn, clerk, and John W. Higgins. 
All are residents of Rockland, Mass. 











BOOT AND SHOE RECORDER 








practical experience in the shoe busi- 
ness, having worked in the cutting 
department of Thomas G. Plant Co. 
of Boston and other factories in New 
England. Beginning in November, 
1917, he was assistant secretary of 
the Lynn Shoe Manufacturers’ Asso- 
ciation He was later associated with 
Gregory & Read of Lynn as produc- 
tion manager, until he was engaged 
as secretary of the North Shore 
Shoe Manufacturers’ Association with 
headquarters in Salem, Mass. He 
brings to his new office in Haverhill 
wide experience and marked ability. 
He is thoroughly familiar with fac- 
tory and shoe manufacturing prices, 
which is of importance in connection 
with his new position. 


Brockton 





Although they have been identified 
with the shoe business these men are 
making their initial appearance as 
manufacturers. The corporation is 
capitalized for $50,000. 


Manufacturer on European Trip 


President Harold C. Keith of 
George E. Keith Company, accom- 
panied by Mrs. Keith, also Herbert E. 
Conner of the Keith company, sailed 
Aug. 13 for Europe on the Cunard 
S. S. Carmania. The party will re- 
main abroad two months, during 
which time they will visit the various 
battlefields. Mr. Keith and Mr. Con- 
ner will inspect the Walk-Over stores 
in England, Belgium and France. 


To Increase Factory Capacity 


The Progress Shoe Company, with 
factory on Spark Street, is planning 
to increase its daily output to 25 
dozen pairs. Additional salesmen will 
represent the concern the coming sea- 
son. A new shoe called the “Prog- 
ress,” the upper of which has only 
two pieces, is being produced. 


Rochester 


PREPARING FOR FALL 


Retail Merchants’ Ridding Their 
Shelves of Summer Footwear 


Most of the Rochester shoe mer- 
chants are closing out their stocks of 
white and summer sport footwear té 
make room for fall footwear, and ex- 
tremely low prices are the rule both 
in the downtown and outside stores. 

Gould, Lee & Webster are conduct- 
ing an “Odd pair sale,” in which they 
have grouped their shoes at special 
prices. Women’s footwear is being 
sold at $1.39, $2.69, $3.69, $4.69, $5.69 
and $6.65. Men’s shoes are being sold 





at three prices, $4.69, $7.85 and $9.85. 

Bringley’s Boot Shop is selling all 
its white pumps and oxfords at $4.85, 
and all black, brown and gray age 
and oxfords for $6.85. 


Better Grades Selling—Price Minor 
Consideration 


Although the public in general is 
demanding a cheaper shoe, the better 
class of buyers, or the greatest ma- 
jority of those who always bought the 
good shoes, are still asking for the 
better grades and they seem to hesi- 
tate when given a shoe that is con- 


Where to Buy 


Women’s Shoes 








WOMEN’S McKAY 
Slippers and Boots 
of Character 
HARRISON-LOCKWOOD CO. 
Boston, 100 Lincoln: Street 








Lower Priced 
than the Best, 
Better Quality 
than the Rest ! 
Send fer Catalogue 


MAID-RITE FELT SLIPPER CO.., 
163-169 Livingston St., Brooklyn, ny: = 




















E. A. & M. C. Witherell Ce. 
Manufacturers 


Women’s Turn 
Boots and Slippers 
hill, Mase. 


Boston 
267 Ecsez St. Reom2it 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 


Comforts 
Boots & Slippers 











for the wholesale trade 








Makers of Hand Turn Novelties 

In All Leathers and Satins and 

On All the Latest Lasts, 

Inquiries Promptly An- 
swered 


Samples on Request. 
Felstiner-O’Connell 
Shoe Co., Inc. 


41 Washington St. 
Mass. 








Haverhill, 
Boston Office, 207 Essex St., Room 206 








Phillips-Cram Corp. 
Makers of 

Women’s Turn 
Slippers 

276 River St., Haverhill, Masa, 


Boston Office 
207 Eesex Street 


Where to Buy 





























































































Where to Buy 


Women’s Shoes 








he And GuDpEr 
309-329 JOHNSON ST. 
BROOKLYN, NY 


LL 





Howard & Foster Co. 
Men’s and Women’s Welts 


Address ali Communications to the 
factory at 





Brockton, Mass. 





Makere of Women’s Turn Shoes Specialiaing 
in High Grade Novelties 


NBW YORK 


BOSTON 
D. F, Mellen 189 Lincoln St. 
rnard L, Durgin 


Factory 
over Haverhill, Mass. 101, 





=aHarding Shoe Co., Inc.umy 





WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, and 
production is “hitting on high.’ The high-qual- 
ity standard will be better maintained than ever 


before. 
“* TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 














Where to Buy 


IL Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday ~ 











Where to Buy 


Shoe Illustration 


VOOD & PREG "<i 
HT USTRATIONS 
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siderably lower in price and quality 
than those they have been buying. 
The local stores which have always 
carried the higher grade shoes do not 
seem to have any difficulty in getting 
the regular price for their shoes from 
their regular customers. In a few 
cases, when the customer asks when 
shoes will be reduced, the clerk who 
waits on that customer has been 
thoroughly coached to reply that good 
shoes will never be sold at cheap 
prices, although a cheap shoe of poor 
quality may be obtained at a low 
price. It may be true that prices are 
beginning to descend and are grad- 
ually assuming a lower level, yet on 
the other hand a good shoe at $10 or 
thereabouts is about the cheapest 
commodity for that price today, com- 
paring it with other wearing apparel. 
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Rochester to Have Group Exhibit at 
Convention 

Shoe manufacturers in Rochester 
and the Rochester district have ar- 
ranged for a group display at the 
National Shoe Retailers’ convention. 
The merchants’ committee, led by 
William Pidgeon, Jr., has secured de- 
sirable space for the Rochester manu- 
facturers who are planning to make 
the Rochester display an important 
feature of the show. The following 
concerns have already reserved space 
at Chicago: Burrows Shoe Co.; Car- 
penter Shoe Co., Inc.; C, P. Ford & 
Co.; Imperial Children’s Shoe Corp.; 
Joy, Clark & Nier, Inc.; Leach Shoe 
Co.; The Menihan Co.; Moore-Shafer 
Shoe Mfg. Co.; E. P. Reed & Co.; 
Sherwood Shoe Co., and the Utz & 
Dunn Co. 


Brooklyn 


BUYING SPURT EXPECTED 
Merchants Have Not Purchased Total 
Fall Quotas, Is Belief 

Attention of the Brooklyn manu- 
facturers has been diverted from the 
selling of shoes, to the production end 
of the business. With few exceptions 
the manufacturers report sufficient 
business on their books to carry them 
well into September and some of them 
are well sold into October. The feel- 
ing prevails that another spurt in 
buying is due next month. That the 
retail merchants have not made all 
the purchases they will need for the 
fall season is the general opinion in 
Brooklyn manufacturing circles. Es- 
timates of the percentage of require- 
ments for which merchants have 
placed orders run generally between 
30 and 50 per cent. The department 
stores, it is thought, have been the 
lightest purchasers so far. Some of 
the New York department stores are 
in the market now and are placing 
some orders, but they call for rela- 
tively small amounts of shoes. 


Styles Stabilized at Least “Pro Tem” 

Although the Brooklyn producers 
feel that styles have been stabilized 
at least for the next few months, 
there is some feeling that a new style 
may spring into the market. In gen- 
eral, however, the manufacturers are 
content to let the style situation re- 
main as it is at present, and are 
frowning on any attempts to intro- 
duce anything radically new. Few of 
them have shown anything in the 
way of new patterns since the style 
show in New York in July. A few 
new patterns are scheduled for show- 
ing in December, but as far as can 
be learned they: will show no radical 
changes from the styles already in 
vogue. 


Few Boots Have Been Ordered 
Some uneertainty surrounds the 
boot situation. Except in a few cases 


boots have been ordered exceedingly 
sparingly. If the ankle length skirt 
really develops as an American style, 
and opinion on this is most sharply 
divided, not only among the shoe men, 
but the apparel manufacturers as 
well, and the weather is cold with 
plenty of snow, there will be a de- 
mand for boots that will be extreme- 
ly hard to fill, in the opinion of some 
of the leading shoe manufacturers 
here. At the same time the manufac- 
turers are not urging the placing of 
orders for boots, and are not making 
up boots for stock. Until the style 
and weather situation develops fur- 
ther, this angle of the shoe business, 
it is felt, will be devoid of develop- 
ments. “A demand for boots,” said 
L. C Doremus of the George W. 
Baker Shoe Co., “would find both 
merchants and manufacturers unpre- 
pared. As yet there is nothing defi- 
nite in the situation upon which we 
can do any predicting. So far, it 
looks as if low shoes will have the 
first call at least until real cold 
weather sets in.” 


High Heels by No Means Dead 


Despite the large number of low 
heeled shoes called for in the advance 
orders booked by the Brooklyn pro- 
ducers, the high heels are by no 


‘means dead. At this time sentiment 


in favor of the full Louis and Spanish 
Louis heels appears to be gaining 
ground. “As a matter of artistic 
beauty,” accordring to E. C. Wheeler 
of J. & T. Cousins, the high heel goes 
with the short vamp shoes. “I think 
that more high heeled shoes will be 
sold tnis fall than most merchants 
and manufacturers anticipate at pres- 
ent,” he said. Other manufacturers 
are talking more of the full Louis and 
Spanish I ouis heel than they did a 
month ago, and some of the late or- 
ders call for heels of this type, par- 
ticularly on the patent leather pumps. 
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Lynn 


NEWS OF STYLES 


Patent Leather Prominent—Moccasin 
Toes Are Talk of the Trade 


Patent leather shoes and moccasin 
toe styles are leaders of the moment. 
Many moccasin toes are of patent 
leather. Big city buyers are eager to 
get them. Sally sandals, or sandal- 
ettes, of patent leather continue to 
sell. 

Talk of boots becomes stronger. 
Some manufacturers report good or- 
ders for boots for November delivery. 
Welted oxfords continue among the 
best sellers. A rush of business is 
expected after Labor Day, when buy- 
ers, who have held back their orders, 
will come into the market for the last 
minute novelties. 

Black patent leather shoes seem to 
be here to stay for a while. A little 
later, Lynn manufacturers expect, a 
demand for black suede shoes. Also, 
black calf and black kid shoes are 
selling. 

Lynn manufacturers welcome the 
style of black shoes in one way, for 
they can speed up production on black 
shoes, und speed production is what 
the trade wants these days. But, on 
the other hand, there is a fear that 
buyers will take the fashion of black 
shoes as a return to staples, and that 
would be dangerous, indeed. 





PRODUCTION SPEEDS UP 
Flexible Shoes in 14 Days—A Record 
Time for Sewed Shoes 


Flexible shoes. are made in Lynn 
shops in 14 days after tags are turned 
into cutting rooms. This is seven 
days less than the time given to the 
making of flexible shoes a year ago. 
This time saving in production helps 
merchants to make quick turnovers. 

Flexible shoes are sewed on a 
Model B McKay machine, adjusted to 
six stitches to the inch, which is the 
finest sole stitching ever done in 
Lynn as a regular thing. A_ sock 
lining of split leather is cemented into 
the insole under four tons pressure. 
Also, a McKay welt is sewed to the 
edge of the sole with a Puritan ma- 
chine, using white thread. So the 
completed shoe looks just like a welt. 


MOCCASIN VARIATIONS SEEN 


White Trimmings, Perforations and 
White Welting on Indian Style Shoes 


The Briggs, Hutchison Co. is 
working into variations on moccasin 
toe shoes for big city customers. One 
new pattern provides for a patent 
leather moccasin toe shoe with white 
piping on the toe, white welting on 
the sole, and, also, a white lift in the 
heel. Some of the moccasin tongues 
of patent leather have tiny perfora- 
tions. 

Another moccasin toe shoe will be 


made of black suede leather, with 
patent leather piping on the toe seam. 
All of the moccasin toe shoes made 
by this firm have low military heels. 

The Rialto Shoe Co. is making a 
September shoe of patent leather with 
a moccasin toe. It is made over a 
stage last and has a 16/8 Louis heel. 
This shoe has a blucher pattern quar- 
ter, which fastens with three harness 
buckles. 





Sees Demand for Boots 


For November delivery, the Rialto 
Shoe Co. is making a lot of boots of 
black and brown calf and kid leather. 
“It is reasonable to expect,” observes 
Natt Weiss, “that the winter will be 
seasonably cold, and that boots will 
be wanted. Our recent winter was 
unusually warm. Before that, we had 
the usual cold, or over-shoe winter. 
But in the long run of years we have 
seasonably cold winters and we are 
advising our customers to buy boots 
on that basis.” 





Fitting Soft Toe Shoes 


“It may be,” remarks a Lynn de- 
signer, “that a soft toe shoe can be 
fitted a size smaller than a hard toe 
shoe. There is no box in the soft 
toe, and the box is a third of an inch 
thick, and a third of an inch is a size. 
But if I were fitting shoes, I would 
give the customer the benefit of the 
ample measurements of the soft toe 
shoes, and fit her with the regular 
sizes. She will have more toe room 
and more foot comfort. Besides, 
when it comes to fitting shoes right, 
it pays to stick to regular sizes.” 





Wood Heel Business Dull 


Lynn makers of ‘wood heels say 
that business is a bit dull just now, 
because of the style of low heel shoes, 
such as walking oxfords. However, 
they are quite certain that in the 
quick shifts of fashion the high heel 
style will come back. 


More Moccasin Types Made 


Travers Shoe Co. is making mocca- 
sin toe shoes of patent leather, for im- 
mediate delivery. It makes them with 
welted bottoms and low heels, and it 
pipes some of them with white. For 
winter it is making welted boots of 
black and brown kid and calf leather. 
Most of them have low heels and 
white stitched welted edges. 


New Factory to Be Built 


A seven-story factory of fireproof 
construction is to be built on Blake 
Street, Lynn. It will provide 70,000 
feet of floor space, which will be 
leased to shoe manufacturers. Lynn 
needs more room.. Its shoe industry 
is growing. 
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Straps and Buckles Popular 


Mitchell, Caunt Co. are having 
quite a big run on patent leather 
strap and buckle shoes of patent 
leather, all McKay sewed. 


Putting Boots Into In-Stock 


Williams, Clark & Co. are stocking 
a long line of boots of black calf and 
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black kid leather. Among them are 
“Rest Cure” shoes, in a regular run 
of lengths, and in widths from AA 
to D. H. K. Gardiner Co. is stocking 
for fall the longest line of comfort 
shoes it ever has made. Boots as well 
as low cuts are in stock. They are of 
high grade kidskin with heavy soles, 
bottomed by the hand process. Even 
the heels are nailed by hand. 
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moved to the sixth floor. The change 
will enable the enlargement of the 
men’s department and at the same 
time will provide much additional 
space for the offices of Mr. Marott, 
Arthur Brown, manager; Miss 
Splann, credit manager; L. H. Noble, 
auditor, and S. D. Kingsbury, adver- 
tising manager. The office and studio 
of Max Finley, who has charge of the 
window decorating, has been moved 
from the sixth to the seventh floor. 

The Petot Shoe Company’s newly 
remodeled and enlarged store at 
Washington and Pennsylvania streets 
was formally opened recently. The 
store, which formerly occupied a room 
on Pennsylvania Street, has been en- 
larged so that it now has an entrance 
on Washington Street and also on 
Pennsylvania Street. New fixtures 
have been installed, new stock added, 
a new front has been built and the 
interior has been attractively redeco- 
rated. Mr. L. A. Van Kirk, manager, 
has been showing his new fall goods 
in the Washington Street windows 
and using the Pennsylvania Street 
windows for his clearance sale ex- 
hibits. 

Other Indiana Items 

George Daughrity, the well-known 
retail shoe merchant at Bloomington, 
is in the Bloomington Hospital recov- 
ering from an operation for the re- 
moval of his tonsils. 

Burglars recently broke into Wal- 


ter Swisher’s retail shoe store, First 
and Main streets, Gas City, and car- 
ried away several pairs of shoes and 
a small amount of change. The store 
was entered and robbed in a similar 
way about a year ago. 

Clint W. Dederick has purchased the 
interest of his partner, Allan V. Vis- 
kniski, in the D. & V. Shoe Company’s 
store at Warsaw. Mr. and Mrs. Vis- 
kniski will spend several weeks in 
Illinois, visiting relatives, and then 
will return to Warsaw, where the for- 
mer will enter a new line of business. 

Clara E. Alstader, who has a retail 
shoe store at Huntington, has filed a 
voluntary petition in bankruptcy in 
the United States district court at In- 
dianapolis. She lists her assets at 


_ $1,212 and her liabilities are given 


as $5,868.60. A receiver probably will 
be appointed to take charge of the 
store in a few days. 

The Hellerman shoe store, which for 
twenty-five years has been one of the 
permanent business places of Ham- 
mond, has gone out of existence, and 
in its place is the Miller shoe store. 
The store was founded by A. Heller- 
man and conducted by him until his 
death, two and a half years ago. 
Since then it has been continued by 
the estate with Leslie Hellerman as 
administrator. It was necessary to 
dispose of the store in order to settle 
the estate and the purchaser was 
Joseph Miller, of Chicago Heights. 


Seattle 


July 25 to 30 the Pacific Northwest 
Merchants’ Convention and Ninth An- 
nual Buyers’ Week were held at the 
Bell Street terminal of the Seattle 
Port Commission. More than 300 Pa- 
cific Northwest manufacturers, job- 
bers and retailers maintained display 
booths at the convention, for which 
the port commission donated 90,000 
sq. ft. of floor space. The expo- 
sition was pronounced eminently suc- 
cessful and one of the most im- 
portant events in recent civic history. 
More than 5000 out-of-town business 
men visited the exhibition; in all, the 
attendance exceeded 100,000 persons. 
As the condition of business is largely 
determined by the mental attitude of 





those who make business, one of the 


‘important things gained by the con- 


vention was stimulation of the spirit 
of optimism, say the promoters. 

Exhibitors included the Washington 
Shoe Manufacturing Co., the Boyd 
Shoe & Rubber Co., Hood Rubber Co., 
manufacturers of rubber soles and 
heels; Universal By-Products Co., man- 
ufacturers of aquatic leather; Judah- 
Simmons Shoe Co., North Coast Shoe 
Co., Victory Rubber Co. and NuSole 
Co., all of Seattle. 

Offices of the Buyers’ Week general 
committee were maintained at the Bell 
Street dock, which was headquarters 
for local business men and their out- 
of-town constituents. General Chair- 
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man Paul T. Kennedy appointed group 
chairmen to look after visitors repre- 
senting the various lines of industry. 
The Butler was named as the official 
hotel for dealers in shoes. 

Thirty-two shoe dealers of the Pa- 
cific Northwest registered at the con- 
vention. They included F. W. Agee 
and wife, of Blaine, Wash.; Parker 
Barrett and wife, Walla Walla, Wash.; 
C. L. Barkow, Monroe, Wash.; J. Cohn 
and wife, Chehalis, Wash.; John Con- 
tenta, Arlington, Wash.; Fred Cussac, 
Issaquah, Wash.; Mrs. F. S. Casebolt, 
Genesee, Ia.; James Contenta, Ar- 
lington, Wash.; O. N. Craig and wife, 
Ellensburg, Wash.; C. F. Davies and 
wife, Olympia, Wash.; H. P. Frank, 
Cle Elum, Wash.; Joseph Franke, Du- 
vall, Wash.; C. O. Hjeld and wife, 
East Stanwood, Wash.; M. Happen- 
zeller and wife, Everett, Wash.; E. A. 
Johnson and wife, Sedro Woolley, 
Wash.; M. Kanarek and wife, Tacoma, 
Wash.; L. E. Karo, Everett; M. 
Kramer and wife, Bellingham, Wash.; 
Ben Lindgren and wife, Benton and 
Seattle, Wash.; D. M. Mason, Friday 
Harbor, Wash.; W. P. Moehring, Sno- 
homish, Wash.; H. F. Moehring, Sno- 
homish, Wash.; Florence Nudelman, 
Portland, Ore.; Mrs. C. H. Olson, Is- 
saquah, Wash.; T. E. Parker, Grand- 
view, Wash.; E. H. Ruden, South Ta- 
coma, Wash.; Sam Rush, Tacoma, 
Wash.; F. J. Schwab, Healdsburg, 
Cal.; J. A. Starr, Bucoda, Wash.; 
Ralph L. Stapp and wife, Anacortes, 
Wash. 


S. B. Asia, head of the Victoria 
Shoe Shops, announced recently that 
the stock of the local Victoria Shoe 
Shop has been purchased by the Brown 
& White Shoe Co., of which C. W. 
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Shively is manager. The Brown & 
White Shoe Co. has a large store at 
Second and University streets. 

A new shoe store has been opened 
by S. Kirshbaum at 1629 Westlake 
Avenue. 

The White Shoe Co., which operates 
a retail store in the Green building, 
recently opened a second store at 1327 
Third Avenue. 


Pacific Northwest 


PALoUuSE, WasH.—H. A. Leusing, 
pioneer shoe dealer of this city, who 
recently disposed of his stock to a 
Portland, Ore., firm, has formed a 
partnership with his brother, Theo- 
dore Leusing, and-opened a shoe store 
in the Shields block. 

PocaATELLO, IpAHO.—Ralph Lewis, 
son of Simon Lewis, pioneer Pocatello 
business man, has opened a shoe store 
on South Main Street, where he will 
specialize in children’s shoes. 

SPOKANE, WaAsH.—On Sept. 1 the 
Ziv Shoe & Clothing Co. will move 
into its new building at E1826 
Sprague Avenue, according to A. J. 
Ziv, president and general manager. 
An enlarged stock will be carried, it 
is announced. 

CoEUuR D’ALENE, IDAHO.—Frank 
Fruechtl, proprietor of the Economy 
Shoe Store, has sold the business to 
S. B. Roseborough. Mr. Fruechtl will 
engage in the building construction 
business, he states. 

TOPPENISH, WASH.—The Buster 
Brown Shoe Store here has been pur- 
chased by C. W. Smith, formerly of 
Everett, Wash. E. J. Hamilton, for- 
mer owner of the store, has returned 
to his old position as road salesman 
for the Brown Shoe Co. of St. Louis. 


Columbus 


The retail merchants of this city 
report a very satisfactory improve- 
ment in business for this month. 
Many sales of fall styles of footwear 
are being made by those who are for- 
tunate enough to have part or all of 
their fall footwear in stock. Mer- 
chants state that the lighter shade of 
tan in the strap effects and the lace 
oxfords, both with the military heel 
and made with welted soles, are going 
good in the women’s footwear de- 
partments. They also state that they 
are making many sales of both these 
styles in lines that carry the rubber 
heel attached. 

The latter part of this month the 
sale of white goods slowed up ap- 
preciably. Many of the merchants 
held month end sales to clean up their 
few remaining sizes in summer foot- 
wear. Browning’s held another of 
their $5 sales on both men’s and 
women’s low cuts, featuring many 
styles and colors in the women’s 
goods. Dunlap Shoe Co. also held a 
sale on their advertised line of men’s 


and women’s shoes at prices that 
quickly cleaned up their remaining 
stocks of spring and summer low cuts. 

Norman S. Mack, who has been as- 
sociated with the A. E. Pitts Co. for 
about seven years, is now in Brook- 
lyn picking out the styles of footwear 
that will be carried in the new shoe 
department of the J. T. Cousins Co., 
which will be located in the MacDon- 
ald Shop, an exclusive ready-to-wear 
shop of women’s apparel at 50 North 
High Street. It is hoped to have the 
fall opening of this department about 
Sept. 15, at which time the many new 
fall styles of Cousins’ footwear will 
be displayed to the buying public of 
this city. 

F. P. Donahue, who has been in the 
retail shoe game in Columbus for the 
past twelve years, the last five of 
which he has been managing the 
women’s department for the John M. 
Caren Co., one of Columbus’ largest 
department stores, has resigned his 
position and accepted the manager- 
ship of the shoe department of Stone 
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& Thomas, Wheeling, W. Va. This 
department carries women’s, misses’ 
and children’s footwear. 

Ed. S. Mechling, who has been as- 
sociated with Mr. Donahue in the shoe 
department of the John M. Caren Co., 
has taken charge of the department. 
Mr. Mechling is well known to the 
buying public of this city and we pre- 
dict every success for him. 
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H. E. Gump, sales manager of 
the C. & E. Shoe Co., gave a very in- 
teresting talk on “Shoe Manufactur- 
ing as an Art,” before the Columbus 
Exchange Club, on Thursday noon, 
Aug. 18, at the Chittenden Hotel. Mr. 
Gump’s talk gave the members of this 
club a clearer understanding of the 
many troubles and disappointments 
of the shoe manufacturer. 


Akron 


The unexpected chill weather which 
inaugurated the month of August put 
a slight damper on retail business of 
all kinds, but more favorable weather 
toward the end of the second week 
produced a change for the better. Sec- 
ond and deeper cuts in prices on sum- 
mer merchandise featured the sales. 
For instance, Shumaker’s offered some 
wonderful bargains in pumps at $2 
the pair. Similar cuts were notice- 
able not only in shoes but also in other 
lines of business, especially in clothing 
and men’s wear. 

There seems to be two altogether 
different opinions about what will be 
good and what won’t be good this 
winter. The stores having a high- 
class trade which will follow the fash- 
ions as they are brought out look for 
oxfords and woolen hose to be the 
craze again this season. Those hav- 
ing more of a family trade point to 
the hard times, and draw the con- 
clusion that the people as a whole 
will buy only necessities, and among 
these only high shoes which will be 
serviceable if not quite in vogue. 

Men’s stores expect to play for dou- 
ble sales this fall. Their idea is to sell 
the customer a pair of oxfords now 
and a pair of high shoes later when 
cold weather strikes. However, some 
declare that even in the worst weather 
many men will stick to the low shoes 
and heavy hose. One thing is certain 


now, the men are buying mainly for 
service and not much at that. They 
are buying better than they were sev- 
eral months ago, but they are still 
behind normalcy. 

The children’s department holds the 
main point of interest among mer- 
chants for the remainder of this month 
and the first part of next. School 
opens immediately after Labor Day, 
the children have been running bare- 
foot all summer, and according to all 
indications are ready to start stock- 
ing up for winter. Developments sug- 
gest that far-sighted parents are al- 
ready hunting bargains for Septem- 
ber wear, for business in the kiddies’ 
departments has increased steadily. 
Some good opportunities for large 
sales in this line are in the offing for 
the live merchant. 

The Wagoner & Marsh Co.’s remod- 
eling is rapidly approaching comple- 
tion. The finishing touches will be 
put on during the next few days and 
a great sale to open the new children’s 
department will follow completion. 

The present month is the dead sea- 
son in rubber footwear departments 
at the rubber factories. According to 
announcements no particular plans 
are being made for fall right now. 
It seems that production managers 
are “laying low” for a few weeks be- 
fore making any predictions. Judging 
from reports a heavy demand for 
goloshes is anticipated this winter. 


Cleveland 


Clearance sales of white shoes are 
still on in full blast in this city, and 
at the same time the first faint touches 
of fall are to be seen. 

The great volume of shoes that are 
being moved in this city is made up of 
the summer models, such as sports 
and white goods in all the different 
designs. 

The white goods season has been a 
long one this year and dealers are ex- 
pecting it to continue right up to the 
first of September. Ordinarily, at this 
time of year one sees some of the 
new fall styles worn on the street, 
but not so at the present time. True, 
some fall goods are displayed in the 
windows, and some purchases have 
been made, yet the goods are being 
held carefully back for the formal ad- 
vent of the new season. 


The season has been reached where 
stiff price reductions have to be made 
in order to move goods that were 
bought for a period that is about to 
end. Shoppers are getting bargains 
that make price recessions in the last 


- two or three years pale in compari- 


son. 

The $4.50 white shoe is now to be 
found without very much trouble. 
And models that sold from $10 to $15 
earlier in the year are now going at 
around $5. The merchants figure that 
it is better to unload them at this 
price than to carry them over until 
another summer rolls around. 

That the Cleveland consumer ap- 
preciates what is being offered in the 
retail shoe stores is evidenced by the 


- fact that many purchase two and three 


pairs of shoes before leaving the 
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store. They are stocking up for next 
year, and if the models they select 
do not last for another year, they can 
still wear the shoes around the house. 

The Stone Shoe Co. is making one 
of the most attractive displays of fall 
footwear that is to be seen in the city. 
The many new notes in fall footwear 
are interestingly displayed in com- 
plete collections. That women greatly 
enjoy this advance exhibit is evi- 
denced by the number of their sex 
who are to be found in front of the 
display windows at any reasonable 
hour of the day. They are busy plan- 
ning their fall wardrobe now and any 
helpful suggestions in the show win- 
dows are greatly appreciated. 

That the advance exhibit of styles 
pays has been forcibly demonstrated 
to the Stone Shoe Co. While they are 
busily engaged in selling white shoes 
they also have enjoyed a good trade 
in the new fall models. 

The store sent out their buyers 
some time ago into the markets, and 
the handsomest models that could be 
found are now to be seen in the show 
window. It is a collection of shoes 
that can not help but catch the at- 
tention of women who are wondering 
what to purchase for their new fall 
wardrobe. The first day of the ex- 
hibit, the sales of both men’s and 
women’s shoes surprised the manage- 
ment. 

And that is the history of every 
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day of the exhibit. The large varieties 
that are offered, the freshness of the 
stock and the advantage of settling 
the bothersome shoe question are baits 
that are hard to resist. 

Low footwear is certain to have 
a big run in this city next fall. Mer- 
chants have been banking on it for a 
long time, and nothing has happened 
since to change their viewpoint on this 
subject. 

Now they are beginning to think 
that low footwear also will have a 
good run through the winter months. 
The goolosh will have to rally to the 
help of the low shoes when the mer- 
cury commences to seek the bottom 
of the thermometer, but one can find 
plenty of merchants here who arg 
backing the low shoes to crowd the 
high ones in the race for popularity. 

Patent leather is going to step back 
into the limelight here after suffering 
an eclipse of several years. There is 
plenty of evidence that the leather 
is going to be popular. For one thing, 
it is to be found on display in every 
show window where they are exhib- 
iting fall styles and the advance sales 
have found it to be strong. Autumn 
brown in tan and brown kid with low 
heels for walking are other models 
that are relied on to be good sellers, 
and dealers are stocking up with them. 

Black satin and the black ooze calf 
with Louis heels are said to be in 
line for a run of popularity. 


Des Moines 


RETAIL BUSINESS FAIR 


Plans Being Made for Iowa State Fair 
Rush 

The usual post season dullness has 
descended on the city of Des Moines, 
according to the report of the shoe 
men. The summer sales have been a 
big success in practically every case, 
and the shelves of the stores are now 
clear for fall stock which is being 
received daily. Fall showings have 
made their appearance in nearly all 
shoes stores and shoe departments. 
Small sales have been recorded in 
most stores in the new fall line, but 
retail business generally is only fair. 

The Iowa State Fair, which comes 
from Aug. 26 to Sept. 2 this year, will 
see the beginning of renewed activity 
in local shoe business. Plans are now 
being laid for especially attractive 
window displays and large newspaper 
advertisements. Much business is ex- 
pected from local people as well as 
from the usual trade of Iowa farmers 
in for the fair. 

Special Price Attractions 

The Crandall Boot Shop advertises 
as its week end headliner in the men’s 
line a straight last model shoe in 
brown veal calf at $5.85. The shoe 
department of Younker Brothers be- 
gan its fall shoe campaign this week 
with twenty new models, all at $10. 


Heggen’s Shoery is offering white in- 
lay pumps at $8.95. The Newark 
Shoe Co. is selling regular $4, $5, $6 
values at $1.98, $2.98, $3.98. Kinney’s 
Shoe Store is making a special of 
women’s and children’s white shoes at 
59 cents per pair. 


Retail Shoe Center Changing 


With the change of the Newark 
Shoe Co. from 724 Walnut Street to 
Seventh and Locust, the shoe center 
of Des Moines is spread out still a 
little more widely over the business 
section of the city. According to the 
daily papers, the removal of this store 
to the Chamberlain Hotel Building 
and the new Wiltsey Brothers shoe 
store opening directly across the 
street, means the change of the busi- 
ness center from Walnut to Locust 
Street. This indicates that the city 
of Des Moines is growing very quick- 
ly, as new stores come more and more 
uptown. The Newark company will 
move about Sept. 1 into their new 
location. 


WALK OVER CUTS PRICES 


Low Prices Bring Tremendous Sales 
Volume 


The most drastic reductions in shoe 
prices was made this week by George 
F. Breck in his Walk Over shoe store. 








[w here toBuy 
Engraving and Printing 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


























ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 











| Where toBuy 


Ballet Slippers 














GYMNASIUM SHOES 
Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 








326 W.MONROE st 
~ CHICAGO 
W% SUMNER SMITH 
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Where to Buy 
Shoe pemnananensl ‘| 

















COLONIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. 





aval 





M. B. MARTINE, Ine. 


Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUOKLES, STRAPS AND 
EVERYTHING IN SHOE OR- 
NAMENTATION, INCLUDING 
BEADING 




















PARISIAN BEADING WORKS 
4@&WALNUT STS., PHILADELPHIA 
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Shoe Patterns 
































EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
essive journal in the world pub- 
ished for the shoe merchant. 
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The entire stock of men’s and women’s 
low cuts were offered at $5. “The 
response to this sale has been excel- 
lent,” said Mr. Breck, “and this has 
been especially true in the men’s line.” 
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The offer has been limited to three 
days, as Mr. Breck believes that his 
entire stock of spring and summer 
low cuts will be about sold in that 
time. 


Milwaukee 


RETAIL TRADE GOOD 


Retail shoe trade this week was of 
good proportions, much interest being 
shown in the new fall styles, which 
are now being pushed energetically by 
all shops. Most stores have com- 
pleted the task of moving left-overs 
of the summer stock, a process that 
has occupied nearly all of this month. 
Attractive price reductions have 
brought good store patronage, which 
has given shops opportunity to talk 
fall styles to a receptive audience. 

The new merchandise has been sell- 
ing since the middle of July, when 
the first deliveries were made to Mil- 
waukee dealers. Pending disposition 
of the summer surplus, however, no 
effort was made until about two weeks 
ago to push the new goods. Cus- 
tomers who are in the habit of scout- 
ing around for the new styles in ad- 
vance of the season have been filling 
their needs to such an extent that 
merchants look for an equal degree of 
interest from the regular run of cus- 
tomers. An active season is assured 
by the early interest, in the opinion 
of representative dealers. 

While the first half of August was 
unusually cool, the change was a wel- 
come one. Intermittent showers also 
served to break up a protracted torrid 
spell. Warm weather has returned, 
as customary during the late part of 
August, and is counted upon to last 
through most of September. The 
changes in the weather were bene- 
ficial to shoe trade, for they induced 
a variety of demand which was ab- 
sent during the long period of extreme 
heat and drouth. 

The coming week is expected to 
prove a stimulation to business, for 
it is State Fair Week. This big agri- 
cultural exposition brings thousands 
of business men and farmers and their 
families to Milwaukee from all parts 
of Wisconsin. Most of the visitors 
take advantage of the opportunity to 
do their metropolitan fall shopping 
while attending the fair. Shoe shops 
will be in gala dress and the entire 
city will be in holiday attire. The 
first real fall showings are being timed 
for State Fair Week, which for Mil- 
waukee people usually marks the 
opening of the new season. 

The male contingent is becoming 
more interested in footwear, accord- 
ing to leading downtown dealers. 
There is much to be desired, however, 
for men’s shoe business has not been 
up to expectations all summer. It 
has been extremely difficult to get 
men away from the staples and while 
dealers did not go in for the fancy 


styles to a large extent, some have 
had to offer them at sharp discounts 
to get rid of them. Business runs 
largely to oxfords, but high shoes are 
again coming into call as cold weather 
approaches. - The men have been buy- 
ing so little all year that it seems 
they must buy liberally soon. 

The T. A. Chapman Co., considered 
the highest class dry goods and de- 
partment store in Milwaukee, con- 
ducted a successful special sale in the 
shoe section at the middle of August, 
when it offered a lot of Laird, Schober 
& Co. women’s pumps, $13 to $16 
values, at a sale price of $9.85. The 
lot consisted of brown Russia calf 
pumps with low heels; brown kid 
pumps with cuban heels, and white 
canvas pumps with baby Louis heels. 

The Stewart Mercantile Co. of River 
Falls, Wis., announces the appoint- 
ment of Gerhard Kulstad as manager 
of its boot and shoe department. Mr. 
Kulstad for several years was con- 
nected with the J. S. Wadsworth shoe 
shop in River Falls. He is succeeded 
by Paul L. Webber. 

The city of Milwaukee has declared 
a half holiday on Thursday afternoon, 
Sept. 1, in honor of Milwaukee Day 
at the Wisconsin State Fair, which is 
held in West Allis, a suburb. Presi- 
dent Walter C. Carlson of the Milwau- 
kee Association of Commerce, has 
asked all business houses and fac- 
tories to close at noon to give em- 
ployees an opportunity to visit the 
fair. Last year on Milwaukee Day 
the attendance was 117,000, while the 
total attendance for the week was 
377,395. 

The Cohn Shoe Store, 305 Main 
Street, Kenosha, Wis., has opened a 
new bargain basement in which it in- 
tends to make disposition of its sur- 
plusage in coming seasons. The en- 
tire basement of the store has been 
remodeled and a large fireproof room 
installed, with an easy stairs leading 
from the main floor. 

Lawrence Jackson, manager of the 


: Economy Shoe Store at Racine Junc- 


tion, the industrial suburb of Racine, 
Wis., has resigned to re-enter the 
manufacturing business as superin- 
tendent of one of the plants of the 
Foote & Schulze Shoe Co. at St. Paul, 
Minn. Herbert Held, who is in charge 
of the Economy shop at Kenosha,, 
Wis., has been transferred to Racine 
Junction to succeed Mr. Jackson. 

The J. Greenebaum Tanning Co. of 
Chicago, which operates a_ large 
branch plant at North Milwaukee, 
Wis., has awarded contracts for the 
construction of a new drying building. 
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of brick and mill construction, 40 x 
120 ft. in size. The rest of the North 
Milwaukee plant is also undergoing 
improvement and enlargement. 

John A. Wilson, chemist for A. F. 
Gallun & Sons Co., a leading Mil- 
waukee tannery concern, will address 
the leather chemistry section of the 
American Chemical Society at its an- 
nual convention at Columbia Univer- 
sity, New York, Sept. 7 and 8. His 
subject will be based on the discussion 
of “how cheaper shoes may be pro- 
duced by changing tanning methods.” 

The Ruthstein Scientific Shoe Co. 
of Racine, Wis., has filed an amend- 
ment to its corporate articles with the 
secretary of state, providing for a 
change in official title to the D. A. 
Brown Shoe Co. 

Merchants of Watertown, Wis., an 
important retail distributing center 
located about fifty miles west of Mil- 
waukee, are planning an _ unusual 
event in the form of a fashion shoe 
and fun festival on Oct. 10, 11, 12 and 
13. The affair is designated as 
“Come On Over,” which implies an 
invitation to everybody within ear- 
shot of Watertown to come to that 
city and make merry for four days, 
at the same time doing fall and win- 
ter shopping. Harry Krier, who di- 
rected the Elks’ Carnival at Water- 
town a year ago, is managing the 
coming event. 

A new retail shoe store is being es- 
tablished in Janesville, Wis., by Ed- 
ward and James Heider, who conduct 
a well known store at Moline, IIl., and 
are extending the scope of their ac- 
tivities. They have leased the ground 
floor of the Yahn Block, 207-209 West 
Milwaukee Street in Janesville, and 
after remodeling it thoroughly will 
install a full complement of new fur- 
nishings and fixtures. 

A feature of the periodical sales 
conference of the F. Mayer Boot & 
Shoe Co. of Milwaukee, held during 
the week ending Aug. 13, was an ex- 
cursion across Lake Michigan to visit 
the company’s branch factory at Lud- 
ington, Mich. The party, consisting 
of seventy-five salesmen and execu- 
tives, made a night trip on the 
steamer Nevada. Breakfast was 
served at the Stearns Hotel, where an 
address of welcome was made by W. 
L. Kunkel, president of the merchants 
and manufacturers’ club. The re- 
sponse was by C. G. Sharp, sales 
manager of the Mayer company. 
George F. Mayer, secretary, also 
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made an address in which he indi- 

, cated that the Ludington factory will 
have a production of 750 pairs a day. 
The payroll at present numbers 109 
workers. 

The Stein & Callen Co., operating 
three stores in Milwaukee dealing 
in men’s furnishings, clothing, boots 
and shoes, hosiery, etc., has incorpo- 
rated its business under the same 
name, with a capital stock of $25,000. 
The incorporators are Morris D. and 
Eva Callen and John H. Gilles. The 
stores are located at 404 National 
Avenue, 3415 North Avenue and 1009 
Kinnickinnie Avenue. 

The commerce course given at the 
Milwaukee branch of the University 
Extension Division, University of 
Wisconsin, during the winter will 
this year be under the direction of 
Arthur E. Swanson, of the Swanson- 
Ogilvie Co., industrial engineers and 
accountants, Chicago. Mr. Swanson 
formerly was a member of the execu- 
tive board of the Firestone Tire & 
Rubber Co., and during the war di- 
rected the bureau of research and sta- 
tistics of the war trade board. He 
also was for some time dean of the 
School of Commerce at Northwestern 
University, Evanston, IIl., and holds 
the degree of Ph. D. in economics and 
business organization from the Uni- 
versity of Illinois. The course, since 
it was instituted about three years 
ago, is considered of exceptional value 
to managers and department heads 
of local stores and other business 
houses. 

At the annual convention of the 
National Harness Manufacturers’ As- 
sociation, held in Milwaukee Aug. 9 
to 12, the following resolution oppos- 
ing a tariff on raw hides was adopted: 

“Whereas, our members have spe- 
cial interest in the proposed tariff on 
raw hides, be is resolved that the as- 
sociation go on record as favoring the 
placing of raw hides on the free list 
instead of putting the proposed 15 
per cent tariff on them; be it further 
resolved that each and every dealer be 
urged to write his representative at 
Washington to oppose any such tariff, 
since it would not help business at the 
present time.” 

John E. Schwanger of Wintersett, 
Iowa, was elected president of the 
association, and J. M. Scherz of Cin- 
cinnati was re-elected secretary. The 
1922 convention will be held in Louis- 
ville, Ky. 


Chicago 


Wholesale Business Improves 

Business generally in the Chicago 
wholesale market has been looking up 
during the past week. A number of 
buyers from out of town have visited 
the market, many of them having 
made substantial purchases. 

Women’s boots have claimed more 


attention than for many months past, 
although the big demand is still on 
low cut footwear. Oxfords seem to 
be gaining a pace over straps in the 
welt sole walking heel variety. In 
this type of footwear medium shades 
of tan and the darker browns are re- 
ceiving the most attention, although 
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kK to Buy 
Children’s Shoes 











Ready to Ship 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shees. 
CONSOLIDATED 
SHOE co. 
Boston, Mass. 
Lancaster, Pa. 











IN-STOCK 
Child *s Flexible 
Teme, elees ltos 

Popular Priced Stitche 
downs, sizes § to 2 
SAMPLES Sent Prepaid 


Goodger-Milow Shoe Co., | 
ROCHESTER NY 
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Miscellaneous 
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Lamb Wool Solee—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Service Trade Builder.” Send for our com- 
plete catalog of : 

The Silverite Co., Mfgrs., 81 High St., Boston 





Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 














Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
~ Boston, Mass., U.S. A. 













SL OD 


Shoe Laces, Shoe Cleaner. ' 


hoe Ribbon 


Send for Catologue To-Day 
—— ne: 
W.E.ELLIS COMPANY | iS, 


HAVERHILL . 








OF EVERY DESCRIPTION 


BF ADED AND METAL 


BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO 


198 MONTAGUE ST BROOKLYN NY. | 
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THE NEW EXCEPTIONAL 
PARIS PUMP 


Mi 
te ~Op 


FITTER 


\\K"" sabead 


1209—Black Kid, Full Louis Turn. < 
1210—Pat. Colt, Full Louis Turn, RY 
AA to C. SS 


ZG 
G $5.50 w 
Y \) 


AE” 


An Early Fall Mitre On the Floor 
Number for a Orders Filled 
Sad, Labor Day ° Upon Receipt 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
@eEOURTH STREET + + PHILADELPHIA 
































aj A Shoe That Will 


=: Create .New Business’’ 
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there is a decided tendency toward 
black. 

In the blacks both plain and 
boarded leathers in calf skins are re- 
ceiving attention, but in the fancier 
types the grain and boarded leathers 
are proving more popular. In the 
colored leathers calf skin is selling 
stronger than kid, the plain leathers 
predominating in plain patterns while 
in fancy patterns grain and boarded 
leathers predominate. 

In the lighter types carrying Louis 
and Baby Louis heels black is the pre- 
vailing color and constitutes probably 
seventy-five to eighty-five per cent of 
sales in this type of footwear. Black 
satin, both plain and beaded, hold 
popular place. Dull kid in beaded ef- 
fects are much in demand. Patent 
leather is rapidly growing in popular- 
ity. All over patent and patents in 
combination with other materials are 
receiving considerable attention. 

Both manufacturers and _ whole- 
salers are experiencing difficulties in 
getting a sufficient quantity of 
beaded footwear. Labor for this class 
of work is apparently scarce and high 
priced. Merchants who placed orders 
for beaded vamp strap pumps have 
already been notified by manufactur- 
ers that deliveries would be slow and 
in some instances they have been told 
that the price on beaded patterns has 
been advanced from fifty cents to a 
dollar a pair. 


Sales Prevail in Retail Stores 


Usually the middle of August sees 
an end of special sales in retail shoe 
stores of the downtown district of 
Chicago. This year, however, sales 
have prevailed throughout the month. 
The white season opened earlier than 
was expected and held the center of 
the stage throughout the greater part 
of May, June and July. Consequently 
every store witnessed the accumula- 
tion of short lots of leather footwear 
which they had expected to sell before 
July 4. That footwear has occupied 
the windows and has been the subject 
matter of the advertising pages of 
the daily papers and the sales stress 
has been thrown behind it in order to 
clean the shelves and have them 
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ready for the arrival of new fall foot- 
wear Sept. 1. 

The Walkover Stores have featured 
$5.85 as a special price. C. H. Flies- 
bac, manager of the Walkover Stores, 
in commenting on business said: “In 
naming special prices we have for- 
gotten all about the cost of the mer- 
chandise. As we saw it, it was 
time to clean house. The people 
were demanding good merchandise at 
reasonable prices.. We must keep in 
touch with the popular demand. While 
the present is a hard time to make 
money it is a good time to build good 
will, create new customers and new 
friends. We are building for the 
future and are looking forward to the 
time when we will be able to cash in 
on what at the present time appears 
to be a loss of profit.” 

O’Connor & Goldberg are featuring 
$7.35 as a special price in both men’s 
and women’s shoes. This is essen- 
tially a clean-up proposition of broken 
lots, but where sizes were badly 
broken new merchandise has been put 
into ‘the sale to keep it moving 
briskly. 


Change in Personnel at I. Miller Store 


Mr. Tannahill, assistant manager 
of the Chicago I. Miller store, has re- 
turned to his former home in New 
York and assumed the management 
of one of the I. Miller stores in that 
city. 

M. F. Long, formerly assistant 
manager of the O’Connor & Goldberg 
Sheridan Road store, has succeeded 
Mr. Tannahill as assistant manager 
of the I. Miller store. 


Edward E. Hessler Makes a Change 


Edward E. Hessler, who for several 
years has represented Commonwealth 
Shoe & Leather Company in parts of 
Michigan and Wisconsin, has become 
associated with Lunn & Sweet of Au- 
burn, Maine, and is representing the 
latter firm in Chicago and vicinity. 
Mr. Hessler formerly traveled Chi- 
cago territory and is well acquainted 
with the local trade. He says Lunn & 
Sweet shoes “cure your toes’ woes. 
They are for the trade that limp in 
and walk out.” 


St. Louis 


Business in Cotton Section Improving 


Salesmanager Jack Martin, of the 
Central Shoe Co., reports increased 
sales from their men traveling the 
cotton states. He attributes this im- 
proved condition to the fact that the 
labor element entering into the har- 
vesting of cotton has been greatly re- 
duced, enabling the planters to market 
their crops more economically than 
they have in the last few seasons. He 
looked for a continued improvement 
from the cotton growing states and 
reports coming from these sections 
are of the most encouraging nature. 


James Clark Have Men on Road with 
Fal! Line 


The salesmen of the James Clark 
Leather Co., after a week’s confer- 
ence, have again taken the road with 
the fall line. Salesmanager Barrie 
states excellent results have been ob- 
tained during the short period the men 
have been in the territory. There has 
been some addition to the sales staff 
both in the shoe line as well as the 
leather and findings division. 

N. E. Perry will travel Ohio and 
have headquarters in Cleveland. C. 
Meyers will sell shoes in Arkansas. 








What 
Constitutes 


a Good 
Shoe? 


Good Materials 

Good Workman- 
ship 

And 

Good Looks 


No matter how good 
looking or well made 
it may be, if the foun- 
dation of the shoe is 
not of the best, it is 
not a good shoe. 


\Build your shoes on 
the solid foundation 
of 

Stock Cak” 

Reg. U. S. Pat. Off. 

Dealers should insist 
on “Rock Oak” soles 
on shoes they buy to 


insure them against 
complaint. 


The “Rock Oak” 
stamp on shoes you 
sell means footwear 
of superior quality 
and isn’t that what 
everybody is clamor- 
ing for—good shoes? 
Will you permit us 
to prove the merits of 
“Rock Oak” to you? 


Write to 
any of our sales 
offices. 


THE 
AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 
ST. LOUIS CHICAGO BOSTON 
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HOUSANDS of dealers, since the recent 

first announcement, have bought this 
Martha Washington $5.00 Limited. Thousands 
of dealers have taken advantage of the un- 
matchably low, stabilized price in a nationally 
known quality. Thousands of dealers have 
accepted and acclaimed this definite answer to 
their present-day merchandising needs. 


Order now. Cash in on the friendships that 
such a leader can build for you. Push a quality 
number that will secure you against com- 
petitive underpricing. Let the price-stamped- 
on-the-sole feature reflect to your customers 
the fair pricing of your entire line. Order now. 
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Trade Price 


















































The Martha Washington $5.00 
Limited is made of genuine calf 
skin. Nota veal, nota kip. The color is rich 
mahagony. 14-8 Cuban heel. Price is stamped 


on the sole. 


No orders filled for less than 24 pairs or multiples of 12 pairs. 
Sizes and widths: Width B, sizes 31% to 8, 4 to 7 and 4 to 9; 
widths C and D, 3 to 8, 4 to 7 and 4 to 9. Order by number 
3009. Price to trade $3.35. 


F. MAYER BOOT AND SHOE CO. 
288 E. Water St., Milwaukee, Wis. 
Factories: Milwaukee, Seattle, Ludington, Mich. 
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No. 26 Russia Calf New Wave Bal, 
Fanei Stitched, Heavy Single Sole. 
“Prize” Last. 

Goodyear Wingfoot Rubber Heel. 


Cocoa Calf Lace Oxford, Pinked and 4 Norwegian Lace Oxford. Pinked 
Perforated, Heavy Single Sole, ‘‘Fells’’ Tip. Perforated. Marne Last. Heavy 
Last. Single Sole. 





SHOES FOR YOUNG MEN 
—AND— 
MEN WHO KEEP YOUNG 











Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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“The King of Jobs”’ 


OFFERS THESE EXCEPTIONAL BARGAINS 
FOR YOUR FALL BUSINESS 
































Number 80 Sizes 6-9, 6-10, 
Men’s Tan Scouts 6-11, 7-11. 
Heavy Leather Sold in 24 Pr. 
Outer Sole Case Lots Only. 
Outside Buck Stay Price $1.45 
Number 76 Sizes 21-7, 3-7, 
Growing Girls Tan 3-8 
814 in. Polish Sold 36 Pr. Case 
Medium English Last Lots Only. 
Price $1.85 
Number 70 


Misses Tan 





Wide Toe, Pony Cut. 











Polish. Number 71 
Sizes 1114-2. Same in Children’s 
Sold 36 Pr. Case Sizes 81-11 
Lots Only. Price $1.45 
Price $1.60 
F.O.B. BOSTON TERMS NET 30 DAYS 


S. Rosenberg & Son 


144 ESSEX STREET 


BOSTON, MASS. 
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“ARNOLD” QUALITY 


Made throughout in the same factory and by the same 
workmen as our famous Glove-Grip line 


READY SEPTEMBER FIFTEENTH 


AUTUAADUANUCULUODUCLADUATOSAUOTVOATAEDOCUETAEIONN Seetacrrdb cute 





MTT 





Stock No. 496 


No. 4 Norwegian Grain Oxford with heavy 
overweight single soles, stitched aloft and around 
broad flange heel. Has wing tip and soft box. 
Made over our Haig last. Same shoe in black, 
stock No. 495. 








~ 


TUT 











Sizes AA and A, 7 to ||. B, 6to 11. C-D-E, 5 to II. 





PRICE IS RIGHT. SEND FOR NEW CATALOGUE AND PRICE LIST. 


M.N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. so 
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TRAVELERS ON PROGRAM 


Play Prominent Part at Meeting of 
California Merchants and Shoe 
Travelers’ Association 


At the recent joint meeting of the 
California Shoe Retailers’ Associa- 
tion and the Shoe Travelers’ Associa- 
tions of California, Waldo M. Oak- 
man of Boston and Charles W. Evans 
of Chicago were among the speakers. 
Mr. Oakman spoke of the possibilities 
and advantages of the union of all 
commercial shoe travelers and out- 
lined the benefits accruing through 
the National Shoe Travelers’ Asso- 
ciation from its early organization to 
the present date. 

Mr. Evans gave a very clear and 
lucid account of the committee of 
which he is chairman, namely, rail- 
roads. Mr. Evans has taken this 
issue throughout the various states 
on his travels and has accomplished 
some wonderful results for the bene- 
fit of the traveling men. Both gen- 
tlemen were heartily received and a 
vote of thanks was extended them 
for their efforts in behalf of all shoe 
traveling men of the N. S. T. A. and 
also for the valuable information 
given to those at the convention. 


OUTING IS HELD 


Cincinnati Association Members 
Gather at Camp on Little Miami 
River 


The Cincinnati Association of Na- 
tional Shoe Travelers held its first 
annual outing Thursday, Aug. 11, at 
the Cincinnati Shoemen’s Association 
camp on the Little Miami River. The 
committee in charge of the affair 
consisted of Chas. W. Jacobs, chair- 
man; Elmer Kokenge, F. J. Weber, 
Wm. Harrison and Edgar Peck. There 
was the usual buffet luncheon made 
more palatable by an abundance of 
liquids. The committee is to be com- 
plimented upon the rare selection of 
the latter. Following an afternoon of 
baseball games, running races and 
various other contests, the winners of 
all of which were given prizes, a large 


and sumptuous chicken dinner was 
served. 


St. Louis Man With Roth 

Charles E. Martin of St. Louis has 
joined the sales force of the Roth 
Shoe Manufacturing Company of 
Cincinnati. Mr. Martin will cover the 
territory of Colorado, Nebraska, Mis- 
souri and Kansas with the Roth line 
this fall. He is a very popular man 
in this territory, having previously 
covered it.for a number of seasons. 
Mr. Martin was formerly with the 
Pedigo Weber Shoe Co. 


Moore Now With J. Albert & Son 

W. C. Moore has accepted a posi- 
tion as salesman with J. Albert & 
Son, Brooklyn, N. Y. Mr. Moore is 
a well qualified authority on ladies’ 
fine shoes and his trade wil] undoubt- 
edly await his coming with the'r 
usual generous orders. 


Joins Sales Staff of Brockton Firm 

Edward Lovell has contracted to 
travel New York, Pennsylvania and 
Ohio for the Diamond Shoe Company 
of Brockton. Mr. Lovell has made 
that section his hunting ground for 
years and the trade has great faith in 
his ability and judgment. 


Has Big Ground Gripper Territory 

The Ground Gripper Corporation of 
Lynn has placed W. J. Goodbar in 
charge of sales in the entire South 
and Southwest. He will give the 
principal cities his personal atten- 
tion, and will, undoubtedly, command 
the interest of his friends in that sec- 
tion. 


Switches to the Barry Line 

F. R. Lundberg, who makes his resi- 
dence in Minneapolis and is a mem- 
ber of the North Western Shoe Trav- 
elers’ Association, was in Boston last 
week to make arrangements with the 
T. D. Barry Co. of Brockton, Mass., 
for the territory of Montana, Wyo- 
ming, Colorado, Nebraska and Iowa. 
Mr. Lundberg has covered these 


other 


with 


states for many years 
lines. 


Fowler Traveling for Cotter 


The .Cotter Shoe Co. has added to 
its selling force F. W. Fowler. a sales- 
man well known to the New England 
trade. Mr. Fowler has traveled this 
section of the country for some years, 
Western Shoes to Invade New Eng- 

land 


The P. Sullivan Company has suc- 
ceeded in securing the services of 
Arthur C. LaBonte of Springfield, 
Mass., to represent them in Maine, 
New Hampshire, Vermont, Rhode 
Island and Connecticut. Mr. LaBonte 
is well known in these New England 
states. 





Another New Sullivan Man 


R. P. Jones of Det.sit has also 
joined the sales forces of the P. Sul- 
livan Company of Cineinnati. He will 
cover part of Michigan, Wisconsin, 
Minnesota and the Dakotas. Mr. 
Jones formerly represented Lunn & 
Sweet and also the Beacon Shoe Co. 
He is a salesman of high caliber and 
is well liked in the trade. 


Selling Jelly-Delaney Shoes 


That the Jelly-Delaney Shoe Co. of 
Lynn, Mass., makers of misses’, chil- 
dren’s and growing girls’ shoes are 
to be well represented this season 
through the larger cities of the Svuth 
and West is very apparent, as tney 
have assigned to that particular sec- 
tion H. P. Goss. Mr. Goss is a thor- 
ough salesman in every respect, hav- 
ing a strong individuality. His apti- 
tude in making friends and retaining 
them is evident from the large num- 
ber he has in all parts of the country. 


Telling With I. Miller 


Irving Telling has been appointed 
a representative for I. Mil'er & Co. 
for the territory including Chicago to 
Denver. He will open an oftice in 
Chicago, and leaves here next week 
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Why some merchants go 


farther than others— 
with no more effort 


Remember when you rode a bike—how easy it was to 
make speed when the sprockets were new, the chain well 
greased and the bearings were bright and oily? 


The result a man gets out of a certain amount of “pump- 
ing” depends a lot on the vehicle he has to work with— 


be it bike or business. 


If you today are trying to push styles in women’s foot- 
wear that you bought six months ago or more, your sell- 
ing job is surely harder than it would have been if you 
had started in with the Red Cross Shoe All Year Selling 
Plan. For, under this modern Plan, you might have 
chosen much later developments in the mode; you could 
be showing today styles that you bought only sixty days 


ago! 

And think how much better chance you’d have to “clean 
up” on your selling before your models lapsed into the 
non-profit class of “also rans.” 


Easier Going with the All Year Selling Plan 


Consider that other “brake” on a merchant’s effort for 
turn-over and profit—too heavy investment in stock. 
The All Year Selling Plan removes it, too. 


You can buy often as conditions warrant; don’t have to 
sink your capital in two heavy purchases half a year 
ahead of your selling. Red Cross Shoe salesmen now 
call on their customers not just twice a year, but fre- 


quently. 
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Naturally it should—and it does—make a vast difference 
whether you handle just “shoes” or the Red Cross Shoe, 
the best-known women’s shoe in America. Striking 
features of this shoe—that it’s “made to fit the foot in 
action” and has the famous “bends with your foot” sole, 
for instance—are so persistently repeated to the women 
of your community throtgh national advertising that 
your selling job is almost half done when those women 


enter your store. 7 


It is important, too, that you can concentrate on this 
broad line, thus getting the help of the All Year Selling 
Plan and the Red Cross Shoe reputation practically 
throughout your women’s stock. 


Is there not right here an answer to the question of why 
some merchants go farther than others on the road to 
success—with no more effort? 


Apply It to Your Business Now 


Perhaps your merchandising system is holding you back. 
Perhaps this modern manufacturer-to-merchant service 
is exactly what you need more than anything else. 


Wouldn’t you like to talk it over with a man who knows 
how this Plan is working out in other stores like yours? 
Then, just tell us you want to see our representative who 
is now in your territory with the latest Red Cross Shoe 
creations. Write—or wire—today. It will not obligate 


you. 


The Krohn-Fechheimer Company 
955 Dandridge St., Cincinnati, Ohio 


No. 17 in a series of advertisements on the “All Year 
Selling Plan.”’ 





TRADE MARK 


“Bends with your foot” 
Trade Mark 
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' TWO BLACK SATIN WINNERS 
| READY TO SHIP | 


at 


















$3.25 


No. B-110 No, B-140 


No. B-110—Black Satin Turn, 1 Strap, No. B-140—Black Satin Turn, 1 Strap, 
me If LXV Heel. RB, C and D. 2% Baby Louis Heel, B, C, D. 2% to 
“gocreth. - eee $3.25 LNA RENO CE OUEGS Akt 83.25 


‘ THEY’ T 
2% 10 days cs ae" 2% 10 days 


HANNAHSONS SHOE CO. 


35 WINGATE ST.. HAVERHILL.MASS., 























Keith's Konqueror 7 Bulletin — 


Suwice—ise want bo emphasize the word for we are fre= 
~~ Raring bs qeoe gervice in heafec (ng Meaoure thio gall 
and Winter. Seven ables of women’s shoee and 

e for men will be carried on the floor for at=once 
ohipment, Catalogue now in preparation. Send 
in your name and addreod te asoure copy. Features 
oxhordo and high cuts. Cll cencihle otyles at oriceo 
the trade i looking kor. 


- “Preston I}. Keith Shoe Co. 


Ns Any 299 “Brcadway, “Room 415 
“Boston, 207 Essex Slreel 


><> = 
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Boys’ 


heel, long inside counter, riveted shank. 


BRENNAN & WHITE SHOE COMPANY, Inc. 


tan or black calf bal, orthopedic last 














Orthopedic Shoes 


for 
Boys and Girls 


Girls’ 


A to E $5.35 
A to E 4.35 


The growing feet of growing boys and girls need 


particular attention. 


Just any last, any pattern of shoe, won’t do. 


Their feet are growing and must have footwear 


built on a nature-shaped last. 


Our high grade orthopedic shoes for boys and 
girls are great business pullers for you and in- 
The children are 
happy—their feet are comfortable—the parents 
are pleased with the appearance and wearing 


variably give satisfaction. 


quality of the shoes. 


Make it your object to feature this orthopedic 


line---you will find it a sure seller. 


High Grade Welts 


31-35 WILSEY ST. 


Growing Girls’. . 
isses’ 


Children’s 






tan or black calf lace boot, orthopedic 
last and heel, long inside counter. 


AAA to D_ $5.75 
A to D 4.85 
Ato D- 4.35 


2% to 8 
beaedue 11% to 2 
. 8% to Il 

















NEWARK, N. J. 
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Women’s’ Cretonne 
Slippers, Turned 
Leather Soles and 
Heels. Colors: Old 
Rose, Copen Blue, 
Lavender. Sizes 3-2. 


$1.00 


TERMS: 
5%—10 Days 
f.o.b. Chicago 


FOR IMM 
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Buying for Cash Enables Us to Offer 


EDIATE DELIVERY 


No. 402—Men’s Superfine qual- 
ity, Mahogany side Bal, Good- 
year Welt, 6 to 11, A, B, C, D. 
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Men’s High-grade Pat- 
ent Oxford, Plain Toe, 
5 to 11, B, C, D. 


$4.25 


TERMS: 


5%—10 Days 
f.o.b. Chicago 


33-35 South Wells Street 


$3.35 


WEIN SHOE COMPANY 


“THE HOUSE OF JOBS” 














COLLINS & STAPLE 





IN STOCK for IMMEDIATE DELIVERY 


Black Satin One Strap on our new 14/8 Junior Louis Heel last, 
with solid sole leather counters and shanks. 


Sizes 214 to 8. Widths A-C. 


PRICE $4.60, LESS 5% 10 DAYS 


HAVERHILL, MASS. 
BOSTON OFFICE, 183 ESSEX ST. R 306 


Address All Communications to the Factory at Haverhill 














CHE J ARGINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District—Adjacent to Theatre Section 


Entrance from Hotel to New York Subway and _ The Restaurants offer a truly McAlpin Service 


co ge Ry worn a Ort4 tn —with Club Breakfasts, Special Luncheons and 
tions, also general Post Office and Railroad Dinners, also a la Carte Service. All at moderate 


Stations at Jersey City. prices. 


PLEASANT ROOMS 600 R ooms 


FRANK E. JAGO, 
FROM $2.50 UP Resident Manag 
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NEW ENGLAND MADE 
STYLEFUL TURN SHOES OF THE BETTER 
—IN STOCK—— 





No. S41 





No, 842 No. 856 No, 841—Skinner’s No. 5404 black 
; > “1: ws r e ? << © cea ~ a ae satin. 1 strap. Heavy turn sole. 
No. 542— Skinner’s pom it No. 850- ——— Black -% Baby Louis heel. Price $5.50. 
black satin 2 strap. 17-6 full one rap. cavy Av aiag > gaa No. 857—Same style in Surpass 
Louis heel. Heavy turn sole. Full Louis heel. Price $5.75. Black kid. 1 strap. Junior Louis 
Price $5.50 . : 4 : heel. Price $5.75. . 
No. 860—Same style in Peter’s No. 8&67—Same_ style made in 


Wht. Reighskin. 1 strap. Full 
Louis heel. Price Aug. 1, $3.00. 


Thayer Foss Co.’s Patent Leather. 
One _ strap. Junior Louis heel. 
Shoe stitched in red. Black gros- 
grain binding. Price $6.00. 


Widths AA 3%2-7 \ 3%-7% § 3-7/2 ial 
Terms—net 10 days 


ALL SHOES FITTED IN GROSGRAIN SILK GALILOONS. 


ELLIS-EDDY COMPANY, Shoemakers HAVERHILL, MASS. 

















OUNG America 


must be served 
both at play and in 
school. 


The Ensign Shoe for 
Boys, Goodyear welt, 
is carefully planned— 
soundly made to fit the 
growing schoolboy 
foot. 


Rapid turnover is the 
ultimate reward to the 
“Ensign’’ merchant. 


The Ensign Shoe Co. 


Belfast, Maine 
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trade. 


Makers of 
Ladies Fine Shoes 


Fourth Avenue and Baltic St. 
BROOKLYN, N. Y. 











VTL 





SANDOTIONNNEET TY ILO DGDOONUUNYGNONANOOONONOGNOOOOGHSOANESSO2S9G0000900000000ONESSENEOOOUOUOOEOUOAUAUUHOOSUAOODUAUUUEUNAgUUU Ad nNEENN 


“The Mode” riding boot is one of the 
“quality” products in our sport line. We 
also make “golf,” “tennis” and sport 
shoes of exclusive design, for the better 


JACOBS & THATCHER CO. 


DUSUAEANA EUAN EATEN ELT 





UAGUTLNN ENN 


No. 600 


CINCINNATI, OHIO 








1-15 | 


| Women’s Genuine Foerderer’s Black 
Vici Kid, one strap, hand turn plump 
soles, 36 pair case lots, 3-8, 4-8, 4-7, 5-8. 


ALTMAN & MINCES 


111 | 


Se 


IN STOCK 


_ 








No. B 266—All Tan Russia Calf, Threc- 
Buckle-Strap Oxford with Tip, 10/8 


SGemd. FR onc ccdsswenchssaabe $5.50 
No. B 267—-Same in All Gun Metal oe. 
MRP EEERTT ere ee ee $5. 





No. B 264—All Tony Red Calf Oxford 
with Tony Red Scotch Grain Tip and 
Foxing, 10/8 Heel. Price........ $5.50 
No. B 262—Same in All Gun Metal with 
Black Scotch Grain Tip and Foxing. 
a errr ee $5.25 


Latest Styles 





in Stock 














No. B 263—All Black Ooze Oxford, Imi- 
tation Tip, 14/8 Heel. Price...... $5.85 


Terms, Net 30 Days 


Joy, Clark & Nier, Inc. 


Rochester, N. Y. 





















’ Easy Reference Directory 











BOSTON, MASS. 












TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Oniform Quality, Cut and 
Sorted to Standards by Ex- 
perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 


Large Capacity—Prompt Service 
MANUFACTURING PLANT: 
90 Wareham Street 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


DISTRIBUTION OFFICES: 


321 Summer Street 
BOSTON, MASS. 











APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
venticationg Children’s shoes 
PATENTED complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action, 


BURKLEY 
SHOE CoO. 
1156 No. Main St. 
Brockton, Mass. 



















Retails, $2, $3.50 









Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 






































Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
832 Summer St. Boston, Mass. 


















SELLERS 


One Strap— 
$1.65 
% heel. 
IN 
STOCK 


Kid Ballets— Gab Boater ts 
Childs’ 8%-11..#1.40 Black .....$1. 
Misses’ 11%-2.. 1.45 Red ------. 1.35 


n 1.40 
Girl’s 2%-7 ... 1.50 Low Heel. Quilted 
Sock. 





ORDERS SHIPPED DAY REOEIVED 
Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 











A WANNALANCIT MOCCASIN 


Attractive, long-wear- 
ing slipper for home 
comfort. Made of 
buck, deer or elk. Sizes 
for men, 
women, chil- 
dren and in- 
fants. Plain 
or Fancy. 











Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
cataldégs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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Stock Styles 
Brogues—Dress Oxfords—Sport Shoes 


Deliveries Right Now 


Stock No. 580—Brogue Last. Gallun’s 26 Brogué o Stock No. 587—Brogue Last. Gallun's 4 HMocwanten 
‘ford. AA, 7 to 11; A and B, 6 to 11; Cand D, 5 Ses a Brogue Oxford. Rawhide Slip Sole. Price. . -$7.00 


Stock No. 693—Brown Cordovan Oxford. Rawhide 
Slip ~~ Sizes and Widths: AA, 7. to I1; A, B, 6 
Ee ces Ley ae rrr ree $7.25 


Sai Fenway Li C. 3. Quteed. 3 geval py om foe 
Sole enway ast. izes and Widths: A. to Stock No. 
383—Smoked Elk Sport Oxford, 

» B, 6 to 11; C, D, 5 to Il. Price........ 96.00 Gallun’s 4 Apron and back stay. Ribbed 

No. stati te C. S. Oxford, Imt. Turn. Fenway “Duflex” Sole and Wedge Heel. Swagger Last. 
5 1 


Last. Sizes and Width: AA, 6% to 11; A, B, 6 to A and B, 7 to I1; C, 6 to 10; D, to 10. 
Ore OG we Oe OR We be cs oc hvindé.dccecnsecd $6.00 i SE OPE LET OEE ES $6.10 net 





The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON : 183 Essex Street. NEW YORK: 651 Marbridge Building. CHICAGO: Room 706, Security Bldg. 
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CARRIED IN STOCK 


Style No. 109—Tony Red Blucher. 
Heavy Single Sole. Clyde Last. 


Style No. 120—Brown Scotch Grain 


Brogue Oxford. White Rubber Slip 
Sole. Heavy Edge. Whiz Last. 


Style 120 


DELIVERIES ON DAY ORDER IS RECEIVED 


Ask for our catalogue 


CIVILIAN SHOE CO. WARD HILL, MASS. 
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CADET LAST 


2036 Boys’ Mah. am Bal Ball 
Strap, 2%-5%, $4.2 
2037 Pvouths’ Mah. Calf Bal Ball 
Strap, 1-2, $4.00. 
= Boys’ “and Youths’ Mah. Side, 
-2, $3.25; 2%-5%4, $3.50. 
2058 Boys’ and Youths’ Mah. Side, 
oes ; a Strap, 1-2, $3.50; 2%-5%. 
_— Boys’ and Youths’ G, M. Side, 
2, $3.25; 2%-5%, $3.50. 
2093 Boys’ and Youths’ G. M. Side, 
Ball Strap, 1-2, $3.50; 2%-5%, 
$3.75. 


In Stock rn 
2030 L. G. and Youths’ Tan - 


No. 2051 Bal, 91-13%, $3.25; 1-2, $3. 
. 20a, OAS, $2205, 
A complete line of the RUBBER HEELS ON EVERY PAIR 2034 1, 


famous 
Side 
° om -13%, $2.75; 1-2, 13.20. 


) NGLISH 
“‘Asborn” aTAStT ENGLISH LAST 
¢ ar af and Te sree. Calf 


, 1-2, $3.75; 24-5 
3 Boys’ a. Youths Gabe. Calf 
nature shaped shoes are "Boy's ana ‘Youths Mah.” Calf 

‘ } Mah, Side 


ready for immediate eo toe 
delivery —order from oe oe ee Se 
“ Boys’ and Youths’ Mah. 


A ‘ Side 

the price list on op- 1 Ball Strap, 1-2, $3.50; 2%-5, 
i ; 2094 B 1 Youths’ G. M. Side 
posite side. A. ; Ral 3 Ball Strap, 12, $3.50; 2%-5, 


De 
All Rubber Heels 

















No. 2035 





564 ATLANTIC AVENUE 


Chipman, Harwood & Co. BOSTON, MASS. 
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Athletic and School Shoes for Your Fall Trade 


HAT are you going to buy this Fall? Your customers will be looking to you 
for shoes for “gym” and indoer athletic wear. 
For school wear, until snow flies, there is no better shoe than the Hood Wurk- 
shu. It is comfortable, good looking, wears well, and you can sell it at the 
price people want now. 
Get in touch with our nearest distributor NOW and be prepared when the de- 
mand starts, for prices are right. 


This Is the Line to Buy 
=HOODP> Forward — Warasi 
Natural duck upper UF KSHU 


specially reinforced. Brown 
leather trimmed. Lace to 
toe pattern Loose duck Bal or Blucher 
lining. Kendex insole. Ex- 
tra thick black suction sole Heavy brown _ mail-bag 
and heel lift and flexible duck upper. Full duck lin- 
shank. Double foxing. ing. Gray tire-tread com- 
Regular last. M and F position sole and tip. Hood 
widths. . patented Pneumatic Heel. 
~ Fibre insole 
> = and_ counter. 
Men's 6-12, Leather sock 
3.15 1 Se lining. 


Boys’ 2-6, ats : “a 
$2.90 ee ee 
Men's Blvcher, Army, Boys’ Bal, Army, one, $2.25 
SECC TST Youths’ Bal, A 
Men's Blucher, Broad. one 
2.5 


Men's Bal, Army, one. 2. Peer «|. 
=HOO6D- Sportshu Men's Bal, Broad, i ’" Spg. HI. 
2.5 1.90 


; ee er are ee rae Tr eee Oe 
White or brown duck up- Boys’ Blucher, y, Child’s Spg. 
per. Leather sport trimmed. p Inst., one 1.65 
Loose lining. Red foxing ‘ ty ee 
and toe cap. Korxole in- - - 
sole. Red corrugated sole =H00B- Gymshu 
Regular last. M and F E P45 ' 
widths. Natural duck _ upper, 
: . : \ specially reinforced. Brown 
Men s - . . = leather trimmed. Loose 
Boys e - 6, é . ’ duck lining. Kendex in- 
" sole. Extra thick black 
rubber suction sole and 
heel lift with flexible shank. 
Double _ foxing. Regular 
last. M and F widths. 
Men's 6-12 $3.15 
Boys’ 2%-6 2.90 


=HOOP- Classmate 
Two colors. White duck = 
upper. Heavy white cor- ae , =HOOD- Athletic 


rugated sole. Black duck 

upper. Black corrugated Two colors. White or brown 

sole. Lace to toe pattern. ; duck upper. Red sport trim- 

Korxole _ insole. Regular : med. Loose lining. Red suc- 

last. One width. i tion _ sole. Double _foxing. 
Rubber Toe _ Cap. Regular 

- 12 - ; last. M and F widths. 

7 5 20 . Men's 
Women's 214-8 Soys 


Men’s 


Little Men's, 
8-10% 1.70 
Women's 2%-8 2.10 


Stock Depots and Wholesale Distributors in Principal Cities. 
If you don’t know our distributors, write us. 


HOOD RUBBER PRODUCTS CO. 


INCORPORATED 
WATERTOWN MASSACHUSETTS 
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THE “STYLE-WISE” ARE DEMANDING 
CATCHY MODES IN BLACK PATENT 


The vogue of black leathers, particularly Patent, 
is in full swing. 


ae a ea 


Right now it is The Thing with which to tempt and 
win the style-seekers. 


Novel and fascinating effects made from 


BLACK DIAMOND 
CHROME PATENT 


oH A f= CEH 


Y 
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have the added advantage of the highest intrinsic 
value. 


ad 
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“Lawrence Leathers Are Reliable Leathers”’ 


ait —ID >> +t 
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A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
MILWAUKEE - ST.LOUIS 
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Style -+ Quality — Bigger Sales 


These SINBAC Oxfords 
Satisfy the Demands of 
Most Exacting Trade 


Every shoeman who buys these high 
quality oxfords has a right to be proud 
of his purchase—satisfied with the 
goodwill and prestige they build for 
him. 


Made of the finest leather to be 
bought, these all solid welts of superior 
quality and finish attract attention 
wherever they are displayed. There's 


Black Calf profit in that interest for you! 


R 5303—13/8 Hl. 3 to 8. $5.35 


Brown Calf Carried in A, B and C widths. 


R 5302—13/8 Hl. 3 to 8...$5.35 


SBC 


rane MARK REG.US- off 
CHICAGO. ILL- 


Gun Metal Calf 
R 5307—9/8 HI. 3 to 8....$5.35 


Brown Calf 
R 5306—9/8 HI. 3 to 8....$5.35 
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(Continued from page 44) 
vide an even factory and distribution run, to avoid 
the low spots causing temporary unemployment of 
labor and the other extreme, the high spots of over- 
production, which are most costly owing to their far- 
reaching and demoralizing effects to consumer, re- 
tailer, wholesaler and factory alike. 
Takes Time to Make Rubber Footwear 

In the rubber shoe industry it requires nine 
months’ time to plan, produce and distribute economi- 
cally the goods required for consumption within a 
space of practically three to four months’ time. 

The rubber shoe industry has been more fortunate 
in 1921 than many other industries, for when we 
came into this depression we had had an under-pro- 
duction on our products for several years, and not- 
withstanding the mild winter of 1920-1921 there are 
not to-day excessive stocks of rubber footwear and 
with the below-normal production for the past sev- 
eral months the leveling up will follow with the ap- 
proaching season. 

In view of the trade and economic conditions pre- 
vailing this year, the retailer has necessarily had 
to restrict his future rubber purchases, the whole- 
saler likewise, and there has been no other alter- 
native for the factory than a restricted production. 
In normal years, as 90 per cent of both canvas and 
rubber footwear is staple, barring unusual local con- 
ditions, there is every good economic reason why the 
factories should have orders placed with them by 
September, October and November for canvas foot- 
wear, and by March, April and May for rubber foot- 
wear, to 60 per cent to 90 per cent of estimated sea- 
son requirements, figured by retailers and wholesal- 
ers on a similar mathematical or quota basis as 
herein outlined. 

The Rules for 1922 

Looking forward to 1922, if we are to individually 

and collectively devote our efforts toward a waste- 


(Continued from page 38) 


fect in the upper left-hand corner is a clever piece 
of cutting and stitching, and students of THE RE- 
CORDER may have noted a similar design on a differ- 
ent pattern illustrated in our columns some months 
ago. The next illustration shows what can be done 
with perforations and a vivid underlay. The piping 
is in the same color as the underlay. 

Much money has been put into the pair of shoes 
worn by Miss Allen in this picture for the bead 
work over the suede is particularly intricate. The 
slippers in the center are of gold brocade with a 
rhinestone necklace effect around the throat of the 
foot. A jewel pendant hangs from the center of the 
strap. On the right in the upper corner is a cloth 
of gold Grecian sandal, jewels being inserted in the 
front line and the whole being piped to harmonize. 
The slipper showing the diamond beaded effect on 
the vamp and quarter is perhaps the handsomest 
shoe of the lot, for beads, cut-outs and a jewel but- 
ton give it a very distinctive appearance. 

We have taken occasion to feature the above high 
styles to point out the fact that only the pioneer 
work in style creation has been so far attempted. 
The possibilities of new and clever leathers, orna- 
ments, stitchings and harmonizing colors are with- 
out limit. 
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less distribution, it is necessary for: 


The retail shoe clerk to study his custom- 
ers needs and wishes to help supply them. 

The retail shoe merchant to study his 
community, business and finances, so as to 
eliminate waste in his purchasing and dis- 
tribution. 

The traveling salesman to study his prod- 
uct and territory so as to eliminate waste 
in traveling and to constructively present 
his proposition without a waste of buyers’ 
time. 

The wholesaler to study his territory and 
plan his buying, selling and financing, to 
place with the factories his requirements 
for an even as possible flow of goods be- 
tween producer and consumer. 

The factory man to study his market for 
an even and economical production with de- 
liveries on time. 

A full co-operation and co-ordination 
with and by the local, State and national 
retail shoe merchants associations, and the 
wholesalers, factory and tanners associa- 
tions, for the purpose of standardization— 
a standardization not to rob footwear of its 
beauty or our trade of its individualism for 
the sake of efficiency, but through simpli- 
fication, the obtaining of larger results in 
return for human material efforts. 


He who serves best profits most. As I see it, we 
are emerging from a period of hesitation and enter- 
ing into a period of more intense competition than 
we have ever seen before, and this period of com- 
petition will differ from some past ones in that it 
will not be a period of destructive price-cutting com- 
petition, but a period of constructive, co-operative 
competition, for the ultimate benefit of the consumer, 
distributor and producer. 









(Continued from page 42) 


has been decided that the stress be laid on this por- 
tion of the annual meeting.” 


Boosting for the Best 


H. A. Ballentine, manager Hanan & Sons’ shoe store 
on Geary Street, has been appointed to represent the 
retail shoe men on the B. B. Committee. This or- 
ganization is composed of San Franciscans in many 
lines of industry, who are “boosting for the best”; 
in other words, telling the world of Central Cali- 
fornia. Hitherto San Franciscans have largely lived 
up to what Bret Harte wrote of San Francisco in the 
early days: “Serene, indifferent of fate, thou sit- 
test at the Western gate.” Los Angeles and the 
South, however, have been pursuing modern adver- 
tising methods for years past, and San Franciscans 
have now awakened to the fact that the old proverb, 
“Good wine needs no bush” has to be modified to 
meet modern day requirements. Mr. Ballentine is 
regarded as an excellent representative for the re- 
tail shoe men on the B. B. Committee. 





The Chinese consul at Trieste has reported to the 
Government arrangements with the Italian Govern- 
ment to hold a Chinese manufacturers’ exhibition at 
Trieste to promote trade relations. 
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Black Satin O > Strap Pump. 


ns . Patent One-Strap Pump, made 
or = on ornament nt ABS. 35 in either High French Wood 
+ sithe high French or~ Heel or Junior Louis at, 
“aun i 4 Wood Heel. a oo 
Thr 


eeks delivery Three weeks deliv 
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Patent Sally Sandal 
a ade in three weeks with Wood Heel 
$5.25, and Leather Heel at 
#4. 60. 


OUR SALESMEN ARE NOW OUT 


with all the newest creations in staples and novelties. 
Your Fall business will show a big increase if you will 
display a liberal line of our snappy quick sellers. 


Our line today is the last word in style, snap and origi- 
nality, fashioned on the new lasts and patterns and 
made in the new leathers and satins. 


Write or wire for a salesman to call. 






































Noman-lughes 
Smart iatnenten Women 


Gest, Evans & Summer Sts. 
Cincinnati, Ohio 
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are in the Hub. 
modations. 








OPPOSITE SOUTH STATION 
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ts 7 
x % EX ABSOLUTELY FIREPROOF 


HOTEL 


BOSTON, MASS. 


400 rooms, 300 baths, $2.00 a day and up. 


A perfectly equipped hotel, centrally located, whose doors are wide open to the traveling 
public on terms that are attractive. 


Test the scope of “Essex” 








MISCELLANEOUS 


MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 


Mirrors 






——— 


ee a 


No. 141 


write tr THE CHICAGO 


Oatatlog 
and Prices 


WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 














Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 
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STORE METHODS 
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Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 

Send for cata- 
log giving full 
description 
and prices. 


LT 
THE BICYCLE 
STEP LADDER 


COMPANY 
67 Randolph St, 
Chicago, Il. 
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= To provide adequate 
storage facilities for shelf 

stock —to make it accessible 

and convenient for clerks and 
stock men to handle with absolute 
safety - to insure quick service for 
// wholesale or retail trade—install one 
(// or more MYERS NOISELESS 
A. ay — pug «| LAD. 
ERS. - Deep steps, length 

hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a —_, of —_ 


i 






service the next time you 
It is always best to make reservations and be assured of preferred accom- 


THE ESSEX HOTEL COMPANY 


(8 OCS] SSS STHSHSSSHESSTCSSECVESHSEBSEATAGALOCES 








strength for safety, convenience 

One oe o> a neat of design - attracti 
— any height — easily 

intlled — meets most 



















HOW STYLES ARE MADE 


“It seems to me,” says a man who 
| has had much experience, “that styles 
are made by the joint judgment of the 
manufacturer and his merchants. They 
gain confidence in each other, as they 
work together, season after season. 
The manufacturer tells what he can 


The merchants tell what they 
They talk things over, until 
they agree on some new styles. The 
manufacturer makes the styles. The 
merchants show them. If the mer- 
chants’ customers approve the styles, 
they buy them, and wear them, and 
talk about them, and so the style be- 
comes popular. 


make. 
ean sell. 
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“It is a simple story,” concluded 
the speaker, “but I believe it explains 
clearly and truly the way that styles 
are made.” 













THE TITLE SELLS THE SHOES 


“Sometimes it takes a catchy title 
to make a style popular,” explained a 
sales manager. “For instance, con- 
sider Sally Sandals. They struck New 
York just about the time that the play 
of “Sally” was popular. That at- 
tracted attention to them. 

“Furthermore, there is a pleasing 
alliteration to the title. Women, talk- 
ing over styles, liked to speak of 
Sally Sandals. The phrase was 
catchy. That advertised them. Women 
asked to see them. Some bought 
them and wore them, and the fashion 
of them soon became popular. 

“But I bet they would not have sold 
at all if they had been called “The 
Cut Out Lizzies” or some other 
homely name. I tell you, it takes a 
pretty title, that is popular, to make 
a style these days.” 


























NEW CASH REGISTER 
Comparatively Low Priced Machine 
Placed on Market by Dayton Company 


Announcement has been made by 
The National Cash Register Company 
that a new cash register designed to 
fill a long felt want of thousands of 
merchants has been placed on the 
market. The new machine, which is 
called the Class 1100, is a low-priced, 
high-grade register that issues a re- 
ceipt with every transaction. 













Several New Models 


The new register is built in several 
different models, adapted for use in 
varied lines of business. At each op- 
eration of the register, a receipt is 
printed and issued. This receipt shows 
the merchant’s name and address, the 
amount and number of the transac- 
tion and the date. The receipt is 
plainly printed and is a splendid ad- 
vertisement for the merchant and his 
business. 
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FOR RENT FOR: RENT MISCELLANEOUS 














FOR RENT OR SALE SHOE STORE 


NORTHEASTERN PENNSYLVANIA FACTORY OR MILL BUILDING CHAIRS 
NO STRIKES! NO UNIONS! 


Long term lease very reasonable, immediate possession, 20,000 sq. feet, 2 
floors, and basement floor, solid brick building, modern construction, with 
improvements, store-room and engine room, plenty of room to expand, 
railroad switch, electricity and water, coal mined in town, all improve- 
ments, in heart of city. Female labor plentiful, 60% unemployed due to = 1 


lack of industries in this town. Ten miles from Scranton. If necessary 

will consider renting 6000 sq. feet floor space. Can easily get 500 hands. WINDOW DISPLAY FIXTU 

References required. J. M. Brown, Owner, 234-235 Connell Building, 

Scranton, Penna. Bell ’Phone 3490. The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 


























r= REET —"Vers Goamrelee. store in main WANTED TO PUR SE 
pringfield, Ohio. i ‘1H A 

lone leans. “Gonneenatenae with STER- WANTED TO PURCHASE 

LING JEWELRY COMPANY, Dayton, 


Ohio. 

NT — B: t 100 ft. WANTED TO BUY We buy quick and pay highest cash price 
Ps ae Sin wane ten, in a ¥ ' for retail and wholesale stocks of shoes or 
well established Shoe Store, lately add- Shoe stores or stocks within a ~ peed merchandise, 
ing Women’s Wear, best business section radius of 400 miles of Pittsburgh. or Ee meme object. , 
of a thriving. industrial city drawing to Will terminate short leases or con- Rast end meccantiie 4 
couple hundred thousand people. Will tinue the business if justifiable. e reference. 
improve for tenant. Only reliable parties Address W. C. MITH & CO., BROOKLYN PURCHASING SYNDICATE 
considered. Also suitable for Complete Johnstown, Pa, FRANK WALKER, Proprietor 
Children’s Wear Department. BEAR’S, 610 Broadway, Brooklyn 
632-634 Penn St., Reading, Pa. Phone Stagg 1757 























LINE WANTED Ca ~ h B u y ers "The NEW YORK EXPORT 


{UFACTURERS’ ATTENTION — 
“Two. PURCHASING CORPORATION 


Two young men with $10,000, well Of general lines of footwear. Will handle 
known to trade, at yooeens omnewes, stocks of any size. Business transactions 515-517 Broadway, 
wish to start in jobbing o welts anc strictly confidential. Address C498, care New York City, N. Y¥ 
McKays, Children’s, Misses and Growing Boot and Shoe Recorder Publishing Co., 207 ene 
Girls’. Address K-487, care Boot & Shoe South St., Boston, Mass. . WILL { Ser Sellers } FOR 





























Recorder, 127 Duane St., New York. : 
pees $$ _____—___——— urplus Stocks 
OUNG MARRIED MAN, residing in a BUY Entire Stocks { CASH 














city of fifty thousand in North- 
westerr: Ohio, wishes specialty or general C A ~ Hi P A I D | 
line of shoes. Energy apt emy a 
some of his qualifiactions. 4 ress C- ° 
eare Boot & Shoe Recorder, 207 South for shoe stores or surplus stocks of shoes or 
= for other merchandise. Leases taken over. 
St., Boston, Mass. We will send a representative to investigate ONTEMPLATE 


ANUFACTURERS’ lines for Pacific oS Gee hr eee cage. Retiring 7 going out of business? 
Rhine ost g tastes, K-494, care Boot & Kalter Cerf. Mercantile Co., Inc. ee 
Shoe Recorder, 127 Duane St., New York. 501 Broadway New York City Sous BEE @ dies Gene to ene eaten 
Phone Spring 5160-5161-5162 over. Established 25 years. 


I. 
FOR SALE 413 Broadway, aa 9581 Canal 


MISCELLANEOUS = 


NLY exclusive shoe store in Highest Cash Prices Paid 
a live Southern Wisconsin town. ong for entire shoe stocks. We also buy your 
established business and doing f j a surplus or slow sellers, Quantities no ob 
well. Expenses low. Excellent sur- \ \ : ‘ee ject, Retail or wholesale. Short term leases 
a. sons Weds Guise ‘ i Gp — off your hands. Wire or phone us. 
opportunity. ou cash w ; ; rrespondence fidential. j 
buy. Address C-768, care Boot & _ : 1800. en ee 

Shoe Recorder, 207 South St., > in GLAUBERG & 00. 

Boston, Mass. : ; # 296 Church St., New York, N. Y. 
- fis We also purchase clothing, hats, furnishing 
rR  : goods, etc. Phone Canal 4119 



























































OR SALE—Lease and Fixtures of an 
enterprising established shoe_ store, 


derful 1 ti Boston. Address i + 
SoMa care Boot Shoe Recorder, 07 amy Dispiay Fixtures ee er 
South St., Boston, Mass. —— We Make a Specialty Shoe Manufacturers and Jobbers 


LIVE SHOE STORE for sale, 60 miles i ‘ of Shoe Fixtures We are soliciting consignments of general 
from Boston, carrying small stock ta ; Glass Fixtures lines of footwear, and will also make liberal 
and doing a business of about $70,000 4p poate Ask for catalog “G.F.” cash advances if necessary. 
yearly. Address C-762, care Boot & Shoe Period Wood Fixtures CANTOR & WOLPERT, INC., 
Recorder, 207 South St., Boston, Mass. Ask for catalog ‘‘L”’ —Auctioneers— 
Window Valances 653-655 Atlantic Ave. Boston, Mass. 
Ok SALE—Shoe store in Brooklyn. 4 big stock for immediate delivery. Opposite South Station 
N. Y. Excellent location. | Modern Ask for samples. 
front and fixtures. Doing $100,000 year. Window Rugs 
Exceptional opportunity to purchase at 4 big line. Samples of materials and Ideal Li 
sacrifice price. For particulars address illustrations in colors sent. pe Retin Step 
K-492, care Boot & Shoe Recorder, 127 Decorating Plush - ders 
Duane St., New York. Ask for samples. Fifteen Styles. Satis- 
faction Guaranteed. 


° Lasts ife- ‘ 
7 The Hecht Fixture Co. Write for Catslonse 
'o matter what policy you may pursue Medinah Bidg. Chicago * 
in selling to the shoe trade, nevertheless, Wells St. and Jackson Bivd. _Daynite 
you need the “BOOT AND SHOE NEW YORK SHOW ROOM Kuntine Sie, Ce, 
RECORDER” all the time. 6-87 B. 12th, Bet. Broadway & 4th Ave. aA one ‘Trust 
g. St. is, Mo. 
































Send all replies to Boot & Shoe Recorder, 207 South St., Boston, Mass, unless otherwise noted in advertisemem 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“ ” ‘ OSITIONS WANTED—Four cents per word for each 
Recorder” rates for space less than one-eighth insertion. Minimum amount accepted, seventy-five 
page per issue: cents. For other “Want” advertisements, seven cents 
r word for each insertion. Minimum amount accepted, 

Space 1 time 7times 13times 26times 62 times 1.25. Ads _ under this heading will be received up to 
: noon, on Friday of week preceding publication date. 
in... $5.00 $4.00 $3.50 $3.00 $2.50 When advertisers fesire answers to come in ware of this 
. office, twelve words must be lowed in each advertise- 
Im... a me om aan oe — bp ny ge betes A —— Soe fea 
: f : y a warde rect to their address, e word of the address 
in... 15.00 must be counted in the advertisement and paid for accord- 





in... 20.00 16.00 14.00 12.00 10.00 ingly. Answers to ads must be sent under letter postage. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


NTED—Experienced salesman_ for ALESMEN WANTED—To sell as a side es hy. ; . i = 
Aahio to sell bur line of Children’s Turns S line Baby Soft Sole Shoes. Some- SALESMEN— As side ling ot pen 
from Moccasins to size eleven to Retail thing entirely new. 6% commission. Gnem tenvitery euteide ef Mew iestond. 
Trade. Every number carried on floor. You can easily earn selling this shoe Liberal cacia tintin pale BOSTON 
Samples can be carried in small grip. more than enough to pay your entire BLACKING CO... East Cambridge 5 Sant 
We have a well established trade to turn traveling expenses. Write or wire for —_—— + ’ Ss. 
over to the right man. Strictly commis- samples at once. Mr. STAMM, Sales i es Tn ee ye 
sion basis. Reply at once with sqgeseness. Manager, 805 Maryland Ave., Milwaukee. W ANTED — Experienced in te 
- hoe Recorder, , -- : a . I 
so West feticoe Bt. Chicago, Tl. SALESMAN WANTED — Salesman for hn ae Hn BF Ringe ile 
‘ Chicago territory with line of men’s + oat ee This i to i ooo 
and women’s medium grade welts to the - i olan pu gt po gO wm 
WANTED — Experienced salesman for retail trade. Factory proposition. Ad- ated Gal te eect aie A pocwen 
> pg Digg Bly dress C-757, cate Boot & Shoe Recorder, lent © ening for a hustler. In making 
line of Infante’. children’s and Misses’ 2v7 South St., Boston, Mass. par Wn rn , = ET gy TR gf. — 
Turn Shoes on Commission. pply wi - - “ ntel te t d 
reference to THE KEPNER-SCOTT §ALESMAN— Experienced, capable of  yPerience. Address C-764. care Boot & 
SHOE CoO., Orwigsburg, Pa. successfully placing a line of Women’s Mase i. “ae ore S , 
—— ae in High gg a — 
= OD McKays in Iowa and Nebraska. Must be ee cen Sats 
ee Socm sunasrees en man of proven ability and willing to ALESMEN WANTED for following ter- 











salesmen with established trade to travel on straight commission basis. Ad ritories, 5% commission pai 
r . ; F: s s sis. Ad- 2S, paid, on 
carry our line of w EX ¥ le to iL dress C-758, care Boot & Shoe Recorder, strong line Women’s Comfort Shoes, 
soe. a Soe Bb , Rae 1627 Locust St., St. Louis, Mo. about 60 styles carried in stock. Mn a 
very far ‘ 2 ———__—_——_—__ - : tories open: Texas, Louisiana, Arkansas, 
mission payable as requested. 1 yp Bw ALESMEN WANTED—We still have a Mississippi; Central and Eastern New 
is medium priced and advertised direc ) few territories open for our high grade York State, Connecticut and Western 
to the trade. We want to hear from ps line of Men’s and Boys’ solid leather Massachusetts; Wisconsin, Minnesota. 
who can furnish references and are b Welts in stock. Our prices range from North and South Dakota, Nebraska and 
acquainted in their territory. Give full $3.35 to $5.60 and every shoe is 100% Iowa; Southern Michigan and City of Chi- 
particulars. GOODGER & MILOW SHOE leather and so branded. Experienced cago; Virginia. No advances. Commis- 
co., INC., In-Stock Department, men with established business will re- sion paid 10th each following month 
Rochester, N. Y. ceive first consideration. Every appli- covering goods shipped preceding month. 
cation must be accompanied with as Send references with first letter or no 
—— sales records — full a > reply. TIMSON BROS., INC., Boston, 
: ee ries ritories open: Georgia, orida, Tes Mass. 
pi ef ye he em Virginia. ‘Kansas, Missouri and indiana. <0 te a . 
Tia” minute "atyie' and" workmanship, chester, N. Hy” UTE DNY MN SALESMAN WANTED Ean dar® Sue 
backed by extensive mail advertising and NTED—Salesi i Illinois, Missouri and Kansas. To carry 
dealer’s helps. a _— AR em Ss ee nnn ye _. gym a good strong side line of Western Made 
ability, willing to — on s — nl date line of Women’s McKay Specialties. Men’s and Boys’ Welt W ork Shoes, and 
mission basis, drawing Poecitort prop — Will only consider man with experience High Top Lace Boots. No better line on 
tionate to actual sales. Terr — Pre : and references. Also salesman wanted the market. Our terms are 5%, 10 net 
Pennsylvania, Minnesota, O _ oma, for California. Conditions as above. 30 days to the trade. An excellent oppor- 
Texas and Arkansas. Address C-738, care Address C-759. care Boot & Shoe Re- tunity for a Live Wire Shoe Salesman to 
Boot & Shoe Recorder, 207 South St., corder, 207 South St., Boston, Mass. make money. Liberal commissions. Ad- 
Boston, Mass. , dress C-767, care Boot & Shoe Recorder, 
- ——- + - 189 West Madison Street, Chicago, III. 

















Michigan and 3 — ‘ LES] =— cee 
Pennsylvania, to sell the famous FOX R ad 9 Pam age AR en: a Pinel 
line of Infant’s Soft Sole Shoes. Small, tunity. The One Piece Nontieing Shoe 
snappy sample outfit, 10% commission SALESMEN WANTED FOR Lace. Write at ONCE for exclusive ter- 
and for a real salesman, no better side TEXAS ritory. Sampies $2.00 sent_prepaid, C. H. 
line in this country. Leading styles in GLYNN, Inventor and Mfg., 66 East 
stock and a line which for twenty years s “ : Seventh Street. Oswego, N. Y. 
has set the pace. In letter of application. There is an opening in this terri- i vie s 
state length of time on the territory an tory for a high grade man with _ 7 : ; ne? 
further particulars. F. J. FOX, manu- established re ith i" ALESMEN to carry side line of Ladies 
facturer, Rochester. N. ¥ ess w a we Brooklyn made turns. Those with es- 
. Ap aeieber sia known Lynn manufacturer making tablished trade preferred. Address K-493, 

a popular and attractive line of care Boot _& Shoe Recorder, 127 Duane 


XPERIENCED SALESMAN with estab- 2 Mae Geek 
lished trade in California, Washing. women’s welts and McKays. : oh 

é 2 sell a high grade _ “ ne ae ; ; 

b+ allman es => poo an Write or wire C-765, care Boot & ANTED—Salesmen for superior line 
strictly commission basis. Best reference Shoe Recorder, 207 South St., _of Moccasins on commission. Good 
requested. Give full details in first Boston, Mass. territory open. Must have ability and 
letter. Samples ready - September Ist. acquaintance with the trade. State ter- 
Address C-756, care Boot_& Shoe Recorder, ritory wanted. Give references. ELK- 
207 South St., Boston, Mass. oat MOCCASIN MFG. CO., Ypsilanti, 

ad Mich. 


ALESMAN — For Ohio, 
































SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a WE have a few good territories open now. Some with established trade. 
line of Ladies’ High Grade Turn Men’s Fine Calf Welts, popular prices, in stock. Applicants must have 
te a of proven ability willing had traveling experience. Apply sending recent photo and full details of 
to travel on straight commission past experience and present connections in first letter. OGDEN SHOE 
basis. Address C-676, care Boot COMPANY, Milwaukee, Wis. 

& Shoe Recorder, 207 South St., r 

Boston, Mass. 




















Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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THE RECORDER CREED: Getting 
right purpose, to the right wearer, in the ri 
is the great problem of the retail shoe merchants. 
corder” is to help solve it; for this is the basic problem up 
tire allied industries relating to shoes and leather; the 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of COirculations. 


Member of the 
Entered at the Post Office, New York, N. Y.,a8 second-class matter. 


Member of the Associated Business Papers, Inc. 
Bach issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


More Shoes Sold Right; not only “more” but “right”; sold for the 
ht fitting, for the right price, at the right profit. 
The chief purpose of “ 

on which depends the aes vagy of the en- 
r production and distr 


Canadian, $6.00. 


This 
The Boot and Shoe Re- 


bution. 


Foreign, $10.00 














SALESMEN WANTED 


POSITION WANTED 





WANTED—Salesmen in every section of 
the country selling retail trade to 
carry side line of medium grade, good 
wearing stitchdowns, Barefoot Sandals, 
Play Oxfords, etc., for next spring de- 
livery. Line comprises everything in 
stitchdowns including the best Men’s Kid 
Romeo on the market. Made ina modern 
up-state New York factory. Will pay 6% 
commission. State experience, territory 
sovered and give references. Confidential. 
Write fully to C-742, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





ALESMEN WANTED—To carry our 

well known, long established and 
snappy line of infants’ soft soles, infant’s 
and children’s turns. Just what you need 
to round out your present line. De- 
sirable territory open in New York, 
Middle Western and Southern States. 
Highest commission paid. Applications 
considered only from men with well 
established trade, with record as pro- 
ducers and in a position to give our line 
proper attention. J. MacMaster, 
Rochester, N. Y. 





WANTED— Two or three first class 
salesmen to carry short line of 
Men’s and Women’s Medium High Grade 
Welts, on a commission basis, some styles 
earried in stock. Address C-743, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


XPERIENCED resident outside shoe 
salesmen wanted for New York, New 


Jersey, Connecticut, Maryland, Ohio. 
Good opportunities for right men. Ad- 
dress K-495, care Boot & Shoe Recorder, 
127 Duane St., New York. 





ANTED-—Side line salesman for Min- 
nesota, Dakota, Nebraska, Kansas 
and Missouri. to carry our Famous Tred- 
lite line of Children’s Footwear as well 
as an unusually attractive line of felt 
slippers for men, women and children. 
Six per cent commission paid monthly 
on all orders shipped. A good oppor- 
tunity to make good money with this 
well known line. HENRY KLEINE & 
COMPANY, 208 West Lake Street, Chi- 
cago, Illinois. 








POSITION WANTED 


OUNG MAN (28) married. clean cut, 
well educated, owned two _ retail 
shoe stores in New York, wants to locate 
in a town of about 25,000 population 
where the mode of living is good, to 
take charge of a live shoe store where 
knowledge of business methods and 
thorough experience will be compensated 
accordingly. Can invest some money if 
desired. Address with full particulars 
to K-491, care Boot & Shoe Recorder, 
127 Duane St., New York. 








EN YEARS EXPERIENCE, Ladies’, 
Men’s and Children’s shoes. Know 
the shoe game thoroughly, also window 
trimmer. Capable of managing dept. 
Age 28. Forced to make change on 
account of wife’s health. Will only con- 
sider healthy climate. West or Middle 
West. Not afraid of work. Can furnish 
A-1 reference. Address C-770. care Boot 
< Shoe Recorder, 207 South St., Boston, 
Mass. 





ARE YOU SEEKING A 
PRODUCER? 


The writer, at present employed 
by a manufacturer who enjoys 
wide distribution, desires an oppor- 
tunity to sell a women’s line in 
Pennsylvania. In addition to his 
record on the road, he has a fund 
of practical experience gained in 
retail stores. His broad acquaint- 
ance among the trade will prove 
an asset to any interested party. 


Address C-760, care Boot & Shoe 
Recorder, 189 West Madison Street, 
Chicago, Ills. 











ANTED—tTraveling position—Man 36 
years, married and best of references, 
to locate with some good shoe concern, 
having 10 years cutting room experience, 
8 years retail experience and 1 year as 
retail store manager. Am desirous of 
opening for the spring trade. Address 
C-748, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


HOE BUYER — Over fifteen years 

New York and Western experience. 
Thoroughly acquainted with New York 
and Boston markets. Medium priced or 
bargain basement preferred. Good mer- 
chanciser and advertiser. No objection 
to going out-of-town. Address K-489, 
care Boot & Shoe Recorder, 127 Duane 
St., New York. 





EW YORK SHOE MAN seeks oppor- 
tunity with retail store in Boston or 
vicinity. Able to take charge, but willing 
to begin at bottom. Address C-769, care 
Boot & Shoe Recorder, 207 South St.. 
Boston, Mass. 


LINE WANTED 


EW YORK CITY and BROOKLYN, for 

a staple line of honestly made shoes 
—preferably medium priced men’s and 
boy’s welts—offer more business than any 
section of the country, if a salesman 
knows the trade. I know the retail, mail- 
crder, and jobbing trade, and desire a 
line of shoes on these terms: Net sales 
up to $150,000, 54%% commission; up to 
$200,000 6%; over $200,000, 7%. Drawing 
account against commissions. Excellent 
references and recommendations by the 
trade. Address C-766, care Boot & Shoe 
Recorder, 127 Duane St., New York, N. Y. 

















ANTED—A factory line of Men’s or 
Women’s shoes to sell West of 
Denver territory. Experienced salesman, 
can furnish satisfactory references, re- 
ply. Address C-761, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


ACTORY LINE WANTED by ex shoe 
buyer. Well acquainted with buyers 
in Greater New York, New Jersey and 
Philadelphia. Aedress K-488, care Boot 
& Shoe Recorder, 127 Duane St., New 
York. 
OUNG AGGRESSIVE LIVE WIRE. 
with following in New York and 
vicinity, oven for good line of women’s 
shoes. Highest credentials. Address 
K-490, care Boot & Shoe Recorder, 127 
Duane St., New York. 





PUBLISHED WEEKLY IN THE INTDBREST 
OF THE RETAIL SHOB MERCHANT BY THB 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B, TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, 1st Vice-President 
. WA SCOTT, 2d Vice-President 
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101 Tremont St. 


ARTHUR D. ANDERSON, Editor 
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Associate Editors 
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PUBLISHER'S NOTICE 
SUBSCRIPTION—The subcription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year, including post- 


age. 
FOREIGN SUBSCRIPTION—The price to all 

foreign countries except the above is $10.00 

per year, including postage. 

All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 

Rates furnished on application. For rates 

for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 

See enEnse aintin x all de- 
ments shou ea s 
the Boston Office. a oe 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089, B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager, 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Seott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

oy CTrICe : Chamber of Co ce 

ms, Haver' National Bank Bldg. Geo. 
W. R. Hill, Manager. ’ . . 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. - 
phone Canal 4426. vi = 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314, 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKED OFFICD: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager, 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, S. W. 1, England. 

AUSTRALIAN OFFICE: 430 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salz- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P, Sabazzini, Gerente, 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

cups: Mr. H. Gomez, Corrales, 2A, Havana, 


Cuba. 

JAPANESE OFFICE: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Wiguel, 
Librero Editor, 20 Fuencarral, Madrid. 
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Stock Style X 2525 
Wide Ankle 
Black Vici, 8-inch 
Goodyear Welt 
Sizes 214 to 8, D, E 
Price $4.75 


Stock Style X 2517 


Black Vici, 9-inch 
Goodyear Welt 
Leather Louis Heel 
Sizes 244 to 8, B, C. D 


Price $2.50 





BOOT AND SHOE RECORDER 


FOOROERUAOUUEEEOUUCGEOUUUEROUUUEREUUCEEROOUEEEEEOCEEEEEERERUOEEEOUEEREOEOCEEOOEOEEOROUEEREOUOEEEOUOGERECOOEEEOEEOCUEUOCEEEOEUEREREOEEEOOUOOEEOEROEEOOOUEOEEOOEEEELS 


LV, 


Stock Style X 2456 


Black Vici, 84-inch 
Cats-Paw Rubber Heel 
Sizes 214 to 8, D 


Price $4.00 








How Are You Fixed for 9 


BOOT S:. 








Many good judges are of the 
opinion that there will be a 
scarcity of boots this fall. 


Have you covered yourself 
properly? If not, here is your 
chance. 


The prices we. have placed on 
these Goodyear Welt boots are 
in keeping with present day 
levels for reliable merchandise, 
and the styles are “bread and 
butter” ones. You cannot go 
wrong in ordering some. 


PARKER HOLMES & COMPANY 


“The House That Helps” 


BOSTON, - 


- MASS. ig 


ay 
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The Doris 


A patent leather number 
in one of our newest lasts 

is welt carmes a %inch 
heel and fills a veal demand 
for snappy style in afternoon 
or walking oxfords. 


Can be made on order within 
4we ek Ss. 


MOORE- ATAFER’ 
*WHOE * MFG ° CO*° 
BROCKPORT. NY. UA. 


NEW YORK OFFKE 545-547-544 MARBRIDGE BLOG, B WAY AT 54ST. 
JACK E JESTER. MGR. 
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RED WING 


“BOY” 


A Shoe for Real Boys 


‘“Made to Wear—Everywhere”’ 


“Where can I buy Boys’ Shoes that will stand up and wear?” 


How often have you made this statement, and why? 


Because boys are harder on shoes than anyone else, and the extreme quality 
that is necessary to give the greatest amount of wear is so often neglected in Boys’ 


Shoes. 


RED WING “BOY” SHOES are designed to meet, the demands of wear, being 
made with the toughest fibre, highest grade Jumbo Oak Bend Soles on the 
market, with heavy oak tanned insoles, sole leather counters, one piece heels 
that stand the hard knocks, and are made over foot-fitting lasts that hold their 


shape under the hardest strain. 
y $350 
IN STOCK 


Modified Last—Boys’ Black Gun Metal 
Bal. Wingfoot Rubber Heel—Blind Eye- 
lets—Heavy Jumbo Oak-Bend Soles—All 
Solid Leather. Sizes 1 to 6. Widths B, 
C and D. 


Our Salesmen are now in their territories, and will be pleased A Shoe with a Bottom THAT 
to call on you. Wire or write us. WEARS 


Pamsitdseusins 


Red Wing, Minnesota 
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GVISNER'S 


SHVYES 


TURNS en? WELTS 

















The Pyramid of Purchasing 
Power 


Discussed editorially in this issue of The Boot & Shoe 
Recorder serves to illustrate the range and scope of our 
product. 


Disregarding the lowest strata—for Posner shoes are 
too high grade to interest this class—we start with the 
second division upward, where we know from experi- 
ence that mothers demand quality shoes for their chil- 
dren. They may be influenced by low price when buy- 
ing for themselves, but when purchasing for their chil- 
dren, the first demand is quality and then comfort. 


In the next division upward, Posner children’s shoes fall 
naturally—because superior Brooklyn workmanship and 
designing, coupled with the highest grade materials in 
both upper and bottom stock and our knowledge of 
junior footwear requirements gained through years of 
research and development, has resulted in a product that 
meets the critical requirements of this class. 


Posner shoes appeal to the group constituting the apex 
of the pyramid also, for the reasons as given above; and 
because the line contains the exclusive and novel in style, 
not found elsewhere, and demanded by such customers. 


DR A. POSNER SHOES Ine. 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE 


LOL42 WEST BROADWAY, NEW YORK (TY 


FACTORY - ROEBLING AND HOPE STS., BROOKLYN, N.Y. 





























DR. POSNER SHOES | 


September a T921 
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“BRESMACK” 
AHEAD OF THE STYLE CLOCK 


a 


The ‘‘BRESMACK” Girl 


featuring an original two-strap creation particularly adapted for metro- 
politan wear and made up in black satin with 18/8 gold cov- 
ered Louis heel, gold bound edge and gold beading 


on vamp and straps. 


BRESNAHAN-MacLAUGHLIN SHOE CoO. 
LYNN, MASS. 


MANUFACTURERS OF HIGH-GRADE SHOES FOR WOMEN 
BOSTON OFFICE, 183 ESSEX STREET. 





























S 
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held its lead throughout the years 
wherein competition has sought 
to secure similar prestige and 
popularity. 


Shrewsbury Grain Calf was first produced 
119 years ago. Each succeeding generation 
in the business has applied time and talents 
to its production. Because of this indi- 
vidual ability and experience, this leather 
still reveals its old-time, favor-winning char- 
acteristics. 


The spirit of progress has always dominated 
activities. We now believe the era has ar- 


rived, when the service of a tanner should be 
broadened to cooperate with the shoe manu- 
facturer, to the enlightenment of the shoe 
dealer, on what to expect in the line of style 
and service, from shoes made of certain stock. 


ESTABLISHED 1782 


ONION 


GREEN &HIC 
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Be Sure and Specify Green & Hickey Leather When Ordering Shoes 
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"A, 99 


senennaniee’ 


The policy has been adopted of advertising 
selected styles of both men’s and women’s 
shoes produced by leading shoe manufac- 
turers. The habit of following this adver- 
tising is a good one to cultivate, as each ad- 
vertisement contains suggestions, any one 
of which can be capitalized so as to produce 
profit. 


This Fall and Winter is to see a great de- 
mand for the heavy type of footwear to 
with Shrewsbury Grain Calf lends itself 
perfectly. To meet this demand our tan- 
nery is busy on the production of four at- 
tractive Scotch grains. 116 and 139 repre- 
sent two different shades of tan. 16 and 90 
are in black. The price at which these ex- 
cellent leathers are offered makes the manu- 
facture of shoes to retail at sales-making 
prices, not only a possibility, but a reality. 














INCORPORATED 1900 


LITT 





‘EY LEATHER CO: 


Staple ke Leathers Which Qre Unegqualle 
15.COLUMBIA STREET, BOSTON. 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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This parrot is a knowing old bird, 
Though his cure tor ‘“‘cold feet’’ 
seems absurd, 
The women, all three, 
Are more favored than he, 
For they all wear our shoes, so I’ve 
heard. 
























































No. 340—Glazed Kid, Patent Face . No. 851—Glazed Kid, Seamless Lace, 

Juliet, 8/8 Rubber Heel, Genuine Leather No. 103—Glazed Kid, Plain Toe Juliet, Combination Bunion Last, 8/8 Rubber 

Cushion Inner Sole. In 8 nd Commonsense Last, 5/8 Whole Rubber Heel, Genuine Leather Cushion Inner 

EE, 3/9. Price $2.35 Heel. In Stock, B, 3/9. Price. .$2.35 Sole. gitet™™ D, E and EE, 3/9. 
Price 25. 


HEN buying comfort 

shoes be sure and pur- 

chase merchandise of such 
quality that will prove most 
beneficial in building up your 
trade. Merrill & Porter’s “Com- 
forteze”’ shoes are backed by thirty-nine years 
of experience, making turn comfort shoes only. 
Consequently our customers have the assurance 
that only materials best suited for wear and 
flexibility are used. 


. . . No. 562—Glazed Kid, % Foxed Pol- 
Twenty-three numbers in stock in widths. _ ‘sh, Steel arch, 14/8 Mititar® Heel, 


Genuine Cushion Leather Inner Sole. 


S 2 No. 5G1—As No. 562. Stitched Tip. 
Send for catalog Both ave Stock, C, D and E, 3/9. 
rice 65, 


MERRILL, PORTER & CO. 


113 Munroe Street LYNN; MASS. 



























Our 


New 
Autumn 
and 
Winter 
Catalogue 
Ready 
September 
Fifteenth 


I en 
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Style 26 


Havana Brown 
Glace Kid 

New Castle’s finest selected 
leather, Goodyear welt cir- 
cular vamp whole _ quarter 
lace oxford, straight tip, 905 
last, 17% leather cuban heel 
fudge-wheel edge, medium 
weight sole. 


Price $7.50 











Style 16 


Finest Black 

Glace Kid 
Goodyear welt circular vamp 
whole quarter lace oxford, 
straight tip, 890 last, 1% 
leather cuban heel, fudge 
—- edge, medium weight 
sole. 


Price $6.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


Chicago Office 
Burton T. Duncan 
5 South Wabash Ave. 


New York Office 
Frank D. Duncan 
34th St. and Broadway, Marbridge Bldg. 
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Style 14 


Finest Black 
Glace Kid 


Goodyear welt circular vamp 
whole quarter lace oxford, 
straight tip, 905 last, 1% 
leather cuban heel, fudge- 
— edge. medium weight 
sole. 






Price $6.50 














Style 27 
Mahogany Russia Calf 


Goodyear welt, white stitched 
overweight -soles, 890 last, 
1% military heel, straight tip 
with new center design and 


pinked edge. 
Price $6.50 
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New Castle’s finest selected 
leather, Goodyear welt circular 
vamp whole quarter lace ox- 
ford, 890 last, 13% leather 
cuban heel, straight tip, medi- 
um weight sole. 


Price $7.50 


Style 35 


Finest Black Satin 
Junior Louis Heel 


Turn sole Chatham pump, 945 
last, 134 inch finished wood 
LXV heel. 


Price $7.00 
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Style 25 
The Breton Pump 
Of finest black satin, turn sole, 
860 last, 2'4 wood Louis heel. 


Price $7.00 


Style 59 
Black Glace Kid 
Junior Louis Heel 
Chatham pump turn sole, 945 
last, 134 finished wood Louis 


heel. 


Price $7.50 











IN STOCK 


Now Ready 
to Ship 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule 
of sizes and widths 
carried in stock. 


AAA 4/4 to 8 

AA 3\4 to 8 

A3 to8 

B, C and D 2'4 to 8 


Hallahan-made shoes 
for women are famous 
for fineness of leather, 
skillful shoemak- 
ing and perfect fit. 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office Chicago Office 
Frank D. Duncan Burton T. Duncan 
34th St. and Broadway, Marbridge Bldg. 5 South Wabash Ave. 
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MEN’S LEATHER HOUSE SLIPPERS 


NOW IN STOCK 
FOR IMMEDIATE SHIPMENT 


OR FALL DELIVERY 


TURNS ONLY 


‘SATISFACTION 
GUARANTEED 


No. 321—Tan Cab. Opera, English i nn 
Toe. Kid Lined. No. 331—Tan Cab. Everett, English _ 
Quilted Sock. Toe. Kid Lined. 


Sizes, 6-11 FF $2.75 Quilted Sock. 
Sizes, 6-11 FF $2.75 


No. 328—Tan Cab. Romeo, French 
Toe. Drill Vamp. 


" Sizes, 6-11 FF $2.75, 


. THIRTY LINES LISTED 
IN CATALOG NO. 17. 
PRICE RANGE 
2.50 TO 3.75 


No. 320—Tan Cab. Opera, French ein: el No. 330—Tan Cab. Everett, French 


Toe. Kid Lined. COVER YOUR SLIPPER Toe. Kid Lined. 
Kid Sock. Kid Sock. 
REQUIREMENTS Sizes, 6-11 FF $2.75 


NOW. 


L. B. EVANS’ SON COMPANY 
ip deme WAKEFIELD, MASS. Bach ‘Terminal Bldg. 


Sizes, 6-11 FF $2.75 
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BARTLETT. SOMERS COMPANY 

















HE art of shoemaking is attractively set forth in the shoes 

illustrated here. They represent three distinct lasts, each 

one being specially designed for its purpose and to properly 
carry a particular height and shape of heel. 


Using only high grade leathers, proved findings materials and 
scientifically manufactured, Bartlett-Somers shoes represent a 
definite standard of merchandising value. 











2762—81 last. Tony red calf 
oxford. Orange stitched, soft 
box, center perforations, 8/8 
military heel. 











2796—91 last. Black kid whole 
2691—71 last. Black kid lace quarter oxford, kid tip, center 
boot. Three quarter foxing, 14/8 perforation, 12/8 military rub- 
Cuban heel. ber heel. 


57 Years Designing and Manufacturing Shoes 


'_BARTLETT, SOMERS COMPANY — 


Women’s Welts Exclusively 


LYNN MASS. 








—— lL LLL 
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“Last year was the biggest 
year we ever had and we credit 
no small part of the gain to 
your window trim service.” 

—Bates Bros. Shop, 
Lansing, Mich. 

“My business has increased 
over 30% since using your 
trims.” 

—W.G.Smith, Patchogue, N.Y. 

“Our windows have been the 
talk of the town.” 

—Sterling Shoe Shop, 
Jersey City, N. J. 
“It’s worth all its costs—and 


more.” 
—Griest & Griest, Portage, Pa. 
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Window 
‘Trims 


For Shoe Stores 


THE MERCHANTS DISPLAY SERVICE co. 


Profitable Merchandising Plans for Retailers 
1150 West 3d Screec 
CLEVELAND 
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TOMO RATIOS 


Sr 


LE DERNIER CRI 


(The Latest Cry) 


La Ritz La Riviera 
2342—Patent colt. Grecian sandal 


2341—Patent colt. Grecian sandal. 
Hand turned. 14/8 Military covered ‘ Hand turned. Full Louis (Cuban back. 
heel. Full leather lined, AA-C $6.50) 


heel. Full leather lined. AA-C $6.25. 
IN-STOCK 








Rue de la Pai 
z oe La Royale 


2320—Patent colt vamp. Black suede 

quarter and straps. Imitation turn. 2336—Black satin. Center buckle 
Three center nickel buckles. 16/8 Full three strap. Hand turned. 14/8 Junior 
Louis suede covered heel. A-C $5.50. Louis covered heel. AA-C $5.75. 


2321—Baby Louis Heel. 


WE offer for immediate shipment merchandise as shown above. The designs as you know are of the 
newest and our experience proves the excellence of the fit. Materials are of the best and workmanship 


absolutely dependable. You will find investment in these numbers very profitable—THEY ARE RIGHT. 


KATZMAN-ADLER SHOE CO. 


Women’s Novelty Footwear 


211 ESSEX STREET BOSTON, MASS. 


falfnlfalindlalfnlindinliediallallalliallalir 
ujuju 
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No. 463—KID BAL, commonsense toe 2 8 No. 454—KID STOCK TIP BAL, medium 
rubber heel, E and EP only, 46 last. toe, 9/8 rubber heel, EB and EB, 45 a 3 


No, 461—KID JULIET, commonsense 
toe, 7/8 rubber heel, , E and EE, 
462 last $2.25 


No. 206—KID OXFORD, 12/8 rubber heel. 
No. 272—KID SANDAL, opera toe, 12/8 C, D and B, 20 last $2.60 
leather heel. ©) D and E, 27 last. ..$2.25 


No. 4510—KID SANDAL, _ medium 
no box, 9/8 Rubber Heel. 1) 
+ $2.00 


No. 451—KID STOCK TIP JULIET, me- No. 204—KID, Inch Polish, Press ‘ce | 
No. 208—PLAIN TOE KID, 7 Inch Polish, dium toe, 9/8 rubber heel. OC, D, E and Fox, 12/8 Gat” sPaw rubber h A 
12/8 rubber heel, C, D, B, 20 last. .$3.25 145 last $2. 25 to E, 20 last 

















A BUSY FALL 


The nine numbers shown above are ready for immediate shipment. 
we have an attractive catalog listing many additional high and low cuts. 
Quality Comforts of fine, mellow kidskin, pliable sole leather and springy rubber 
heels will make your Fall busier than ever. 

Better let us send that catalog now! 


Furthermore, 


Gardiner’s 





H. K. GARDINER COMPANY 


680 WASHINGTON STREET LYNN, MASS. 


BOSTON SAMPLE ROOM, 134 LINCOLN ST. 
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The New 


Priscilla 


Patent Pending 


Spat 


A Real Novelty That Means Many 
an Extra Sale 


We make a full line of men’s and women’s 
spats and gaiters of real quality. 





Here’s the novelty to catch the eye of the woman who The above pictures show 
is always looking for original effects in foot dress. 


the trim, snug fit of our Pris- 
cilla Spats as they actually 


Foresighted buyers in large city stores are enthusing appear on the feet. 
over Priscilla Spats and their selling possibilities. 


They are the one novelty in Spats for the coming sea- eners make the setting over 
son and merchants who overlook no opportunity for 


profit will sample them at once. 


Made in one, two, three and four-strap patterns. 


Sample Orders Promptly Filled 


See these smart novelties without delay. 


Our adjustable slide fast- 


of buttons unnecessary, but 
we can furnish them with 
buttons or harness buckles 


if desired. 


Lined just like a shoe, and 
made of fine kersey or satin 
in the following colors: 


Kersey Satin 


Light Fawn 
Dark Fawn Black 


Kingman Manufacturing Co. UE - cdmaadics ines 
Stoughton, Mass. 


Taupe 
Brown 
Black Nut Brown 
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lism dard, SPAT 
ALE ‘WITH EVERY 


WHEREVER YOU FIND 
A PROGRESSIVE DEA 


LEADING STORES” 
ARE MAKING SATISFIED CUSTOMERS L 
THROUGH THE MERITS F STANDARD S. 
SEND FOR SAMPLES WV 
S. RAUH & COMPANY 00 sixty avenvE NEW 
FOR-FIFTYYEARS-THEWORLD’S*LARGEST:AND -FOREMOST-MAKERS OF FINE?SEATS | 
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GALLUN’S 


BLACK 
NORWEGIAN 


for 


$6.25 — 
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This Hi-Point Plug Bal—just originated by M 


ae 


White Rope Stitched Welt. 
Send for our New Folder. It shows our latest 


RIED IN STOCK. 


MARION, IND. 
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MARION IS SETTING STYLES 


Another Outstanding MARION Creation. 


lar Paragon last—Overweight 14 Iron Edge—Wingfoot Heel and 


MARION SHOE CO. 
WESTERN QUALITY «° EASTERN STYLE 
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IN STOCK 
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EEBE 


FIFTY YEARS PRODUCING HONEST LEATHERS 




















hero i Is only. 
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COhere mever. 
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PATENT | One 
COLT wa 
KID 

SIDES 




















- AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIP AND SIDES 


BOARDED AND SMOOTH 
BLACKS AND COLORS 
CALF LININGS 
ELK SIDES-SPLITS 
BAG LEATHER 








SHEEP SKINS CHROME SOLE COTTON FINDINGS 


1990 SOUTH STREET, BOSTON, MASS 
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Beautiful °Oh 05% in Stock } 


A.MI LLER inc. Brooklyn. | 


NS 


JEANNE 





56—Tan Calf — 
Welt, Baby Louis.... 


AAA to C 








Stock Service 


A beautiful selection of early 
Fall models that are now on 
sale in our shops and agencies 


—IN STOCK. 





Every style a sure seller. 


Newspaper copy in matrix 


sent along with each style. ae a ee Ceteeh, 

No. 4!1—Tan Boarded Calf, 14/8 leather hcel—cen- 
imitation wing At Your Service. Sto. g he Kid mn egg 
AAA to C aN ; centre perf. $8 


AAA to C 











<2 tj SS 


2 STUDENT 


52—Patent Lea., Baby 

Louis $8. No. 78—Black Boarded Calf.$7.75 No,..0-—Patent Leather.... 

1 53—Patent Lea. Hi |g Te. 79—Begwn Boggded Salt. 50,98 No. 61—Black Satin... ....$7 
ouis 


Regular wing tip—8/8 leather Spanish Heel—Semi French Last. 
White stitching throughout. : , 








AAA to C 
Aa 
Sy i= Pe, ~ 


OS -~<ie- 
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GALLUN QUALITY 


Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a heavy, ru » high- 
grade leather that is the first 
choice of high-grade manufac 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 


VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Vi 
Calf is favorably known an 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 


Four Staunch 
Leathers That 
Are Favorably 
Known and 
Universally Used 


AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and_ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 


Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of the highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de 
manded by the great majority. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, INC. 


H. A. ELY, Manager. 11 EAST ST., BOSTON, MASS. 
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Let’s Go! 


ON September | 0th the new Stetson line for 

Spring and Summer, 1922, goes out from 
the factory in the hands of the Stetson sales- 
men. 


It’s a line that will enthuse merchants of old 
and new experience with Stetson shoes—a line 
that embodies to a “‘plus’’ degree the qualities 
so long represented by the Stetson name. 


We have laid special emphasis in the line upon 
our new 


STETSON 


Suburban; an 


THE SHOE - FOR MEN - WOMEN 


These new correct and corrective shoes for both 
men and women are steadily establishing records 
for extra sales in Stetson stores and agencies. 


By reason of their several exclusive features, they 
afford shoe merchants that much sought combina- 
tion of relief from foot troubles—and the outward 
appearance of shoes made for the normal foot. 


With Stetson shoe quality and careful attention to 
detail, they are naturally outstanding shoes of their 


kind. 


We shall be glad to make an appointment 
with you and our nearest salesman for a 
complete demonstration of these advanced 
shoes—without the least obligation. 


The Stetson Shoe Company, lnc. 


South Weymouth, 90, Mass. 


BOSTON 
NEW YORK Little Bldg. 
Bush Sales Bldg. Cor. 
130 West 42nd St. Tremont and 
Boylston Sts. 


“More by the Pair, Less by the Year” 
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AT THE METROPOLITAN MUSEUM OF ART 


Where culture and refinement meet in admiration of the 
world’s choicest art treasures, there you will find shoes 
of patent leather given the preference. Shoe styles may 
come and go, but patent leather rules supreme in every 
style change. 

Note that Patent Leather is strongly in vogue this season. 


Sterling 
Sterling Colt Sterling Kid 
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TRADE MARK 











Ezeaz Welt, Women’s 
Flexible English Oxford 
Rubber Heel. 


4768—Brown Kid .....$3.50 
4769—Black Kid ..... 3.15 


Patent Vamp, Field Mouse Top, 
Plain Toe, ~~, Button, Peggy 


7521—3 to 8 
7522—1 to 5 No Heel 


Tan, Kid, Tip, Turn, Button, 
\eaeed Last. 
TEGB—B 00 GSucccsccscsvccscersces 2-00 
7543—1 to 5 oxo Heel 


Misses’ and Children’s Tan Side, 
Tip Lace, Snap Last. 

7713—5 to 8 

7712—8% to 11, Spring Heel 

7711—8% to Xe Heel 


00—2% to "t, "iis Last Co-Ed. 








SCHOOL DAYS 


Soon, little folks, after their long vacation rest, will be turn- 
ing back to school. They must have new hats, clothes, and of 
course, shoes. The 3 W’s In Stock Department can ship shoes 
just when you specify; at the right time to catch the trade in 
your town. Wire or write TO DAY for numbers shown. 




















Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. PHILADELPHIA 
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MAKE TWO SALES GROW WHERE ONE GREW BEFORE 


“Onyx © Hosiery 


htmalk ALERS know 
gfe] how rapidly the 
' ‘*demand f or 
‘Onyx Pointex’’ in 
silk grew beyond the 
supply. We are still 
able, however, to sup- 
ply ““Pointex’”’ Hosiery 
in mercerized lisle. 


Emery & Beers Company, luc 


Sole owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24TH STREET, NEW YORK 


Sole Selling Agents for 
PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 


CHICAGO OFFICE - - ° - 7 36 South State Street 


PHILADELPHIA OFFICE - . - - 1033 Chestnut Street 


BOSTON OFFICE - - - - - 31 Bedford Street 
BUFFALO OFFICE - - -. Mutual Life Bldg., Pearl Street 


SAN FRANCISCO OFFICE - - - 259 Geary Street 


MAKE TWO SALES GROW WHERE ONE GREW BEFORE 
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Be Sure to Specify Kendex 


Slip Insoles 


Kendez Slip Insoles 
will not bunch, crack 
or curl. Packed one 
dozen pairs assorted 
sizes. Order a sam- 
ple lot at once. 





Kendex Insoles are 
used by practically 
all large rubber 
companies, among 
which are: 
Hood Rubber Co., 
Beacon Falls Rub- 
ber Co., 
Canadian Consoli- 
dated Rubber Co,,. 


Ltd., 

The Northern Rub- 
ber Co., Ltd., 

Ames, Holden, Mc- 
Cready, Ltd. 

The Apsley Rubber 
Company. 





Kenwori 





Nowadays, when the modern shoe buyer gives 
a large order, he can specify what upper leather, 
eyelets, thread, lining and rubber heels shall 
be used. By so doing he protects himself by 
having his shoes made of materials of known 
worth. 


In a like manner, he can specify Kendex for his 
built-in insoles. 


Kendex does not crack, shrink, swell or hold 
moisture; it is fast color, will not stain hose; it 
is flexible and conforms readily to the foot, elim- 
inates callouses and is a non-conductor of heat, 
keeping the feet warm in winter and cool in 
summer. 


Be sure to specify Kendex. Ask the next sales- 
man that calls on you if his sample line is made 
up with Kendex Insoles. 


thy Brothers Company 


Stought on, Mass. 


-41so 


Aenworthy Brothers o a Canada £4, SiJSJohns, F. Q., 











BOOT AND SHOE RECORDER September 3, 1921 


UNL LAN T 





We are running this factory over time to try and fill our orders. We 
have increased our business more than 50% during the last year when 
business depression has been severely felt in other lines. 

Our style, quality and price have placed our shoes with some of the 
best merchants selling men’s and women’s welts. 


We cannot accept orders at present for immediate delivery as our fac- 
tory capacity is sold up to October 15th. 
THINK THIS OVER, MR. RETAILER—If our shoes interest others to this 


extent they surely will bring business to you. 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), MASS. 


Philadelphia Office, 411 Forrest Bldg. 


Boston Office, 117 Lincoln St. Detroit Office, 213 Bowles Bldg. 












September 3, 1921 BOOT AND SHOE RECORDER 





VAUGHANS IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 

















AUGHAN’S IVORY SOLES 
give a refined finished appearance 
mi }to white shoes. The clean white 
edge harmonizes with the rest of 
cmaYua the shoe. 


Registered 


VAUGHAN’S IVORY is white clear 
through. Its edge is its own. It needs 
neither paint nor spray and can neither 
crack nor peel. 


Specify VAUGHAN’S IVORY SOLE 
LEATHER. It adds to the salability 


of your white shoes and | 















Costs no more than other good sole leather 


GEORGE C. VAUGHAN | 


TANNERIES AT 
PEABODY, MASSACHUSETTS 
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The public appreciate 
materials far more today 
than ever. They like to 
be told by name the 
materials used in their 
garments— particularly 
the leather that’s in their 


When you say “‘and it’s 
made of VICI KID” 


you are talking in terms 
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that most people —_ 
and understand. It will There Is Only One 


also add selling force to VICI KID 
your statement if you tell 

your customers that the There Never Has Been 
same firm which onigi- 

nated VICI KID 30 Any Other 

years ago is still its sole 

manufacturer. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia - - - Pennsylvania 
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cANNOUNCING 
“Newly Created ‘Designs In 


Buckles £ Footwear 


Season oF 1921~1922 


No. 1363 


No. 1361 No. 1362 
Sizes 34--14 Inch 


Sizes 3--14 Inch Sizes 34--14 Inch 


No. 1364 No. 2126 No. 1365 
Size % Inch Size %% Inch Size 34 Inch 








Buckles shown above are supplied in all 
desirable finishes and are sold by leading jobbers 
everywhere. 

We shall gladly send free samples upon 
request, 

Write for Bulletin 132, illustrating our 
comprehensive assortment of buckles suitable for 
use on men’s and women’s shoes. It’s yours for 


the asking. 


NEW BRITAIN, CONNECTICUT 


CHICAGO BRANCH SALES OFFICES NEW YORK 
127 Duane St. 


326 W. Madison St. 7 Duane 
6oBVictona is E 
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HE WATSON SHOE FOR 

OMEN STANDS SECURE- 

LY ABOVE THE CLASS OF 
FLUCTUATING QUALITY. 


To KEEP IN STEP > WITH 
EASHION, GET IN TOUCH 
WITH WATSON. 


==] = 
= WAT S ON SHOE CO. 7 


LYNN — MASS. 
IH) | 
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TUDYING the character of steadily in- 
coming shoe orders—for they are coming 
steadily nowadays—discloses interesting facts. 


The call for small lots and filling-in sizes, 
which was conspicuous during the unsettled sea- 
son now gone by, has been succeeded by even- 
ness of ordering. 


Orders for sizing on given lines or numbers 
show systematic preparation in retail stores for 
anticipated steadiness in demand. 


Quantity is also characterizing these requests. 
Normal distribution of orders over a judicious 


ALLEN, GOLLER, LEIGHTON Co. BARTLETT-SOMERS Co. 
BURDETT SHOE Co. CoTTER SHOE Co. 
A. FISHER & SON GREGORY & READ Co. 
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f\ WHITE BUCK WELTS 
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Shormaking ees 


range of selling sizes is likewise conspicuous to- 
day. Reasonable shipping requirements are 
taking the place of the feverish calls for instant 
action that marked the hectic days. 


All this is significant of the fulfillment of our 
never-weakening belief that the shoe business, 
as measured at the sources of production and 
the sources of distribution, is again functioning 
normally and strengthening rapidly. 


pha 61 hha VE i spaa > 
a a , Jo» 


The Lynn makers of world-famous shoes for 
women and children and slippers for men are 
therefore inclined to indulge in a hearty, unani- 

‘mous “We told you so!” 


P. J. HARNEY SHOE Co. HENNESSEY, MAXWELL & HENNESSEY 
G. W. HERRICK SHOE Co. _ T. J. Kiety & COMPANY 
WATSON SHOE COMPANY WILLIAMS, CLARK & Co. 


a 
7) v 


COMPANY 
WELTS 


1864-19204 
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ARMORTRED 


7 14- 4- -. Wwe are selling many pairs of 

Why 1s itthat- xyiGRtRED Er 2 
manufacturers who formerly 

were reluctant to make a rub- 


ber heeled shoe? 


Because they have found that 
the ARMORTRED design 
has character that adds to their 
product. 


Their Looks Are No Better 
Than Their Quality. 


ig Quabaug Rubber Co.. North Brookfield, Mass. 
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Shoes of Value—Rightly Priced 


‘Price Shoes”’ ‘of Questionable 


Value 


Which of These Offers Your Business 
Building Answer of Today? 


“PRICE SHOES” will seriously 
impair your prospects for con- 
tinued business. 


“SHOES OF VALUE RIGHTLY 
PRICED,”’ will build permanent 


customer confidence. 





The Milford Line is built upon the policy of 
“SHOES OF VALUE—RIGHTLY PRICED” 





OUR VALUES offer shoes 
of real style, real quality, 
constructed from none other 
than leading lines of upper 
and sole leather and Al ma- 
terials. 


OUR PRICES allow you to 


_ profitably place calf and kid 


shoes on the feet of the shoe- 
wearing public at_ right 
prices— 

$6.00 to $7.00 





Wise Merchandisers Will Not Delay 
Their Fall Buying. 





MILFORD SHOE COMPANY 


Factory—Milford, Mass. 


SALESROOMS 
443 Marbridge Bldg., New York City 


36 Lincoln St., Boston, Mass. 





Sample No. 1162 


Lawrences No. 19 Calf— 
Square Wing Tip Bal. 10 
Iron Selected Oak Bot- 
tom. 6 Iron Solid Oak 
Innersole. Fine Twill 
Lining. Brass Eyelets. 
Wingfoot Heel with Solid 
Leather Base. 




















SEA GULL GREY 
3 


No. 


MIDNIGHT BLUE 
No. 14 


BELGIAN BLUE 
I 


No. 


MAPLE ’ ae 


No. 


——s BLUE 


°o. 


WINE No. 6 
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oo heller shoes 


Slill bellen—— 


Nothing can help more to give your 
customers a quality impression of 
your shoes than to have them made 


of Scherer’s Flower City Kid. 


In future selling much will depend 
on first impressions. Make your 
customers enthusiastic at the start 
by giving them Scherer’s Kid in your 


shoes. 


Oscar Scherer & Bro., Inc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 
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HAVANA BROWN 
No. 10 


LIGHT BROWN 


No. 8 


BEAUTY BROWN 


No. 5 


CHAMPAGNE 
No. 18 


TERRA COTTA 


No. 


BRONZE No. 34 
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No. 429 STRAP PUMP 


Black Kid, with Black Suede Inlay—Imitation Wing Tip—8-iron 
single sole, with fudged edge—14/8 Cuban Heel. (Telegraph Code 
Word—Beauty). Price 
No. 430, Brown Kid, with Brown Nubuck Inlay, same as above. 
(Code Word—Beacon). Price 
IN STOCK 
A—4 to 8; B—3% to 8; C—3 to 8; D—3 to 8. 

SHUKRAFT QUALITY FOOTWEAR DOES NOT COMPRISE FREAK 

STYLES OR RADICALLY DIFFERENT PATTERNS. YET MANY 

STYLISH SHOES MAKE UP THIS LINE—THE KIND THAT 

APPEAL TO THE POPULAR FANCY OF THE GREAT MAJORITY. 

MEDIUM PRICES AND MARKED VALUES 


New In Stock Catalog Ready. 


Ce EO Shoe. Co. 


Columbus O 


HUKRAF 


duality Footwear 


POOPED UDANGDDIGHOADDLODDDILAHSEOORSUOHOARALCODSIDURUUDUGH(MOTIESAUDDSADRUVODDAODIDD DOS SAODSDDDPIDSDIOANDIONNLIONISNDDRGGROOUINDODIDOEDODOENONOQNNINDODIDNININS 7A 
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Eviden 
Shoe Manufacturers are apt to feel that Retailers do not have much trouble with linings, and 
that almost anything which looks reasonably well will do for that purpose. 5 





Just to find out, we wrote to quite a number of high-class retailers and asked them how they 
felt about shoe linings and their importance in relation to the value of a shoe. 





We have had many replies—all of the same general character, and all showing a keen appreci- 
ation of the very important part played by the lining. 







PMD 


Here Is a Sample 


W. H. Holbrook Co., August 2oth, 1921. 
; Boston, Mass. 


I am answering your letter to me in regard to shoe linings. I 
would be glad indeed if Shoe Mfrs. could be induced to put into shoes 
both for Men and Women, and also Boys and Girls, better linings, for 
we find that there is where the weakness for wear comes. Poor, miser- 
able linings will spoil any shoe no matter how good the upper. 


“Weakness for Wear” 


in a shoe lining, as this Retailer wrote, spoils a good shoe. 
















The converse of this proposition is equally true. Given a good wearing lining and the whole 
shoe is improved. 





It isn’t a question of weight, or strength, or appearance, that gives value to a shoe lining. It 


Shoe Linings that Wear | : 


2 must be built to resist the kind of wear a shoe lining receives—and that is about the hardest kind 
of wear there is. 
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_ SHOE LINING 


SHOE LINING 





SHOE LINING _ 


MPANY 3 NMA 





S RIGHT CONSTRUCTION 


“FITNESS TO PURPOSE” PRODUCES FOR SHOE LININGS 
IS THE TRUEST GAUGE USE CLOTHS WHICH ARE 
FOR MEASURING VALUE MAXIMUM EFFICIENCY § wmape To BesuHoE LININGS 









These are real shoe linings because each is constructed with one end in view, viz: 
i To give all the wear that can be extracted from a given amount of material when used for this 


purpose. 


As one Retailer expressed it: “The lining is the heart of a shoe’’—and as the heart imparts’ ¢ 
5) life to the body, so may the lining impart life to the shoe. 







E We not only claim that our special linings are superior in point of wear, but we have good 
and understandable reasons in substantiation of our claim. 


THINK IT OVER 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. g 
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sTANWORTH 


3 STANDARDIZED STYLES IN STOCK 


























magne’. Last 
In Stock 
Widths AA to D 
Sizes 5 to 12 
In Case Lots 


FULL GRAIN RUSSIA CALF 


Tell us to ship you a Case on 
Approval. 
them all right back. 


Unequalled values—High Standard 
Shoemaking—lasts that fit—Shoes in 
a class by themselves. Oak Bend Out- 


Leather 
Rubber 


Full Grain Insole, 


Leather Box Toe, 


soles, 
Counter, 


Heel. 


sTANWORTH 


SHOEMAKERS 


MARION, INDIANA 


If not satisfied, send 


Round Toe 
In Stock 
Widths A to EB 
Sizes 5 to 12 
In Case Lots 
$4.60 


In stock, all widths and sizes for IM- 
MEDIATE delivery. Order as few or 
as many and as frequently as you 
wish. Keep your stock turning. Quick 
Turnover—Quick Profits—lIt’s the 
Secret of Success. 


Medium 
x. 


In Case Lots 


$4.60 


Your Stanworth Investment is al- 
ways small—because you can 
size up weekly. Quick Turnover 
is the way to Quick Profits. 
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Once the cloth of kings 


-—now tilady’s favorite 








O GOWN FEMININE 

AMERICA today requires 
the importation of three million 
pounds of raw silk each month— 
far more than any other nation uses. 
Boston, with exceptional harbor and 
import facilities, is well prepared to 
handle a large share of this traffic. 


Since the 18th century, Boston has 
been an important portal for trade 
with the Far East. Always a com- 
munity of manufacturers, New Eng- 
land in colonial days foresaw the 
advantages of commercial alliances 
in these distant lands. Mutual trust 


born of centuries of square dealing 
cements these old business friend- 
ships, which have become increas- 
ingly important with the rapid ex- 
pansion of silk importations. 

The National Shawmut Bank, in 
serving importers and exporters since 
1836,.has built up an excellent or- 
ganization for transacting business 
in China and Japan. Shawmut is 
represented in the Orient by affiliated 
local banks rather than by branches. 
In matters concerning American 
business these banks adhere to Shaw- — 
mut policies. 


THE NATIONAL SHAWMUT BANK of BOSTON 


Capital, surplus and undivided profits $21,650,000 
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Waitlemore's 


Shoe Polishes 


QUALITY VARIETY 
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a | 
Fiom Mans Heaviest Work Shoe 































Every shoe merchant is awake to the fact that the days of 

// easy money and free spending are over—that the public 

h is getting down to brass tacks in buying, making purchases 
with the idea of getting all their money will bring. 






The greatest value in shoe polish is and always has been 
Whittemore’s. It has been the favorite of millions for 
seventy years. It is today the best seller in thousands of 
stores. 












Show your preference by selling Whittemore’s and the 
public will show their preference to trade with you. When 







: your jobber’s salesman calls ask to be shown Whittemore’s 
\ Superior Shoe polishes. There is a dressing for every 
leather. There are dyes and finishes for all shoe fabrics. 






N 


to Womans Davatiest Slipped oth | 


WHITTEMORE BROS., CORP. 


Largest Producers of Shoe Polishes in the World 


BOSTON, MASS. 
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EO Dimi SONIA 


South Sees Styles 


WOMEN’S MODELS READY TO SHIP 


96 La Hav Brown Ox. $6.50 


240 Last 


98 La Blk Vici Ox. $6.00 


240 Last 
AA-D 2-8 


ALDEN-WALKER & WILDE 


(INCORPORATED) 
EAST WEYMOUTH, MASS. 


NEW YORK OFFICE: 299 BROADWAY 
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The Largest Producers of 
Calf and Side Upper 
Leather 


The Finest Tannages and 
Finishes. The Best 
Service for Buyers 

















a 
h 
























THE PROOF OF PROGRESS IN TANNING 
SOFTAN 


(REGISTERED U. S. A.) 
A new leather, combining the qualities of all known tannages. 
On one side, the wear and waterproof qualities of the old process 
wax or oil grain; on the other, the flexibility and softness peculiar 


to the chrome process. 


FOR WORK, SEMI-DRESS AND SPORT SHOES 
SOFTAN is ideally adapted for farm and work shoes. Resistance 


to chemical aciions of the barnyard and ever present flexibility are 
cardinal points. The ability of SOFTAN to retain a polish and its 
water re pelling properties make it desirable for all kinds of semi- 
dress and sport shoes. Cutting possibilities are greater than in 
other leathers used for similar purposes. 


Made in CHOCOLATE, BROWN, TAN 
AND BLACK. Absolutely new. The re- 
sults of years of experiments. Samples 
carried in our stores and cuttings sent 


cheerfully upon request. 




































Offices and Stores 


New York Boston Chicago St. Louis Cincinnati 


Calf and Side Upper Leather Tanneries 


Lowell Danvers Chicago Milwaukee Sheboygan Ballston Spa Curwensville Woburn 
Shoe Stock Plant: Binghamton, New York 



























SARs 


— 
Daren 

























































































The Famous 


Weber 


Shoe jorNen 


ROBABLY the greater part 

of your men customers 

are those who pay from $5.00 
to $9.00 for a pair of shoes. 


Logically, you should give 
them the best values possible; 
the utmost worth for every 


dollar. 
Weber Union Made Shoes are 


made especially to cultivate 
this middle layer of the buying 


public. 


New York Office, H. Harris, 
1328 Broadway, Marbridge Bidg. 
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Style 
635—Dark Tan 
Calf. Color 40. 
No. 3 Blucher. Sara- 
nac Last. Square Wing Tip. Fibre 
Middle Sole. Wingfoot Rubber Heel, 


NORTH ADAMS, M ~ 





WEBER BROS SHOE CO 
MASS 
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The Open Road to New Profits 


HINK of the countless people 

who visit you weekly, suffer- 

ing with corns, bunions and 
bruises! 


What are you doing to offer them 
means of relief? 


No greater opportunity to serve 
your customers and earn their 
everlasting good-will has ever been 
offered than RONSON SHOE 
TREES and FOOT DOCTORS. 


Made of all metal—light in weight, 
yet indestructible, and with per- 





forations that combine the two- 
fold purpose of providing perfect 
ventilation and permitting the 
FOOT DOCTORS to be placed 
wherever the shoe pinches, RON- 
SON SHOE TREES are as revo- 
lutionary in principle as they are 
in merchandising possibilities. 


Best of all, they are priced to sell! 
Decide now to let us make it pos- 
sible for you to ease the foot 
troubles of your customers and 
open the road to bigger business 
and new profits. 


Further particulars are yours for the asking. 





Shoe Trees and Foot Doctors 
FOR MEN AND WOMEN 








SELL A PAIR OF RONSON SHOE TREES WITH EVERY PAIR OF SHOES 





THE ART METAL WORKS, Aronson Sq., Newark, N. J 
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MEMBERS OF 


Shoe Manufacturers’ Board of Trade 


Cc. A. B. SHOE CO. 
641 Lexington Avenue 
BROOKLYN 


COHEN & FRANK CO. 
756 Stone Avenue 
BROOKLYN 


J. & T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 


SOHN CRAMER & SON 
199 Steuben Street 
BROOKLYN 


D. H. CHANDLER SHOE CO. 
166 Livingston Street 
BROOKLYN 


BERT E. DRAKE SHOE CO. 
5 Park Avenue 
BROOKLYN 


DEGEN LIPP. INC. 
133 Floyd Street 
BROOKLYN 


ANDREW GELLER 
240 Broadway 
BROOKLYN 


A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 


GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 
BROOKLYN 


JULIUS GROSSMAN, INC. 
872 DeKalb Avenue 
BROOKLYN 


* WM. HENNE & CoO., INC. 
957 Kent Avenue 
BROOKLYN 


R. H. HOSKINS CoO. 
39 6th Street 
LONG ISLAND CITY 


HORN SHOE CoO. 
145 Roebling Street 
BROOKLYN 


F. 8. KAUDER SHOE CoO. 
10 Leo Place 
BROOKLYN 
AMERICAN SHOE CO. 
166 Livingston Street 
BROOKLYN 
J. J. LATTEMANN SHOE 
MFG. CO 


St. Edwards Place 
BROOKLYN 





of NEW YORK, Inc. 











MAETRICH EYRE & CO. 
242 Greene Avenue 
BROOKLYN 


I. MILLER & SONS, INC. 
1 Carlton Avenue 
BROOKLYN 


MORSE & BURT CO. 
1 Carlton Avenue 
BROOKLYN 


PINCUS & TOBIAS 
17 Lexington Avenue 
BROOKLYN 


PARISIAN SHOE CoO. 
226 Varet Street 
BROOKLYN 


PERFECT SHOE Co. 
2941 Atlantic Avenue 
BROOKLYN 


DRP.. A. POSNER SHOES, INC. 
141 Roebling Street 
BROOKLYN 


ROGERS & DAVIS 
1615 East N. Y. Avenue 
BROOKLYN 


STRASSBURGER-STILES 
99 Myrtle Avenue 
BROOKLYN 


CHAS. W. STROHBECK, INC. 
309 Johnson Street 
BROOKLYN 


VOGEL-MILLER 
4th Avenue & Baltic Street 
BROOKLYN 


S. WATERBURY & SON 
232 Throop Avenue 
BROOKLYN 


S. WEIL & CO. 
379 DeKalb Avenue 
BROOKLYN 


ALGIER SHOE CO 
138 Broadway, Cor. Bedford Ave. 
BROOKLYN 


JULIUS ALTSCHUL 
220 Varet Street 
BROOKLYN 


KOZAK & McLOUGHLIN 
14th Street & Governor Place 
LONG ISLAND CITY 


GEORGE W. BAKER SHOE CoO. 
343 Classon Avenue 
BROOKLYN 
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There can be no better test of 
the grip which Brooklyn style 
and Brooklyn quality have 
upon the trade and the wearers 
than their lofty status today in 
the world of women’s shoes, 








Real quality is always in de- 
mand. Brooklyn shoes will 
continue to be worn as long as 
women retain their desire for 
the best. 





Shoe Manufacturers’ Board of Trade 


of NEW YORK, Inc. 
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L ACK—fall’s most popular 

shade—adds a certain charm 

and individuality to milady’s 
gown that women of refinement 
appreciate. 


These same women will want foot- 
wear expressing their own indi- 
vidual tastes. This means that 
shoe dealers who want big busi- 
ness must get shoes that are differ- 
ent. 


“Cameos” are different. They are 
women’s style shoes made in a 
Men’s Rockland Factory—that’s 
why. They are irresistible—every 
line and curve appeals to the femi- 
nine fancy—they compel atten- 
tion. 


You—Mr. Dealer—will get busi- 
ness with them on your shelves. 
They sell rapidly—the women 
want them. 


Rice & Hutchins, Inc. 


10 High St., Boston, U. S. A. 




















